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“Full Speed Ahead’ 
By 1926 Agents 


LL the essentials to good business are now present, and 
1926 promises to be a banner year for everyone having 
a good product to sell, and a gogetiveness spirit within him. 


Insurance men are more and more recognizing the advantage 
and necessity of representing a well $ffanced organization 
which has attractive policies, a substantial service and main- 
tains a personal contact with its agents. = 

E. J. COTTER 
The Peoples Life has endeavored to so conduct itself that both hagaen 
agents and policyholders will have abundant evidence of its Manager 
ability to render service. How successful the Peoples Life — 
has been can best be determined by asking one of its repre- Chicago, III. 
sentatives or one Jf its policyholders his opinion of the com- 


For territory 


pany. 


Chicago, Illinois 








The PERFECT PROTECTION MAN 


‘No Wonder He Smiles! 


On September 16th 


One Perfect Protection Man already paid for over 
$1,500,000. Another paid for over $750,000. Two others 
paid for over $500,000. Ten others paid for over $250,000. 
Seventeen others paid for over $200,000. 


And in the Whole Organization 


One in every four full time representatives already paid 
for over $100,000. These are Perfect Protection Men 





And this is Perfect Protection 





$ 50.00 weetiy. for an unlimited period during disability by 
accident. 


50.00 weekly, for 52 weeks during sickness. 


3,200.00 every year for life, payable - gy if totally and 
mtly disabled by accident. o further pre- 
miums to pay and no deductions from the face of the 

life policy as the result of payments so received. 


2000 tiene and te00 00 exch year im mona permeate, | The Seyen “Points 
no deductions from the face of the life policy as the 

Met a of RELIANCE 

Successful Man Service 


result of payments so received. 
HE was as mucha stranger to you as “the 1. A direct contract with the Company with the general or 
” state agent’s commissions eliminated. 
man the world forgot.” You knew o Sneed ; 
. - - ‘ > restricted territory. 
nothing of his business, his finances or the 


When You 


5,000.00 payable upon natural death. 
15,000.00 payable upon death by accident. 

















Perfect Protection—the service which succeeds when life 
clubs he frequented. Yet, you remembered insurance alone often fails. 


prosperity. 
Perfect Protection Men are life under- 
writers—plus. 


him. It was just his enthusiasm, after all, 4. The Reliance Branch Office system of miniature Home 
th fix ° ° ° . Offices which provide quick and adequate facilities for 
at fixed him for all time in your memory. business transaction. 
Perfect Protection Men possess that 5. An equipped office in the Branch Office cities with no 
: ° ° : cost of overhead. 
sare quality which 8 hand in hand with 6. The personal counsel and cooperation of Reliance Super- 


7. 


visors—salaried Home Office representatives—in agency 
building. 

Reliance Life, which gives its representatives the prestige 
of a strong, progressive institution. 


By its administrative policy, this institution will never outgrow its ability to 
render personalized service to its agency representatives. Should you be interested 
in the unusual plan of Reliance Life operation, a letter to the Home Office will 


bring complete information. 

















[RELIANCE LIFE 


|) PROTECTION 





THE RELIANCE LIFE INSURANCE COMPANY of PITTSBURGH 
FARMERS BANK BUILDING, PITTSBURGH, PA. 
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ROBERT D. LAY HEADS 
NATIONAL LIFE, U.S. A. 


Albert M. Johnson, 
Years President, Becomes 
Chairman of Board 


for Many 


CAREER OF NEW CHIEF 


Started With the Company in Minor 
Position and Has Worked His 
Way to the Top 





Albert M. Johnson, president of the 
National Life, U. S. A. of Chicago, has 
retired from office to become chairman 
of the board. Robert D. Lay, vice- 
president and secretary, was chosen 
president and will be the active head of 
the company. Mr. Johnson has many 
outside interests and in addition is pres- 
ident of the United States Life & Casu- 
alty. He has shaped up the company 
along financial lines in a way that is 
very gratifying. Mr. Johnson has 
showed sagacity and good judgment in 
the general administration and handling 
the financial affairs of the company. 


Mr. Lay’s Career 


Mr. Lay is the agency head of the 
organization and has given particular 
attention to the production department. 
He has risen to the high office by sheer 
merit and unremitting devotion to the 
institution. He started nearly 25 years 
ago as an employe at the head office in a 
minor position. He soon made a place 
for himself as a general utility man. He 
was elected secretary, then vice-presi- 
dent and secretary. Mr. Lay is a hard 
worker and has set an example for the 
others to follow in this respect. He has 
been the right-hand man of President 
Johnson and in all departments the 
heads have felt his direct and wise 
supervision. Mr. Lay is a popular man 
in his organization. Many of the agents 
call him by his first name and he is 
thoroughly democratic. 


Tribute to New Chief 


A man who has been associated 
closely with Mr. Lay for some time, 
gives this pen picture of the man which 
is interesting as a human interest study: 

“Mr. Lay has worked early and late, 
day in and day out, doing anything and 
everything which has come to his hand. 
No job has been too trivial—no respon- 
sibility too great. 

“During all these years he has been 
the man President Johnson has relied 
upon to carry forward the development 
of the company. Every company prob- 
lem has been solved in the light of the 
facts and for the benefit of the institu- 
tion and those connected with it. He is 
a youthful, genial personality of even 
temperament, warm hearted and demo- 
cratic. More men—agents and asso- 
ciates—call him ‘Bob’ than ‘Mister.’ He 
has just naturally won the friendship 
and personal allegiance of every fellow 





NEW TRAVELERS PLAN 
MINIMUM NON MEDICAL $5,000 


Maximum of $10,000 Acceptable With- 
out Examinations with $25,000 
in Three Years 


The Travelers is entering the non- 
medical field with an anouncement of a 
unique plan in that no nonmedical ap- 
plication for less than $5,000 will be ac- 
cepted except on the salary allotment 
plan. It announces a maximum of $10,- 
000 on individual lives which is the 
highest nonmedical limit yet announced 
by any company. Further than that an 
additional $10,000 may be written a year 
after the first application is accepted 
and an additional $5,000 the third year, 
making the total nonmedical limit of 
$25,000 over a period of three years. 

The privilege is granted to contract 
agents. Other producers may receive 
the privilege upon the personal recom- 
mendation of the manager and approval 
of the superintendent of agency. A form 
of application similar to the salary allot- 
ment application with binding receipt 
attached is being prepared for this busi- 
ness. 

In announcing the plan to its agents, 
the Travelers says, “The sales defects of 
the nonmedical plan which have hereto- 
fore been offered by other companies 
have been overcome by the Travelers’ 
program, enabling the agents to secure 
applications from substantial business 
men. The new plan in no way interferes 
with the salary allotment business.” 





worker. He is progressive, a deep 
thinker, broad minded, possessed of al- 
most uncanny perception, a maker of 


agreements that he keeps—and expects 
others to keep. 

“He is firm but not 

(CONTINUED ON 


stern—concilia- 
PAGE 36) 





HEARING ON DIVIDENDS 
BY NEW YORK DEPARTMENT 


Child’s Policies and Expense Margins 
Also Considered by 50 Company 
Representatives 


NEW YORK, Jan. 27.—At a hearing 
before Superintendent Beha last week, 
three important subjects were discussed: 
First year dividends, insurance on the 
lives of children below age 15, and ex- 
pense margins furnished by low pre- 
mium policies. Over 50 company rep- 
resentatives were in attendance. 

The superintendent may issue rulings 
or recommend amendments to the in- 
surance law covering these questions. 

A question was brought up as to 
whether it was contrary to section 83 
of the insurance law to make dividend 
pavements contingent upon the payment 
by the policyholder of the premium for 
the following year, and whether or not 
this was equitable regardless of the law. 
The question of how first year’s ex- 
penses should be charged, determining 
surplus available for the first year divi- 
dend, was also discussed. 


Should Make Use Illegal 


The department stated that if it is 
inequitable to use a contingent dividend 
and if the legislature prohibited New 
York companies from using it, it is for 
the best interest of the people of that 
state that no outside company doing 
business there should be allowed to use 
it. The superintendent is justified in 
using section 32 to make this rule uni- 
form, it was stated. 

The representatives of the 
said that acquisition cost expenses 
should be charged against the business 
as a whole and that by so charging sur- 
plus is available for the first year divi 
dend. Another view was that the com 
pany as a whole should lend to the 
first year’s business sufficient funds to 


companies 


NEW LINEUP IN NATIONAL LIFE, U. S. A. 





JOHNSON 
Chairman of Board 


ALBERT M. 





LAY 


ROBERT D. 
President 





GROUP COMPANIES ALL 
ON SAME RATE BASIS 


Non-Par and Participating Com- 
panies Will Present Iden- 
tical Plans 


LEGISLATION ANTICIPATED 


Only Difference Now Is That One Class 
“Rerates” While the Others 
Pay Dividends 


Participating and  nonparticipating 


companies writing group insurance have 


gotten together and in the future will 


write group insurance on identically the 


same basis. The only difference will be 


in nomenclature. 


The nonparticipating companies are 


announcing a 5 percent reduction in 
rates which makes their scale of rates 
identical with those charged by non 


It is said that 
legislation is anticipated in New York 
prescribing a minimum scale of 
group life insurance. The 
law contemplates permitting 
make 
premium retroactive, so that 
under the operation of this law, both 
participating and nonparticipating group 
life contracts will be on the same basis 
and no company will quote dividend re- 
sults or rerating figures except those 
(CONTINUED ON NEXT PAGE) 


participating companies. 


State, 
rates for 
proposed 
nonparticipating companies to 
reductions 


make possible the payment of first year 
dividends contingent upon the payment 
of a second premium. lia participating 
company, it was stated, cannot pay divi- 
dends until surplus is available, when 
expenses and liabilities are charged as 
actually incurred, it will be put at a 
serious disadvantage as against the non- 
participating companies. 

Ex>ense Margins on Low Premium Forms 


It was pointed out that expense mar- 
gins on certain low premium policies 
are actually larger than the premiums 
collected. Since the Armstrong law the 
department has held that there must be 
left from the premium c} harges enough 
to pay the cost of one year’s insurance 
The company representatives opposed 
the proposed amendment and said that 
the margin should be calculated on the 
business as a whole, and not refer to in- 
dividual plans of insurance. It pointed 
out that the intent of the law was to 
establish a test for the measurement of 
economical management. The depart- 


ment held that by writing a large 
amount of low premium policies, that 
law, as a test ef economical manage 


ment, becomes entirely inoperative be- 
cause by such practice the company can 
make its expense margins as large as 
desired. The proposed amendment 
would require companies to confine in- 
surance to the llimits stated in the law. 
At present some companies are writing 
large amounts at ages 10 to 15 on the 
child’s application. 
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SALES CONGRESS PLANS 





GOOD SPEAKERS IN NEW YORK 





Attendance of 1,500 Expected at One 
Day Meeting To Be Held on 
Mar. 9 


NEW YORK, Jan. 27.— Executive 
Secretary Charles J. Zimmerman of the 
New York Association of Life Under- 
writers has announced the program of 
the sixth one-day sales congress which 
will be held by the association Mar. 9 
at the Astor hotel. About 1,500 life men 
are expected to-be present. In the even- 
ing the association will hold its 40th 
annual banquet, the program for which 
will be announced later. 


Kederich to Preside 


President George A. Kederich of the 
association will preside over the morning 
session of the sales congress. The 
speakers will be George K. Sargeant, 
superintendent of agencies of the Mutual 
Life of New York; Griffin M. Lovelace, 
director of the life insurance training 
courses at New York University and 
Robert J. Williams of the Union Central. 

The speakers at the afternoon session 
will be D. M. Findlay of the Aetna Life 
who will talk on “Selling Salary Budget 
Insurance”; Emma H. Ditzler of the 
Connecticut Mutual who will discuss 
“Old Age Income for Women”; Ralph 
G. Engelman, a member of the faculty 


of New York University whose topic 
will be “Simplified Selling”; Diedrich 
Ward of the Union Central, who will 


talk on “Monthly Quotas”; Louis N. 
‘Cotlow of the Massachusetts Mutual, 
who will have as his subject “Educa- 
tional Insurance”; Ernst H. Earley of 
the Northwestern Mutual, who will talk 
on “Program Insurance” and Vice-Presi- 
dent James E. Bragg of the Manhattan 
Life, who will discuss “Old Man You.” 

Members of the Philadelphia Associa- 
tion have been invited to attend the 
congress and President Frederick G. 
Pierce announces that about 50 mem- 
bers of the Philadelphia organization 
will attend. 





GROUP COMPANIES ALL 
ON SAME RATE BASIS 


(CONT’D FROM PRECEDING PAGE) 





based on actual experience of groups 


on the books. 


Dividends ws. Retroactive Reductions 


The participating companies will 
continue to declare dividends, but on a 
new basis. Nonparticipating companies 
can make premium reductions retroac- 
tive so that cost of the insurance is 
to a large extent dependent upon the 
experience of the risk and of the busi- 
ness as a whole just as with the 
participating companies. The only dif- 
ference is the name of the refund. 

It has been the custom of partici- 
pating companies to submit in proposi- 
tions to group prospects, tables showing 
the dividends that would be apportioned, 
according to the current scale, under 
specific loss ratios. From now on the 
only dividend illustrations which may be 
submitted to a prospect will be actual 
dividends paid under groups carried on 
the books. 

In making public this announcement 
W. J. Graham, second vice-president of 
the Equitable of New York says, “As 
a matter of fact we believe that such 
illustrations of actual dividend results 
will prove more effective in solicita- 
tion than hypothetical figures based 
upon assumed mortality.” 

During the past year there have been 
a number of cases of competition: in 
group insurance in which competitive 
methods were not satisfactory to either 
eroup of companies. It is thought: that 
if the difference between the participat- 
ing and nonparticipating companies is 
withdrawn that the business will be on 
a much cleaner basis competitively. 





GIVEN COMPENSATION 
LIFE AGENT HELD EMPLOYE 


Michigan Supreme Court Refuses to 
Review Case Decided Against 
American of Detroit 


LANSING, MICH., Jan. 27.—Mich- 
igan’s workmen’s compensation com- 
mission in a recent case involving the 
death of a Lansing agent of the Amer- 
ican Life has ruled that the average life 
insurance agent, operating under a sales 
contract which ties up his time to his 
work, is an employe within the meaning 
of the state’s workmen’s compensation 
law and the company is responsible 
when he suffers an accident during the 
time he is engaged in solicitation or 
other duties imposed upon him by the 
company. 

This precedent-shattering decision, 
greatly expanding the scope of the com- 
pensation law, is made final, so far as 
Michigan is concerned, by the refusal of 
the supreme court to review the case 
when it was appealed by the American 
Life. Despite the affirmation of the 
compensation board’s ruling by so high 
an authority, the company plans to 
carry the case even higher, judging by 
correspondence received here, and will 
probably enter an appeal before the 
United States Supreme Court. 


Sought Compensation 


The case which has resulted in a 
decision of such vital importance to both 
agents and companies all over the coun- 
try is that of Mrs. Harriett Balmer 
against the American Life of Detroit. 
Mrs. Balmer is the widow of William 
J. Balmer, an agent working out of the 
Lansing office of the company, killed 
Nov. 10, 1924, his automobile being 
struck by an interurban car. Mrs. 
Balmer applied for compensation, con- 
tending that the American Life had 
accepted the provisions of the Michigan 
compensation law and as Mr. Balmer 
qualified as an employe and was at 
work in the interests of the company at 
the time of his death. The company 
denied liability, maintaining that Balmer 
was an independent contractor, paid 
wholly according to the results he 
achieved and under no direct control of 
the company. 


Was Virtually an Employe 


It was shown that his contract speci- 
fied that Balmer devote all of his time 
to solicitation of life insurance for the 
company, and imposed a number of 
other minor restrictions. The company 
contended that this contract did not 
actually give it or its general agent at 
Lansing, J. Trickey, control over 
Agent Balmer’s activities, and that the 
company had no supervision over the 
agent’s movements to assure itself that 
he employed the safest means of trans- 





COMPANY WILL EXPAND 
WILL ENTER NEW TERRITORY 
Continental Life of Wilmington, Del., 


Plans to Widen Its Scope— 
Has Low Rates 





WILMINGTON, DEL., Jan. 28.— 
The Continental Life of Wilmington, 
Del., will shortly enter Ohio, Indiana, 
Illinois, Michigan and Wisconsin after 
confining its operations for many years 
to Delaware, Pennsylvania, New Jersey 
and District of Columbia. With the 
company’s new participating rates and 
good dividend record the Continental 
Life will be a real competitor for busi- 
ness with older companies. The new 
rates at age 35 are $21.17 ordinary life; 
$22.29 endowment at 85; $31.75 on 20- 
pay life, and $45.73 on 20-year endow- 
ment. The Metropolitan beats the Con- 
tinental with its $5,000 special only at 
age 39 and beyond. The Aetna Life 
non-par rate, age 35, being $19.71, the 
Continental dividend scale will make its 
ordinary life net cost in fourth year 
$19.75. The new participating rates of 
the Continental Life are believed to be 
among the lowest yet adopted by any 
company. 





portation. It was further alleged that 
there was no certainty that the agent 
was engaged in forwarding the com- 
pany’s interests when he was killed. 
Counsel for the claimant maintained 
that Mr. Balmer had made an appoint- 
ment with a prospect on the night in 
question and was on his way to fulfill 
this engagement when he met death. 
The deputy commissioner, and after- 
wards the full commission, decided that 
the contract was of the kind claimed. 


Negro Companies Show Gains 


The two Negro legal reserve com- 
panies in Chicago last year, the Liberty 
Life and the Victory Life, both closed 
the year with a satisfactory business. 
The Liberty Life wrote $4,623,750. It 
is increasing its capital from $150,000 
to $175,000. The Liberty Life has a 
splendid agency plant which is going 
strong. The Victory Life will close its 
second year of existence March 3. Last 
year it wrote $2,185,569. This is a very 
substantial company and is now operat- 
ing in eight states and the District of 
Columbia. 


Michigan Mutual Meeting 


The Michigan Mutual Life will hold 
a meeting of its state and general 
agents in Detroit some time in February. 
The annual meeting of stockholders and 
the board of directors was held Tues- 
day of this week. 





ARE NEW SUPERVISORS 
J. A. CAMPBELL IS PROMOTED 


Clark E. Bell of Los Angeles and B. A. 
Notzon of Denver Also Recog- 
nized by New York Life 


The New York Life announces the 
appointment of three new supervisors, 
viz.: James A. Campbell of Chicago, 
who will have supervision over Division 
No. 2 of the central department, com- 
prising the Central Randolph, Stock Ex. 
change and West Side branches in Chi- 
cago; Clark E. Bell of Los Angeles, who 
will supervise the Los Angeles, southery 
California and Sunset offices in Los 
Angeles; B. A. Notzon of Denver, who 
will have supervision over Colorado, 
Gate City, Kansas City, St. Joseph and 
Wichita offices. 


Mr. Campbell’s Career 


Mr. Campbell started. as clerk and 
stenographer in the St. Paul office in 
July, 1891, under Vice-President Walker 
Buckner, who was then agency direc- 
tor. Later he became cashier, then 
branch office instructor, and in March, 
1902, agency director. On Jan. 1, 1904, 
he was transferred to agency director 
of the Fisher Branch, Chicago, after- 
wards consolidated with the Central 
Branch. Mr. Campbell as agency direc- 
tor of the central branch in Chicago has 
had a wonderful record. In 1907 the 
paid-for business of this branch was 
$6,295,718. Last year his business was 
$20,000,000. 

Mr. Bell’s father, David C. Bell, was 
formerly with the Nebraska branch and 
is now in the San Francisco clearing 
office. Last year he produced $290,501. 
His brother, Paul T. Bell, is one of the 
large producers, having written last year 
$1,111,632. 

Clark Bell started as an agent in San 
Francisco in 1905, and later was ap- 
pointed agency organizer. In 1915 he 
became agency director at Sacramento, 
and then was transferred to Los An- 
geles. Last year his new _ business 
amounted to $20,641,529. 

Mr. Notzon started as a clerk in the 
St. Louis office in July, 1905, then be- 
came agent and was appointed organizer 
in 1911. Then he became agency direc- 
tor at St. Joseph, Mo., but in 1921 was 
transferred to Colorado. Last year the 
business in this branch amounted to 
$10,896,990. 


American Central Meeting 

The annual agency convention of the 
American Central Life will be held 
May 31-June 1, at the home office at 
Indianapolis. The first day will be spent 
at the Indianapolis Motor Speedway, 
where the annual 500-mile race will be 
held. The affair will be closed with a 
banquet. 





FIGURES FROM DECEMBER 31, 








LIFE COMPANIES 


1925, 


STATEMENTS 











Total : New Bus. Ins.in GaininIns. Prem. Total Pd. Policy- _ Total 
Assets ae — — Force in Force —— Income holders Disburs. 
$ z 

American Life, Mich... 10,394,128 200,000 244,560 13,225,332 75,809,525 5,331,085 2,244,543 2,993,568 794,104 1,771,136 
Amicable Life, Tex.... 6,170,392 820,000 816,277 9,544,096 38,428,334 3,727,2 1,174,155 1,609,899 407,712 1,149,628 
Atlas Life, Okla....... 1,507,734 250,000 295,667 6,196,225 19,051,191 1,477,735 478,599 668,762 116,504 482,043 
CR ED on cesccecs 114,461,000 1,000,000 ........ 128,563,000 578,000,000 92,981,000 ........ 30,127,000 13,083,000 ....--: : 
Dakota Life, S. D..... 074,660 300,000 310,698 8,003,000 28,626,000 3,955,000 769,245 1,014,854 191,586 663,277 
Farmers Natl., Ill..... 2,936,997 200,000 271,545 8,522,688 34,699,013 3,424,408 976,580 1,106,517 201,077 614,668 
Federal Union, Ohio... 2,261,078 225,000 124,317 5,876,008 22'874, 378 1,303,468 708,306 809,835 155,505 455,678 
Guaranty Life, Ia..... 3,271,454 100,000 80,348 9,165,786 34,301,554 4,142,677 927,273 1,072,064 225,222 647,660 
Lincoln-National ...... 30,254,054 1,000,000 1,500,000 118,402,237 404,061,193 58,884,861 10,879,796 12,695,549 3,392,647 7,244,426 
Louisiana State........ 1,576,080 250,000 5,255 2,473,454 16 ae 18 440,000 346.715 434,454 Y 52,: 
Manhattan Mut., Kans 393,717 ...... 8,327 2,732,000 6,122,674 1,323,000 184,216 200,391 24,0 
Michigan Mutual ...... 20,356,462 500,000 1,429.300 22'436.939 118. 245,271 7,244,691 3,157,416 4,279,010 i 32, 
Midwest Life, Neb..... 356,95 300,000 100,976 3,402,299 22,123,238 981,961 596,431 945,721 1 29, 
National Life, Vt...... vL!.!l Cree 5,447,292 75,426,293 462,130,851 40,564,992 16,154,460 21,528,205 32, 
New England Mut..... C8. haa. 11,094,648 117,647,075 857,429,816 76,344,849 27.606.379 36,669,980 9, 
North American, Ont.. 29,288,010 60,000 5,036,982 29,224,836 137,995,713 11,370,664 4,732,363 6,381,003 435, 
Provident, N. D........ ,723,591 125,000 56,783 3,555,490 15,179,262 2,337,340 483,074 569,019 319, 
Rockford Life, Ill..... 1,706,845 200,000 143,154 6,244,385 18,249,759 3,077,346 443,264 535,149 +2 330,2 
Southeastern, 8. C..... 2,765,402 100,000 110,277 6,610,736 29,053,155 2,017,599 661,691 820,729 489 532,554 
Southland Life, Tex. 11,039,404 400,000 400,122 25,025,995 100,077,572 14,013,631 2,596,167 3,214,566 724,111 1,854,407 
State Mutual, Mass.. See se ecncs 6,802,024 66,205,575 472,826,603 41,857,285 14,448,976 20,614,281 9,932,654 13,608,329 
United Fidelity, Tex. 1,041,640 200,000 153,001 6,318,607 20,121,245 2,004,057 553, 256 610,853 84,816 603,423 
Wisconsin Life ........ 1/577,909 eseus 177 2,647,786 14,213,382 1,154,781 446,104 579,747 192,547 352,931 
Wis. State Fund....... eee 17,608 197,000 743,800 187,000 26,572 35,623 11,060 13,664 
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FIGHT FOR CONTROL OF 
THE INTER-SOUTHERN 


Robert W. Bingham, Louisville 
Newspaper Publisher, Appears 
On Scene as a Factor 





HE GETS SIX DIRECTORS 





Reports of Change in Ownership Have 
Been Current, One Naming Cald- 
well & Co. of Nashville 


LOUISVILLE, Jan. 26.—Events of 
the past few days have shown that there 
is undoubtedly a fight on for control of 
the Inter-Southern Life. At a stockhold- 
ers’ meeting, Jan. 20, objection was 
raised to James R. Duffin, president, 
presiding at the meeting, and after some 
argument the meeting was postponed 
until Jan. 22, apparently in order to re- 
build defenses. 

Newspapers carried stories regarding 
a fight for control and naming Robert 
Worth Bingham, publisher of the Louis- 
ville “Courier Journal” and Louisville 
“Times,” as the man who was fighting 
Mr. Duffin for control. This was in 
line with rumors that had been heard 
in insurance circles for some weeks 
past. It was also intimated that outside 
interests were after the company. 


Bingham Gets Five Directors 


Following the meeting of Jan. 22 it 
developed that five of the six new direc- 
tors elected were on the so-called Bing- 
ham slate, the Duffin faction naming one 
man, who received the largest number of 
votes of any candidate. D. C. Stimson 
of Owensboro, Ky., who has been on the 
board for some years, was reelected. 
Leonard S. Florsheim of Chicago was 


defeated. Hugh B. Fleece, Bankers 
Trust Co., Louisville; Judge Isaac 
Thurman, Springfield; R. P. Taylor, 


Winchester; John E. Huhn, Louisville, 
and Paul F. Semonin, Louisville, were 
elected. W. F. Bradshaw of Paducah 
named the five directors said to rep- 
resent opposition to Duffin. 

Elwood Hamilton, attorney, represent- 
ing the Duffin interests, presided at the 
meeting as chairman. 


Personnel of the Board 


_ The six directors named are to serve 
for a period of three years, along with 
18 holdover directors, there being 24 
directors on the board. 

The present directors are William F. 
Bradshaw, Paducah; J. Guthrie Coke, 
Auburn; Lee L. Miles, Louisville; Ralph 
M. Barker, Carrollton; Clark B. Patter- 
son, Mt. Sterling; Edward H. Hilliard, 
Louisville; Hugh B. Fleece, Louisville; 
Attilla Cox, Louisville; Dinwiddie 
Lampton, Louisville; James R. Duffin, 
Louisville; C. P. Nordeman, Louisville; 
W. W. Moore, Louisville; J. A. Donald- 
son, Carrollton; D. C. Stimson, Owens- 
boro; W. P. Stanfield, Maysville; George 
G, Summers, Wichita Falls, Tex.; Earl 
5. Gwin, Louisville; Edward F. Peter, 
Louisville; William E. Massey, Louis- 
ville; M. M. Parrish, Gainesville, Fla.; 
John E. Huhn, Louisville; Paul F. 
Semonin, Louisville, and R. P. Taylor, 
Winchester, 


Reed and Reggenstein Out 


Stanley Reed of Louisville and Ells- 
worth Reggenstein of Newport, Ky., 
who had fought Mr. Duffin over the past 
year, were not nominated. 

Paul Semonin of Louisville is a very 
able insurance man, operating his own 
company and formerly with the Fidelity 
& Columbia Trust Co. John E. Huhn of 
the Liberty Insurance Bank is one of 
the livest bankers in the south. R. P. 
Taylor is president of the Clark County 
Bank, Winchester, and Judge Thurman 





BIG WRITERS LISTED 


AETNA LIFE’S LEADERS GIVEN 


Company Announces That F. A. Ber- 
thold of New York Ranked First 
With $2,000,000 Paid Business 


For the first time since it has been 
issuing annual merit certificates to its big 
personal producers, the Aetna Life this 
year found itself confronted with the 
task of adding a new classification. 
Heretofore the silver certificate, issued 
to those who produced more than $1,000,- 
000 in new paid business during the year 
was the highest award. This year, how- 
ever, it was necessary to create gold let- 
tered testimonials for two agents who 
turned in more than $2,000,000 each. 

F, A. Berthold of New York City 
headed the list for 1925, having produced 
well over $2,000,000 in new paid business. 
His nearest competitor was W. S. Rob- 
erts of Albany, who also had well over 
$2,000,000 in new paid business to his 
credit. 

In the million dollar class for 1925 
were eight producers, headed by F. M. 
Reinmund of New York, who paid for 
more than $1,500,000. L. B. Houston of 
Philadelphia was the leader of six in 
the $750,000 class. His total was just 
under $1,000,000. The $500,000 group was 
led by A. B. Mapes of Dallas, who paid 
for more than $700,000. There were 33 
in this class. A. V. Davenport of Okla- 
homa City, with nearly $500,000 for the 
year, was first of the $250,000 group. He 
led 159 other contenders, all of whom 
paid for more than $250,000. 


is a banker and circuit judge at Spring- 
field. 

As to control of the company not 
much will really be known until the di- 
rectors’ meeting to be held late this 
week. 

Bingham Buys Stock 

For some weeks it has been rumored 
that Mr. Bingham had bought a con- 
siderable amount of the stock, that he 
had a number of large stockholders, and 
the stockholders’ protective committee 
with him, and that if he secured control 
he would name former Governor and ex- 
U. S. Senator J. C. W. Beckham. 

It is also reported that Caldwell & 
Co., a securities house of Nashville, 
Tenn., have been after control of the 
company, having recently secured con- 
trol of the Missouri State Life. It is 
reported that Caldwell & Co. are repre- 
senting large New York and eastern in- 
terests which are seeking control of life 
companies as a place in which to market 
good securities. 

Syndicate May Be Interested 


The question has arisen as to whether 
or not the recently announced $10,000,- 
000 syndicate, in which the Best interests 
of New York are advisors, may or may 
not be interested in both the Inter-South- 
ern Life and Missouri State deals. Cald- 
well interests of Nashville control a 
company in Nashville. There has been 
some talk of a possible merger, which 
might result in the Inter-Southern being 
taken away from Louisville. 


Name New Secretary-Treasurer 


Byron Stephenson, son of Elmer B. 
Stephenson, president of the Security 
Mutual Life of Lincoln, after a series 
of years’ apprenticeship in the insurance 
business, was made secretary-treasurer 
of the company at the annual meeting. 
He succeeds C. D. Mullen, who com- 
bined the position of vice-president with 
that of secretary, and also W. A. Lindly, 
who was treasurer. Charles A. Mc- 


Cloud, a banker of York, Neb., suc- 
ceeded Frank W. Sloan, Geneva banker, 
who is retiring from active work, as 
vice-president and: member of the board. 
President Stephenson and all the other 


HOME LIFE MEETING 


YEAR DISCUSSED 
General Agents and Officials of Com- 
pany Attend Round Table Confer- 
ences in New York 


PLANS FOR 


NEW YORK, 
general agents, representing 50 general 
agencies of the company, assembled 
last week for the 
conferences with 


Jan. 26—Home Life 


annual round- 


the 


here 
table 
executive department heads to map out 
The company increased 


officers and 


plans for 1926. 
its new paid-for business in 1925 by 24 
percent over that for 1924 and the gen- 
eral agents through President S. H. 
Mitten of the agency association have 
pledged themselves to make an increase 
of at least 20 percent in new business 
for the current yeaf. 
Honor Roll Session Separate 


Formerly, the honor roll men and the 
leading agents came to the home office 
for a conference at this time of year, 
but it was decided to hold the honor 
roll conference this year separately, the 
first week in May. There are about 200 
agents included in this category this 
year. Besides the general agents there 
were some special guests at the conven- 
tion last week, bringing the total up to 
about 100 for the annual dinner. 

Larger Dividend Apportionment 


President Low in his address at the 
opening session of the _ conterence, 
showed the men 14 steps in the progress 


of the company last year. An an- 
nouncement made at the sessions was 
that a 20 percent increase had been 


made in the amount set aside for divi- 
dends to policyholders in 1926, as com- 
pared with the apportionment for 1925. 

The career of the late George W. 
Murray, vice-president and superintend- 
ent of agencies for many years and con- 
nected with the company for a third 
of a century, was commended by Presi- 
dent Low, who spoke of the loss sus- 
tained in his recent death. Vice-Presi- 
dent E. W. Gladwin likewise paid a 
tribute to Mr. Murray's exceptional 
qualities. 

President Low also took occasion to 
compliment William Van Sickle, general 
agent at Detroit, for leading all general 
agencies of the country for the tenth 
consecutive time. He also commended 
the record of S. R. Whitten, general 
agent at Jackson, Miss., who more than 
doubled his production in 1925 and who 
had three of his men among the first 
ten on the company’s honor roll. 


Prepare for Policyholders’ Month 


Preparations are now going forward 
for policyholders’ month to be held 
shortly in which agents will be expected 
to devote themselves to production 
among those persons already insured 
with the company. Details of this plan 
will be announced later. 

Faithful service medals were awarded 
to 11 persons in the company’s service 
for long time service. Dr. Frank W. 
Chapin, medical director, received one 
35 years’ bar and Frederick W. KeKn- 
sing, cashier at home office, a 30-year 


medal. C. W. Wray, general agent at 
Philadelphia, also received a 30-year 
medal. 


New Officers Chosen 


The officers of the agency association 
elected for the new year are: President, 
S. H. Whitten, Jr., Jackson, Miss.; vice- 
president, J. C. Bristow, Richmond, 
Va.; secretary-treasurer, J. R. R. Mar- 
tin, Peoria, Illl.; executive committee: 


C. F. Sheedy, Pittsburgh, chairman; 
C. N. Weber, Buffalo; R. A. Bickel, 
Huntington, W. Va.; R. M. Simons, 


New York; Karl J. Guhne, St. Louis; 





old officers were re-elected. 


G. R. McLeran, Chicago 








LIFE COMPANIES MAKE 
SPLENDID STATEMENTS 


Increases Are Made All Along the 
Line in the Principal 
Items 


FINANCIAL EXHIBITS IN 


Insurance in Force Has Been Greatly 
Augmented by the Operations 
of Last Year 


The Massachusetts Mutual Life has is- 
sued its annual statement showing assets 
$230,502,680, increase $26,038,268; surplus 
$15,032,474, increase $3,145,147. The new 
business last year amounted to $205,729,- 
553; insurance in force, $1,286,309,867, in- 
crease $134,821,896. 
was 47.5 percent, 
policyholders amounted to 


The mortality ratio 
The total payments to 
$21,629,598. 
The expenses last year were 19.3 of the 
premium’s receipts and 15.4 of the total 
income, These rates are 1.2 and 1 per- 
cent respectively less than 1924. The 
average rate of interest on $32,202,864 
invested in mortgage loans last year was 
5.68 percent. On the total mortgage 
loan investments, the yield is 5.78 per- 
cent. The average annual yield on the 
total invested assets was 5.52 percent. 
The Massachusetts Mutual is one of the 
great companies of the country that 
is performing a magnificent service. 
National Guardian Life 

The National 
$10,000,000 of new issued 
this year. Its paid for business last 
year was $7,315,810. It has in force 
$31,235,791. Its total income was $1,143,- 
789. Its policyholders’ surplus was $541,- 
700. Its gain in issued business was 17 
percent. 

Victory Life of Topeka 

The Victory Life of Topeka, Kan., in 
its annual statement shows assets $567,- 
456, as compared with $388,059 a year 
ago. The capital is $100,000 and the net 
surplus above capital and all other lia- 
bilities, $105,445, as compared with $83,- 
377 a year ago. The company now has 
$11,818,223 insurance in force, a gain of 
$3,200,000. W. J. Bryden, secretary and 
general manager, is the main factor in 
the company. The Victory Life has had 
a steady growth ever since it started in 
business during 1921, 


Life has set 
business for 


Guardian 


Columbus Mutual Life 


The Columbus Mutual Life, under the 
leadership of President C. W. Brandon, 
has issued its 18th annual statement, 
showing as usual splendid progress. Its 
assets are $8,268,748, capital $500,000, net 
surplus $593,835. It wrote $19,000,000 
new business last year and has $80,000,- 
000 in force. This has been accomplished 
without mergers or reinsurance. All the 
business has been placed on _ books 
through the agents. During the last 
three years the Columbus Mutual has 
practically doubled its insurance in 
force and assets. In fact it has doubled 
in size during five successive three-year 
periods. The Columbus Mutual has 
taken high rank as a life company and 
is today one of the lowest in net cost. 

New England Mutual Life 

The 82nd annual report of the New 
England Mutual Life was presented by 
President D. F. Appel, at the annual 
meeting, Jan. 25. The new insurance 
was $117,647,075, exceeding that of 1924 
by $13,691,875. The insurance in force 
is $857,429,816, an increase of $76,344,- 
849. The premium income was $27,606,- 
379, and the total income $36,396,419, an 
increase of $2,707,352. 

Death claims were paid amounting to 
$6,218,654. It is interesting to note that 

(CONTINUED ON PAGE 36) 








4 


THE NATIONAL 


UNDERWRITER 


January 29, 1996 


—. 








MANAGERS CONFER ON 
AGENCY DEVELOPMENT 





Peoria Life at Stage Where 
This Problem Demands 
Consideration 





PRESIDENT MAY SPEAKS 





“Evolution of Agency Work” and Valu- 
ation of One’s Job Are Topics of 
Company Head 





“Agency Development” was the theme 
around which was built the program of 
the managers’ conference of the Peoria 
Life held at Peoria recently. 

When a young company enters the 
life insurance field, its first great prob- 
lem is to accumulate a volume of busi- 
ness, to establish contact with the pub- 
lic, to make itself known. Then after 
a short time, problems arise in connec- 
tion with the renewal of the business 
already written. The investment of re- 
serve funds becomes a serious question 
as the amount of these funds grow to 
considerable proportions. None of these 
problems is ever finally settled. They 
keep coming up continually, but as the 
company grows, still other problems are 
added to them. Right now the Peoria 
Life is at a stage when agency develop- 
ment is one of the questions which is 
most insistently demanding considera- 
tion. This subject was made the under- 
lying subject of the discussion which 
occupied the attention of the managers 
for three days. 


Charts Displayed 


Henry Loucks, vice president and 
superintendent of agents, was chairman 
of the sessions. On the speakers’ plat- 
form were displayed charts showing the 
record of production and the record of 
renewals for 1925 by individual agencies, 
as well as the quotas for 1926. These 
figures emphasized the remarks of the 
speakers on the general topic. There 
were, as there always are, certain agen- 
cies whose performance in 1925 was 
outstanding, and these agencies are the 
ones who are giving the most thought 
and attention to the subject of agency 
development. 


Evolution of Agency Work 


President Emmet .May prefaced his 
address on the “Evolution of Agency 
Work” by a summary of the progress of 
the life insurance business in the short 
span of years since the Peoria Life was 
organized. In this period have been 
developed the automobile, the airplane, 
the radio and other inventions, and the 
development of life insurance has been 
just as outstanding. The business in 
force has grown from 10 billions to over 
72 billions. Specialized policies to meet 
individual needs and circumstances have 
been designed. The economic value of 
human life has received recognition. 
The education of agents has been em- 
phasized. In spite of all these changes, 
human nature has remained unchanged. 
The fundamentals of agency manage- 
ment have remained unchanged. 


Agency’s Problems are Similar 


Every agency has the same problems 
as the home office, with the one excep- 
tion of investments—production of busi- 
ness, renewals, keeping the proper rec- 
ords, stimulating agents, getting new 
agents, satisfactory financial relations 
with agents—all of these things are the 
concern of the manager and he dare not 
neglect any of them. Our business is 
not an easy business in which one can 
sit back and let it take care of itself. 
“Eternal vigilance is the price of suc- 
cess.” But if this vigilance is observed, 


then the rewards are far greater and 





more certain than are possible in almost 
any other line of endeavor. 


Leaders and Trailers 


In his closing address President May 
spoke on the “Valuation of Our Job.” 
He said that unconsciously we practice 
the caste system of the Hindus—men 
are divided into classes, the leaders and 
the trailers, and the separation is as dis- 
tinct as between the castes of oriental 
nations. The individual is master of 
himself until he has selected his job. 
Having chosen, the job is master, and 
the man must devote himself to it and 
serve it. As managers, we enjoy vary- 
ing degrees of success. The ideal per- 
fect condition is where the man goes 
straight through to prosperity without 
an obstacle. Practically, difficulties 
arise, but a true manager, through 
energy and perseverance, will win a sat- 
isfactory degree of success. The man 
who deserves no sympathy is he who 
gives no thought to the future and 
makes no use of the present. One’s 
sympathy in such a case must go to the 
wife and family of such a shiftless, 
trifling man; they are disappointed in 
him at every turn, but remain loyal and 
true. 

Mast Believe in Job 


If you are not convinced of the worth 
of your job, you can not succeed. 
Doubts and misgivings that keep com- 
ing up will ruin your efficiency. Either 
dismiss them from your mind or build 
your opportunities big enough to satisfy 
you, or seek another job. 

History is full of delusions that have 
had wide acceptance. The Alaska gold 
rush, the Mississippi Bubble, the South 
Sea Bubble, witchcraft, the Dutch tulip 
craze—all fooled and disappointed mil- 
lions. But the greatest delusion of all 
is that gain can come without work and 
effort. The man who does not work, 
who cannot manage, who will not give 
all his strength to his task, who refuses 
to join in and cooperate with the com- 
pany’s plans, even though they may not 
be just the way he would have them— 
such a man cannot hope to have the 
success that he otherwise be capable of. 


Three Values of a Job 


There are three values to a job. First, 
the value to the man himself as a living, 
and in personal reputation and success. 
Second, the value to his family, now and 
after he is gone. Some men seem to 
consider that they should have advance- 
ment, not because their qualifications 
entitle them to it, but because they have 
saved nothing, made no provision for 
their families, and demand bigger jobs 
to get them the things they have failed 
to get for themselves. The third value 
is to humanity, and in this the life insur- 
ance man can hardly fail, for whatever 
he accomplishes is a benefit to human- 
ity. But if he fails in the first, he can 
a succeed in either the second or 
third, 


Be a Leader Among Fellows 


The man of vision sets his goal far 
ahead. He dreams and forms his ideals, 
and when through effort he realizes 
them, he sets new goals and new aims 
to work toward. Whatever profession 
he chooses, he aspires to be the greatest 
and best in that profession. He does not 
dabble with this, that, and the other. 
He does not try to make his fortune 
by a hodge-podge of unrelated ven- 
tures. He knows that human life is so 
short that the very best one can do in 
his chosen job is little enough. So 
whether he engages in art, or statecraft, 
or music, or finance, or the profession 
of life insurance, his aim is to be the 
leader among his fellows. If he can be 
that, he is satisfied, and he is satisfied 
with nothing less. 


Cooperation With Company 


Cooperation and preparation were 
Manager Ross Halgren’s answers to 
how best to plan the year’s develop- 
ment. The company’s plans should re- 
ceive cooperation—they are of immense 
value to the agent, and they furnish the 
manager with material for stimulating 
his men, with plans, methods, prizes and 
all details furnished that he could not 





BEST CLAIMS MOVE IS 
NOT EXPLOITATION 


Declares Syndicate Will Be of 
Advantage to Life Insurance 
Business 


TO HAVE BIG COMPANY 
Says Presidents Are Being Approved as 


to Purchase of Control of Their 
Companies 





NEW YORK, Jan. 28.—Life insur- 
ance men are taking great interest in 
the big syndicate that has been formed 
by New York and Chicago interests of 
which Alfred M. Best of this city is 
advisor, to purchase smaller stock life 
companies in the south and central west 
for operation as a large organization. 
The promoters of the plan feel that 
they can gather together $500,000,000 of 
life insurance in force through the mer- 
ger of smaller companies. It is stated 
that the syndicate has placed at the dis- 
posal of Mr. Best about $15,000,000 for 
the purchase of companies. It is said 
in well informed circles here that one 
company has already been acquired and 
negotiations for another may be com- 
pleted any time. It is said that the 
syndicate has six others to which over- 
tures have been made and some of them 
will be closed in short order. Mr. Best 
stated that the names of companies pur- 
chased would be made public as soon 
as it seemed desirable. 

Wolfes Are Interested 


Whether S. H. and Lee Wolfe, well 
known actuaries, are members of the 
syndicate or acting as insurance coun- 
selors remains to be seen. It is stated, 
however, that they are associated with 
the enterprise. The Wolfes acted as 
intermediaries in the purchase of the 
Singleton stock of the Missouri State 








duplicate for himself except at enormous 
expense. The least a manager can do 
in appreciation is to put himself in full 
accord with these plans, sell his men 
thoroughly on their value, and prepare 
for every activity well in advance. 

Manager Van de Walker of 
Michigan believes that good progress in 
an agency can come only from a broad 
vision and understanding of the busi- 
ness, and well balanced management, 
which includes proper attention to rela- 
tions between the manager and his 
agency; to his office organization; to 
the conservation of his business; to the 
development of the territory assigned to 
him; and to the production of new busi- 
ness. 

Training Managers 

W. D. Lipe gave a very carefully pre- 
pared talk on training of managers. Mr. 
Lipe laid great emphasis on preparation 
of the manager in regard to his duties, 
his obligations, his program of opera- 
tion, the difficulties he may expect to 
encounter, and the rewards that he may 
hope to receive. Mr. Lipe’s conception 
of an agency contract is that it is an 
instrument the value of which cannot 
be estimated, but can be made almost 
limitless by the mutual efforts of the 
manager and company who are parties 
to the contract. 

Helpful discussions were given re- 
garding the company’s requirements for 
the sales course by Walter E. May; on 
renewals, by T. H. Young; and on non- 
medical and substandard business, by 
George B. Pattison, secretary, and Dr. 
Causey. Mr. Pattison also explained 
policy changes. Manager Karl Gumm 
of Ohio lauded the company’s service. 





Life. It is well known that the syndj- 
cate has had its eye on the Inter-South-. 
ern Life at Louisville. 

“The increasing competitive pressure 
upon small stock companies, due to the 
liberality of the dividend scales of the 
great participating companies and the 
tendency of the giant non-participating 
companies to reduce their rates,” Mr. 
Best explained, “has created a condition 
that these small companies are hardly 
able to meet. 


Buying Full Control 


“We have offered to buy at the full 
present liquidating value of the stock, 
not control, but every share of the com- 
panies we have approached.” 

Criticism directed at the move by 
some interests who charge the score of 
contemplated mergers would prove 
inimical to life insurance generally he 
vehemently thrust aside as biased com- 
ment. 

Analyzing the effect of the program 
on stockholders, policyholders and 
agents, he asserted the greater spread 
of liability meant a more stable mor- 
tality experience, justifying the proposed 
movement by citing many other advan- 
tages. 


Says Agents Would Be Benefited 


He parried the question as to whether 
agents would not be disturbed by these 
deals with another: 

“Why shouldn’t an agent find it 
easier to sell the policies of a company 
with $500,000,000 of insurance in force 
than the contracts with a company oper- 
ating only on a $15,000,000 basis?” he 
asked. 

The stockholders’ viewpoint he out- 
lined thus: “The premium rates of the 
non-participating companies are much 
lower than those paying dividends. 
Should they prove inadequate it is the 
capital and surplus belonging to the 
stockholders which protects the integ- 
rity of outstanding contracts. That 
these companies are entitled to a profit 
on the capital employed is recognized 
by purchasers of their policies. 


No Exploitation Is Intended 


“Proposals have been laid before the 
president of each company with whom 
we are negotiating, there is no exploita- 
tion and no manipulation.” 

He jolted the charge soundly that 
operations such as he was conducting 
would drive small life companies from 
the field. 

“There are only 310 legal reserve life 
companies doing business in the United 
States,” he remarked. “The number we 
plan to co-ordinate will have a total in- 
surance in force equal to possibly a 
quarter of the new business writtten by 
some of the mammoth eastern compa- 
nies. 

“What we are planning will hurt no- 
body. As we view it and as conserva- 
tive life executives with whom I have 
spoken accept it, consummation of our 
program, on the contrary, will serve the 
best interests of life underwriting gen- 
erally.” 


Gem City Life Meeting 

DAYTON, O., Jan. 27.—The annual 
agency convention of the Gem City Life 
is being held at the home office here to- 
day and Jan. 28-29. Accident and health 
insurance is the topic for the first day 
with Ralph E. Richman, editor of the 
Accident & Health Bulletins, as the 
chief speaker. 

The Life Branch will be given atten- 
tion on Jan. 28 and 29 and several val- 
uable papers on life underwriting will 
be given. Frank Bland, associate man- 
ager of THe Nationa UNpERwRriTER will 
be one of the speakers. 


Philadelphia Life Meeting 
The Philadelphia Life will hold.a round 
table conference of its supervisors at the 
head office Feb. 11-12. This is the sec- 
ond annual conference. It is now planned 


to hold these every year. There will be 
a dozen supervisors present. 
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aj Insurance Company 
‘ 87 Milk Street, Boston, Massachusetts 
Incorporated 1835 


DANIEL F. APPEL, President 
FRANK T. PARTRIDGE, Secretary 


For the Year ending December 31, 1925 


Gross Assets . . . . $168,122,493.82 

Increase, 
Total Liabilities . ..... . 157,027,845.17 

Increase, 
Surplus, Mass. Standard .... . 11,094,648.65 

Increase, 





. 27,606,379.70 


Premiums Received . . 





Increase, 
Total Income . 36,396,419.60 

Increase, 
Payments to Policyholders . . 16,874,938.44 

Increase, 
New Insurance, 1925 . 117,647,075.00 

Increase, 
Insurance in Force . 857,429,816.00 

Increase, 





First National Bank Building 


231 South La Salle Street 
CHICAGO 











JULIUS H. MEYER, General Agent 


New England Mutual Life 


Began Business 1843 


GEORGE W. SMITH, Vice-President 


Abstract from the Eighty-second Annual Report 


$14,166,354.34 


13,410,474.62 


755,879.72 


2,006 ,723.73 


2,707,352.42 


1,364,479 .07 


13,691 ,875.00 


76,344,849.00 


EDGAR C. FOWLER, General Agent 
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HOW TO GET NEW MEN 


—_—_— 


DISCUSSED AT CONVENTION 





Leading Agency Supervisors of Mutual 
Benefit Tell Methods at Johnston 
& Monser Meeting 





BUFFALO, Jan. 27.—The agency 
supervisors attending the Johnston & 
Monser convention of the Mutual Ben- 
efit got together under the chairmanship 
of Joseph G. Weill of Louisville one 
morning last week to discuss ways and 
means of getting new men. Frank 
Hughes, the field service manager from 
the Mutual Benefit home office, was also 
at the speakers’ table. 

Is an Ideal Business 

C. L. Sykes, a field service manager 
irom the home office, described the prop- 
osition he uses in convincing a new 
man that life insurance is a lucrative 
business for him to enter. First of all, 
the prospective agent is told that this 
contract is offered to him at no cost 
whatever, that he is entering a business 
for himself, which requires no capital, 
borrowed money or has no help prob- 
lem; that the goods to be sold never be- 
come unseasonable nor does he have any 
money tied up in merchandise; the 
commodity is not perishable and prices 
are not fluctuating; there is a universal 
need for the commodity and the ever- 
increasing demand from business men 
still exceeds the supply so that he will 
be selling in a rising market; it is a line 
that leading bankers endorse; there is 
every opportunity for self-development 
and all efforts are cumulative; the prod- 
uct is the best thing of its kind on the 
market and it is backed by a national in- 
stitution; a decided service is rendered to 
the individual and the community. In 
other words, it is almost an ideal busi- 
ness. 

Analyzes Territory 


Mr. Sykes said a big problem to be 
decided first in finding the man is 
whether the prospective agent is big 
enough for the job. He has a definite 
plan for getting at the right kind of 
men. He asks old policyholders in a 
given territory to suggest the right kind 
of man, for one method. The territory 
to be covered is analyzed carefully so 
that the supervisor will have some idea 
of what problems the new man will be 
up against and of his possibilities. This 
helps in deciding the type of man needed. 
If there aré no policyholders in the ter- 
ritory, other means of finding the right 
man are used, such as asking wholesal- 
ers selling in the district, secretaries of 
business and other prominent organiza- 
tions. After names are secured, a check 
up is made to verify the recommenda- 
tions. 

Use Social Idea 

Mr. Weill suggested that supervisors 
could well use the social idea in selling 
prospects on insurance as a profession. 
Get your man and his wife to lunch with 
you at the town’s leading hotel, he ad- 
vised, so as to get an opportunity to 
sell both of them on the idea. 

M. E. Steinheilber of Cincinnati said 
university men are good prospects, if 
given two or three years in which to sea- 
son after leaving school. He takes no 
one into his office under 30 years old. 

Others at the conference said they se- 
cure léads from bankers and _ other 
prominent business men, presidents of 
Rotary and other clubs, and from any 
men in position to come in contact with 
likely young men and be somewhat fa- 
miliar with their qualifications. 


Work With New Men 


R. R. Stotz of the Detroit agency said 
he spends two or three weeks working 
with a new man to get him started and 
then visits them once a month or 
oftener to make sure they are working 
out all right. The meeting agreed that 
canvassing with new men is essential. 
The consensus of opinion seemed to be 
that the double canvass should be 





BOOKSTAVER IS LEADER 


IS SIXTH CONSECUTIVE YEAR 


Heads Travelers Field Forces With $21,- 
000,000 in New Business— 


Believes in Training 





NEW YORK, Jan. 28.—For the sixth 
consecutive year the Joseph D. Book- 
staver agency of this city led all general 
and district agencies of the Travelers 
throughout the country in point of paid 
for business production, its writings for 
1925 in round figures being $21,000,000, 
thereby increasing the business in force 
of the agency to an even $100,000,000. 
An analysis of the work of the Book- 
staver office for the past 12 months dis- 
closes a number of interesting features. 
The total of first year premiums col- 
lected was $599,272. In all 4,355 paid 
for applications were received, the aver- 
age premium per $1,000 being $25.54. 
The average policy issued was $4,822, a 
highly creditabie figure, when it is noted 
that Mr. Bookstaver does not aggres- 
sively seek large contracts, but centers 
rather on those of modest dimensions. 


University Men Do Well 


Mr. Bookstaver is an ardent believer 
ir. the walue of education for salesmen, 
and justification for this faith is afforded 
in the fact that of the 25 leading pro- 
ducers in his office, 5 are graduates of 
the New York University’s course in life 
insurance, their total writings last year 
being $1,770,000, or an average of $354,- 
000 each, compared with an average of 
$200,000 for 63 agents (including the uni- 
versity men). In other words, the aver- 
age production of the technical graduates 
was fully 75 percent more than the gen- 
eral average. So much for thoroughly 
trained men. 


Half of Business in 2%, Years 


Of the total amount of insurance in 
force in Mr. Bookstaver's office, which, 
be it said in passing, equals that of quite 
a number of companies, fully one-half 
was produced within the past two and a 
half years, the earlier years being de- 
voted by Mr. Bookstaver to organizing 
his soliciting staff along lines that would 
make for permanency and the procuring 
of a quality of business that would per- 
sist. He realizes full well that “the 
business that pays is the business that 
stays,” and hence has no sympathy with 
high pressure methods, insisting, on the 
contrary, that the needs of the prospects 
must be the primary consideration of 
the agent in every case and that only in- 
demnity in such amount and along such 
lines be sold. , 


Has Big Agency Force 


In the 15 years of his fepreschitation 
of the Travelers, Mr. Bookstaver has 
gathered about him a corps of from 150 
to 200 agents, has welded them into a 
body of enthusiastic solicitors, with the 
result, as already stated, that his office 
continues to hold first rank in the coun- 
try among all agencies of the com- 
pany. No mean record, and one of 
which he is pardonably proud. 








dropped just as soon as the new man is 
competent to stand on his own feet, but 
that thereafter the supervisor should 
work with him whenever necessary to 
help bring him out of a slump, correct 
faulty methods or show him new ideas. 
H. D. Cutler of the Detroit agency said 
it is a good thing to work on a 50-50 
basis, because then the new man does 
not seek help longer than he really needs 
it. As soon as he feels competent he 
will want to earn the whole commission. 


Life School Is Started 


The Aetna Life in Indiana under Paul 
W. Simpson, manager at Indianapolis, 
began a three-weeks’ life insurance sales- 
manship school this week. Instruction 
will be given each morning during the 
course. 





HEIFETZ AGAIN LEADER 





HEADS MUTUAL LIFE FORCES 
New Chicago General Agent Stands 
No. 1 on the List for Fourth 
Consecutive Year 





To have been the leader of all the 
agency force of a great company, having 
upwards of 8,000 producing men, is an 
achievement well worth while. Samuel 
Heifetz of Chicago has just been noti- 
fied that for the fourth continuous year 
he was the leading producer of the Mu- 
tual Life agents throughout the country. 
During 1920 and 1921 Mr. Heifetz was 
second on the list. He then decided 


that he would make an heroic effort to | 


be No. 1. This distinction he achieved 
in 1922, and kept it up each year since. 
Now Has General Agency 


Mr. Heifetz will probably drop out of 
the high place this year because he has 
been appointed one of the general agents 
of the Mutual Life in Chicago, following 
the resignation of Manager Darby A. 





SAMUEL HEIFETZ 


Day. The Mutual established four gen- 
eral agencies in the city. Mr. Heifetz 
is located in commodious quarters in 
the Illinois Merchants Bank building, 
where he is directing a large corps of 
agents. Naturally considerable time will 
be devoted to agency development and 
he will not be able to give the attention 
he has in the past to personal produc- 
tion. 
Mr. Helifetz’ Career 


Mr. Heifetz is one of the largest writ- 
ers in Chicago, although he has never 
gone out after millionaire policies. His 
largest policy was $400,000. He has de- 
voted his attention to policies of mod- 
erate size but has written a large num- 
ber. Mr. Heifetz started in the insur- 
ance business as an agent of the Pru- 
dential at Gary, Ind., in 1907. He be- 
came successful as a solicitor and was 
made an assistant superintendent over 
an agency force working Gary and 
towns adjacent. He felt, however, that 
his ability would be cramped in the 
industrial field and returned to Chicago, 
taking up the rate book for a while 
with the Illinois Life. 


Goes With Mutual Life 


In 1912 he contracted with the Mutual 
Life and has been connected with that 
company ever since. Prior to being 
made general agent he had an office in 
the Insurance Exchange building in 
Chicago and worked up considerable 
business among the brokers. Since Mr. 
Heifetz went with the Mutual he has 
placed $25,000,000 business on the books. 
Much of it has stuck. His production 
ast year amounted to $2,600,000. 

Mr. Heifetz is a man of fine personal- 
ity, very cordial and approachable. He 
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HOW HE BROKE RECORD 





DAHLQUIST TELLS METHODs 





Washington Agent Who Wrote 147 
Apps. in a Day Describes His 
Work on Jan. 5 





SEATTLE, WASH., Jan. 27.—Speak- 
ing before the Seattle Life Underwriters 
here last week, Axel Dahlquist of Bel- 
lingham, Wash., told how he broke the 
world’s record on writing 147 applica- 
tions in one day. He said: 

“For some time I have thought that 
the record, which has been held by New 
York and Minnesota should be pulled 
| west,” Dahlquist began, “and the inspira- 
tion to attempt it was prompted by a 
| speech of H. I. Quigley’ before Belling- 
| ham underwriters recently. I started 

to work a month before the day I set, 
| January 5 and soon had lined up 150 
prospects of whom seventy-five agreed 
to take out insurance on that day. 

“At eleven o'clock on the fifth of 
January I went to Sumas, a small town 
close to the border where I lived eight 
years. Here I wrote thirty applications 
Three of my prospects I lost but got 
five more to take their place. I sent 
messages ahead and worked far into the 
night. Five applications were written 
alongside beds. 

Got Prospect Out at 3 a. m,. 

“At three o’clock in the morning 1 got 
a Hollander out of bed, spent twenty- 
five minutes with him and failed to get 
him. I then returned to my office in 
Bellingham and between the hours of 
seven and ten wrote sixty applications. 
My office force and doctors were thor- 
oughly organized to work with me, The 
applicants were admitted by groups. By 
six o’clock I had written a total of 135. 
I went back to Sumas where I was so 
well known, where I had milked cows 
and been one of the country people. By 
ten I had written three more. I kept on 
until I had 147. 

“None of this insurance was group. | 
will have one rejection on account ol 
high blood pressure. My clients were 
all kinds of people. I wrote an elevator 
boy four feet high and men six feet 
three. The cooperation of the people oi 
Bellingham and Sumas helped me make 
this record. I cannot thank them too 
much. I lived in Seattle for several 
years, too. Incidentally one-third of my 
applications came from Scandinavians. 

“Another thing. Although other Bel- 
lingham underwriters approached some 
of my prospects not one single one tried 
to write them when they learned I was 
after him. This was splendid spirit. 

“IT had doctors located at Bellingham, 
Lynden and Custer. Two of my ap- 
plicants have not yet been examined but 
I expect but the the one rejection.” 

Dahlquist in person is a man of aver- 
age height, very blond and of pro- 
nounced Scandinavian type. He talked 
rapidly and declared he was not a public 
speaker. As he sat down one of the 
underwriters arose and said “his name 
is not Axel but Excel.” 








attributes his success largely to the fact 
that he has given special attention to 
policyholders on his books. He said 
that the bulk of his business last year 
came from old policyholders. He be 
lieves in sincere, honest service, giving 
strict attention to fitting the policy to 
specific needs of those carrying them 
Mr. Heifetz puts his insurance solicit 
ing on strictly a business basis. He 
does not impose on his intimate friends 
or use his social position to secure bus! 
ness. Insurance with him is a big busi 
ness, one that stands high in the esti- 
mation of the people and he believes 1" 
presenting his case to men who have 
the real need for protection. 


Stephen R. Fraher of the Massachu 
Mutual Tife has become a vice- 
nresident of the Cooperative Club at 
Columbus, O. Frank E. Kirkpatrick is 
one of the directors. 
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IN FIVE YEARS— 


The Missouri State Life 
HAS 


—increased its life insurance in force 


$261,000,000 


—increased the number of lives insured 


105,000 


—increased its assets 


$30,000,000 


—increased its Group insurance in force 


$58,000,000 


—increased its Accident and Health annual premium income 


$439,000 


—increased its field organization more than 100 per cent. 
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—increased its Home Office by the addition of five stories 





THE COMPANY OF OPPORTUNITIES 





MISSOURI STATE LIFE INSURANCE COMPANY 


M. E. SINGLETON, President HOME OFFICE, SAINT LOUIS 
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BIG AIM ANNOUNCED > 
AT AGENCY SESSION 





Minnesota Mutual Men Pledge 
Quarter Billion by 50th Anni- 
versary in 1930 


NONMEDICAL IS ADOPTED 





Other Important Moves Made Known 
at General Agency Conference 
of St. Paul Company 


MINNEAPOLIS, Jan. 28.—A five- 
year program leading to $250,000,000 in- 
surance in force on the fiftieth anniver- 
sary of the company on Aug. 5, 1930, 
was enthusiastically adopted by the gen- 
eral agents of the Minnesota Mutual 
Life at the general agency conference 
held at the home office here this week. 

This means doubling the insurance in 
force, as the company closed 1925 with 
$121,000,000 on the books. The pro- 
gram, however, calls for only a reason- 
able increase each year in the produc- 
tion of new business, as growth of late 
years has been rapid. 

Several important announcements 
were made at the conference, including 
a nonmedical plan for agents who qual- 
ity on records for quantity and persis- 
tency; two new juvenile policies; a new 
copyrighted sales manual; and group 
life insurance for members of the 
“Randall Club.” 


Making General Agents Prosperous 


; The main topic of the meeting was 
“How to Put a General Agency on a 
Paying Basis.” For several years the 
company under Vice-President and 
Agency Manager O. J. Lacy has been 
devoting its efforts to getting each gen- 
eral agency on a prosperous basis. It 
is frankly declared that if a general 
agent is not doing well for himself, he 
cannot do well for the company. Every 
general agent is urged to give his first 
attention to making a profit for himself. 
During the two days of conference, 
which ran from 9 in the morning to 6 
at night each day, general agents re- 
peatedly got up and related how they 
had been induced to progress from a 
ee of chronic indebtedness to a cash 
asis. 


Restricted to Club Members 


The privilege of writing nonmedical 
will be granted only to associate and 
regular members of the Randall Club. 
Membership in this club depends on 
production of $100,000 in each calendar 
year and renewal of not less than 70 
percent of all first year renewals. 

Although most companies adopt the 
nonmedical plan because of the request 
of agents, and the Minnesota Mutual 
had felt the same pressure at the con- 
ference there were several general agents 
who were doubtful whether they wanted 
the nonmedical or not. They have prac- 
ticed soliciting methods in which the 
medical examination plays a prominent 
part and at first blush felt doubtful 
whether they would care to give them 
up. 

° Rule Is All or None 

The nonmedical will be issued in 
amounts up to $2,500 on regular policies 
and $2,762 on educational policies. It 
will be granted between the ages of 15 
and 45. An agent who qualifies for 
nonmedical by filling out the required 
questionnaire and getting the certificate 
from the company must then put all 
= eligible business on the nonmedical 
plan. 

In making the announcement consid- 
erable emphasis was laid on the respon- 
sibility of the agents as lay underwrit- 
ers. It was said that the company does 
want and must have medical selection. 
The agent’on the nonmedical plan rep- 


carefully fill out the pages in the appli- 
cation that take the place of the med- 
ical examination. The company will 
not use the nonmedical to recruit new 
men. The nonmedical privilege will be 
given only after an agent has won 
membership in the Randall Club. 


New Juvenile Policies 


Two new juvenile policies were de- 
scribed at the meeting. The company 
attaches considerable importance to in- 
surance of children. It now has an 
educational policy which, however, is 
on the life of the parent. The new 
policies are limited pay and endowment 
on children, the premiums, however, 
being paid by the parent or “recog- 
nized applicant.” The idea is to get 
the children started young. For a small 
additional premium, further premiums 
will be waived in case of the death of 
the recognized applicant before matur- 
ity of the policy. 

The new endowment is an endow- 
ment at age 18. This is practically an 
educational policy, but on the life of 
the child. The waiver of premiums on 
the death of the “recognized applicant” 
is also granted on this policy. 

Sales Manual Warmly Welcomed 


The new copyrighted sales manual of 
the company was warmly welcomed by 
the general agents. It will be available 
to everyone of the 700 agents of the 
company. It is on the looseleaf system 
and will be added to from time to time 
The sheets now ready are devoted main- 
ly to definite insurance programs for 
prospects in various situations, worked 
out and explained so that the greenest 
agent can plan similar programs for any 
of his customers. 

The group insurance for the associate 
and regular members of the Randall 
Club runs from $1,000 for associate 
members, adding $250 a year for each 
year of membership in the club until the 
amount covered reaches $2,500. Failure 
to retain membership in the club will 
mean the suspension of the insurance. 


Brokers to Sign Applications 


Announcement was also made by Mr. 
Lacy that hereafter. all applications from 
brokers will have to be signed by the 
brokers and clearly indicated as brok- 
erage business. This is a direct depar- 
ture from the former rule, which re- 
quired that the company’s own agent 
should sign the application. It was 
felt that the former rule did some in- 
justice to the agents. Brokerage busi- 
ness is not so favorable or desirable as 
direct business and the new rule will 
let every.agent stand on his own record. 

Different phases of the management 
of a general agency were on the formal 
part of the program. C. H. Simpson 
of Fargo, state manager of North Da- 
kota and leading personal producer in 
1925, led off on the subject,.“Getting 
on a Business Basis.” J. ines of 
Sacramento, Cal., talked on “Methods 
for the Salesman.” Mr. Hines is a 
stickler for having every agent know 
at night just what prospect he is going 
to call on the next day. L. P. Liven- 
good of Danville, Ill, talked on “Per- 
sonal Production.” 

J. Herbert Snyder of Louisville, Ky., 
told of the work of opening a new field. 
He started in where the company had 
not had any agents heretofore. Ed Mc- 
Cormack of Memphis discussed the sit- 
uation after a general agency is a couple 
of years old. J. E. Sebastian, who has 
been general agent at North Platte, Neb., 
since 1910, discussed some of the prob- 
lems of the established office. 


Meets the “Self-Investor” 


Ray Cox, Pacific coast superintendent 
of agetits, gave a talk illustrating the 
practical education of agents on the 
fundamentals of life insurance. He said 
the average agent does not know the 
fundamentals and does not sell them. 
He opposed the idea of selling death 
insurance. He asked how many of 
those present when they got off the train 
had made any inquiries as to the price 
of coffins»in St.Paul. Then he wanted 
to know how many had inquired into 


“agent of the North America Fire, acted | 


INDIANA DAY WAS 
WIDELY CELEBRATED 


Large Number of Insurance Men 
Gathered This Week at 
Indianapolis 


FINE LIST OF SPEAKERS 


James Elton Bragg, Vice-President of 
the Manhattan Life, Was Main 
Life Speaker 


FEDERATION OFFICERS 
President—H. L. State 
North America Fire. 
Vice-Presidents—First Vice-President, 
in charge of Indiana Insurance Day, 
Joseph W. Stickney, Fletcher American 
Company, Indianapolis; Fred M. Dicker- 
man, manager Guardian Life, Indian- 
apeolis; C. D. Lasher, state agent Home 
Fire; Frank B. Fowler, secretary Indiana 
Lumbermen’s Mutual Fire; D. J. O'Keeffe, 
Leedy & O'Keeffe, Fort Wayne; Dudley 
Cc. Griffith, = Standard Accident; 
Clarence F. Merrell, attorney, Turner, 
Adams, Merrell & Locke, Indianapolis. 


Barr, Agent, 





Secretary—Joseph G. Wood, Indian- 
apolis. 
Treasurer—C. Curtis Duck, Spann 


Company, Indianapolis. 
INDIANAPOLIS, IND., Jan. 27.— 
This year’s “Indiana Insurance Day,” 
brought insurance men from all parts 
of Indiana to Indianapolis yesterday to 
listen to the addresses on various 
branches of the business given by a 
variety of speakers. There were about 


dance on Monday evening, and attend- 
ance of approximately 200 was regis- 


and the annual banquet which concluded 
thhe affair last night brought out an 
attendance of over 400. These figures 
established Indiana Insurance Day of 
1926 the most successful of the three 
yet held. 


Nine Organizations Interested 


As in the past, the affair was con- 
ducted under the joint auspices of the 
nine leading insurance organizations ‘of 
Indiana including fire, life and casu- 


1,500 present at the annual get-together | 


tered at most of the business sessions, | 


ing and distributed gratis immediately 
upon the close of the banquet. : 

In this way, the promoters of Indiana 
Insurance Day were able to create , 
widespread public interest in insurance 
and what insurance as a whole is trying 
to accomplish. 


Program Well Balanced 


The program was well balanced with 
the result that just about the right 
amount of attention was given to each 
branch of the business. Mayor John L. 
Buvall of Indianapolis extended the ad- 
dress of welcome. Thomas S. McMur- 
ray, Jr., insurance commissioner of In- 
diana, discussed “The Insurance Depart- 
ment.” Fred I. King, attorney for the 
state fire marshal’s department, discussed 
the activities of that office. Edward C 
Stone of Boston, associate United States 
manager of the Employers Liability, 
gave a comprehensive talk on “Com- 
pulsory Automobile Liability Insurance.” 
E. A. Collins, assistant secretary of the 
National Surety and president of the 
Insurance Advertising Conference, dis- 
cussed advertising from the standpoint 
of the local agent having as his subject, 
“What Does the End of the Month 
Mean to You?” D. J. O’Keeffe of Fort 
Wayne, Ind., president of the Indiana 
Association of Insurance Agents, spoke 
on “Insurers and Insurors.” 


| Short Talks Given 





In addition to these regularly sched- 
uled speakers there were short talks 
at the opening session by A. G. Chap- 
man, prominent Louisville local agent 
and former chairman of the executive 
committee of the National Association 
of Insurance Agents; Spencer Welton, 
vice-president Fidelity & Deposit; John 
T. Hutchinson, secretary of the Insur- 
ance Federation of America; Frank L. 
Jones, Indiana manager of the Equitable 
Life of New York and president of the 

National Association of Life Underwrit- 
| ers and O. B. Ryon of Chicago, general 
counsel of the National Board of Fire 
| Underwriters. 

Federation Had Meeting 





The afternoon session was handled 
by the officers of the Indiana Insurance 
Federation with President Russell T. 
Byers, vice-president of the American 
Central Life, presiding. Reports of the 
various committees. were heard which 
through some light upon the activities 
of the organization during the past year. 
Harry Curran Wilber, financial and in- 
dustrial consultant of Chicago, spoke 
upon “The Relation of Fire Insurance 
to Finance and Industry,” and the meet- 
ing was concluded by James Elton 
Bragg, vice-president of the Manhattan 





alty. Herbert L. Barr, Indiana state 


as general chairman and presided at the | 
opening session. In addition to the | 
regular program there were numerous | 
dinners given by companies whose 
agents were in Indiana to attend the 
hig affair. In addition to the numerous 
meetings and luncheons of insurance or- 
ganizations, the leading civic organiza- 
tion such as the Rotary Club, Lion} 
Club, Kiwanis Club., ete., had special | 
insurance speakers at their luncheons 
Tuesday. Insurance thus featured the 
entire atmosphere of Indianapolis on | 
Indiana Insurance Day. The local pa- 
pers gave:generously of their space, and 
one of the leading dailies got out a spe- 
cial edition devoted entirely to the meet- | 


| 
| 
| 











the average man does not believe he is 
going to die. He believes others are | 
going to die, but is not convinced about 
himself. Mr. Cox declared that selling 
life insurance is selling ‘property. He 
welcomes the man who can invest his 
own money. He uses the ‘investment 
lists of the best investment bankers in 
the country. “Wouldn’t you like to 
own some of those bonds?” he asked. 
“How many would you like? I can 
sell them to you, so they are yours to- 
morrow.” Then he explains the. care 
in investment of insurance funds, and 
ina stubborn case he will figure out 
an insurance proposition that will pay 








resents the medical department and must 


the price of cemetery lots. He said 





(CONTINUED ON PAGE 37) 


Life, who gave an illuminating talk on 
“Modern Life Insurance Service. 


Claris Adams Toastmaster 


Claris Adams of the law firm of Tur- 
ner, Adams, Merrill & Locke presided 


as toastmaster at the annual banquet as’ 


he has upon the two other occasions 
when Indiana Insurance Day has been 
held. John Daniels of the Associated 
Industries of Boston succeeded in fool- 
ing everyone present by posing as Sir 
Angus McDonald, editor of the “Glas- 
gow Chronicle.” Mr. McDonald dis- 
cussed the problems of Scotland at some 
length, gave his impressions of Amer- 
ica, and then took off his beard and 
revealed his true identity. 
Samuel R. McKelvie, ex-governor 0! 
Nebraska, gave a patriotic talk. 


Frank Chandler Honored 


Frank M. Chandler, Indiana manager 
of the Travelers who will shortly be 
transferred to the management of the 
Travelers in Texas with headquarters 
at Dallas, was presented with a port- 
folio containing hundreds of letters from 
his Indiana friends. Mr. Chandler 1s 
the father of Indiana Insurance Day. 
He presented a silver loving cup which 
is to-be awarded each year to the per- 
son accomplishing during the year the 
most good for the insurance business 
Mr. Chandler is held in the highest re- 
gard by his Indiana business associates 
which recognize that he is the originator 
of the Indiana Insurance Day idea. 








fanuary 


a selling 
ser con 
Buffalo 
given fix 
salient |] 
him to | 
ance. 

guests f 
the suc 
The spe 
were: 

$3,65 1,06 
$953,563 
$950,500 
$2,100,06 
$2,000, 0( 
$743,000 
000; 


$1,936, 5 
delphia, 


CG. 


forum, 


a man 
recognit 
adaptab 
econom: 
into the 
life inst 
a means 
agency 
and enj 
ent ear! 
family 

ture,” t 


acquain 
build it 
from a 
busines 
ized hi’ 
felt he 
ness m 
talking 
Mr. Ke 
sure Of 
a busir 
represe 


Max 
agency 
cess he 
tion th 
osition. 
caliber 
man’s 
of his 
life ins 
his leis 
ment; 
tools a 
make 
tions t 
ing ar 
in him 
purpos 
the be 
quota 
consist 

7 
cided | 
ducer’: 
a mer 
had b 
visory 
of the 
to ma 
come 
sale, I 
got vw 
limit. 

Edv 
“One 





fanuary 29, 1926 


LIFE 


INSURANCE EDITION 

















— 


MUTUAL BENEFIT LEADERS CONDUCT 





SELLING FORUM AT BUFFALO MEETING 





INE successful salesmen of the 

Mutual Benefit organization from 

all parts of the country conducted 
a selling forum at the Johnston & Mon- 
ser convention for the company in 
Buffalo recently. Each speaker was 
given five minutes in which to give the 
salient points of his work that enable 
him to sell large amounts of life insur- 
ance. From these talks, the convention 
guests formed a composite picture of 
the successful life insurance salesman. 
The speakers and their records for 1925 
were: Arthur L. Potter, Boston, 
$3,651,000; Charles C. Otto, Chicago, 


$953,563; W. M. Booker, Cincinnati, 
$950,500; W. H. King, Cincinnati, 
$2,100,000; E. G. Brown, Detroit, 


$2,000,000; A. H. Kollenberg, Detroit, 
$743,000; J. G. Weill, Louisville, $572,- 
000; Max Hemmendinger, Newark, 
$1,936,500; James M. Stokes, Jr., Phila- 
delphia, $2,812,633. 


Prerequisites to Success 


Cc. C. Otto of Chicago started the 
forum, which was under direction of 
W. H. Stanley of the Buffalo agency. 
Mr. Otto said the things needed to make 
a man successful in life insurance are 
recognition that the work is creative and 
adaptability to meet changing social and 
economic conditions and to fit insurance 
into the present fabric of life. “Long ago 
life insurance was advocated chiefly as 
a means of saving; today we sell it as an 
agency through which a man may spend 
and enjoy a greater portion of his pres- 
ent earnings with full assurance that his 
family will be taken care of in the fu- 
ture,” the speaker said. This ability to 
spend and to possess the things that re- 
quire spending enables men to reach 
new heights of human accomplishment. 
This he pointed out is an illustration of 
the adaptability of life insurance. 

A. H. Kollenberg of Detroit said 
when he started in he used the cold can- 
vass extensively and still does. The 
reason was that he did not have a large 
acquaintance and felt that he had to 
build it up. He said at first he shrank 
from asking personal questions of big 
business men but after he had familiar- 
ized himself with business insurance he 
felt he had a vital message for any busi- 
ness man and therefore he now enjoys 
talking with any of them. Knowledge, 
Mr. Kollenberg claimed, can be the only 
sure opening wedge in. the effort to get 
a business man to appoint an insurance 
representative as his personal adviser. 


Has Strong Convictions 


Max Hemmendinger of the Newark 
agency said he attributed whatever suc- 
cess he had enjoyed to the firm convic- 
tion that life insurance is a noble prop- 
osition, that it is a business of sufficient 
caliber to warrant the full use of any 
man’s time and ability, that the policies 
of his company meet with every proper 
life insurance requirement; to the use of 
his leisure time for cultural self develop- 
ment; to the conviction that his working | 
tools are not rates and calculations that 
make for disputation but subtle ques- || 
tions that lead to discussion; to solicit-.| 
ing among those who have confidence}! 
in him and to prospecting with the single | 
purpose of creating confidence and: to | 
the belief that a noncumulative weekly 
quota’ is a necessary driving force to 
consistent production. 

co Weill, Louisville, said he de- 
cided to join his company’s weekly pro- 
ducer’s club in 1914 and had remained 
a member for 580 weeks. In this, he! 
had been handicapped by having super- 
visory work to do but the driving force 
of the idea had made it possible for him 
to make good, More than once he had 
come in on a Friday night without a 
sale, but if he kept digging he always | 
got what he wanted within the time 
limit. 
.—-dward G. Brown, Detroit, said: | 
‘One of the big things I have learned | 








in the year past is the idea of per- 
manency. I have learned that business 
and life are paralled things. Business to 
be of value to those who own it must 
pay dividends and so a man must live 
long enough to accomplish his hopes 
and expectations to pay dividends to his 
family.” Mr. Brown paid tribute to 
the value of a definite idea and a pro- 
gram in selling life insurance. He said 
the most definite thing on his own pro- 
gram is that he must leave the office 
évery morning by 9:30 for the securing 
of interviews and new prospects. 

William M. Booker, Cincinnati, spoke 
a word of encouragement for the new 
man. He said every new man must 
combat discouragement at times and 
cited instances to show how easy it is 
to turn obstacles into stepping stones 
to the sale. He recommended insurance 
men in a position to do so taking up 
some activity relating to civic or com- 
munity improvement, not only for the 
contacts but for the contentment and 
self-satisfaction of such work. 

James M. Stokes, Jr., of Philadelphia, 
gave these ten reasons for his suc- 





(1) His enthusiasm for 
which has proved con- 
tagious enough to be convincing to his | 
prospects; (2) knowledge that every 
time he placed a policy he was doing 
a favor for his client; (3) strict honesty, 
both with clients in the form and ar- 
rangement of their insurance, and with 
himself; (4) his own fear of becoming 
lazy or self-satisfied; (5) a discontent 
that is constantly driving him to greater 
achievement; (6) learning by experience 
to be patient; (7) practice of the slogan, 
“Insurance plus service; (8) constant 
study of new and worthwhile ideas 
learned from other men in the business, 
concentrating on the methods of certain 
leaders; (9) careful and scrupulous at- 


cess in aii 
his own work, 


tention to the delivery of policies; (10) 
work, early and late. 
Carries Large Line Himeclitf 
Wallace King, Cincinnati, who does 


all his work in communities of 50,000 or 
less, said he owed his success in 1925 
to an idea he got from C. G. Monser 
and Sam Sturm at last year’s meeting. 
He said these men sold him on the idea 
that he personally wasn’t carrying 
enough life insurance and that he could 
never hope to sell insurance in $100,000 
lumps until he had more than that 
amount himself. Mr. King went home 
after last year’s meeting and took out 
a large additional sum. Immediately 











Total Net Income 





| than under 


those fields. 


“ 





W. T. GRANT, President 





1925 Another Record Y ear 


Each year of our sixteen years of growth has been greater than the one 
before—with 1925 the banner year of all. 


Outstanding features of the year’s business were: 


New Life Insurance Written - ° © e« 
Increase over 1924 of $6,938, All. 00 
Total Life Insurance in Force - . * « 


Increase for the year of $10,308,490. 00 


Premium Income on Accident and Health Insurance - 
Increase over 1924 of $210,809.92 


Increase over 1924 ot $597,350,70 


Paid Policyholders in Death and Disability Benefits - 
Increase over 1924 of $177,284.85 ; 


Total Paid Policyholders since organization - - - 
Increase for the year of $1,787,074.31 


Net Admitted Assets - . wae 
Increase for the year el $640,844.96 
Surplus to Policyholders - o-« « 


Increase for the year of $174,253. 72 


Our Development Program for 1926 includes: 
1. The Salary Investment Plan for both Life and Combined Life, Accident and Health 


2. Non-cancellable and Guaranteed Renewable Disability contracts on annual, semi- 


annual or quarterly premium payments. 
3. «A new low rate, preferred risk 4 ade at approximately 10°, lower premium rates 


Ordimary Life F 


regular 
4. The establishment of branch icon an at Seattle, Washington, Nashville, Tennessee, 
and Louisville, Kentucky, to provide a still higher degree of service to our men in 


Entrance into two or more new states to afford ample opportunity for each member 
of our rapidly growing sales force. 


Are you familiar with our “All-Ways”’ Contract? 
“It Pays All Ways and it Pays Always’”’ 


Business Men’s Assurance Company | 


|after he became frightened for fear he 
would not be able to swing it. It was 
this incentive, he explained, that enabled 
him to write $2,100,000 worth of life 
insurance in 1925 compared with $1,105,- 
500 in 1924. Mr. King plans his pro- 
gram of calls two or threa days ahead. 
He never goes to see a man without 
some definite idea in mind. This method 
he claimed, while old as the hills, is 
new to the men he sells to and they ap- 
preciate it. 


Need Great 


Enthusiasm 


A. L. Potter, Boston, always a dy- 
namic speaker, reminded his audience of 
the saying, “If you're green, you ‘ll grow 
but if you're ripe, you're rotten.” Mr. 
| Potter ‘attributed his success to his en- 
thusiasm, the fire in his heart for a cause 
| that is worthy of his best. He said that 
his friends tell him he is succeeding be 
cause of his truthfulness and honesty, 
coupled with a sense of fair-dealing and 
supreme faith in his proposition. These 
principles, he said, must control the life 
of the successful salesman. “Men tell 
me,” he said, “they like to discuss their 
life insurance problems with a man who 
will give his true opinion whether it 
pays him a commission or not. This 
kind of confidence in a man’s character 
builds for him an endless chain of good 
prospects that will pull him up the 
ladder of success round by round. 


— | 








$19,380,249.00 
26,120,990.00 
3,302,55 1.06 
4,149,212.10 
1,787,074.31 

’ 10,787,655.97 
3,233,262.24 
828,553.31 
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CAPITAL IS IMPAIRED | NO BARRIER TO PLAN | MEETING IN ILLINOIS 


| 
| 


PUBLIC LIFE SHOWS DEPESS | LOAN ASSOCIATION IS LEGAL 





Narowetz faction, Preparing for An- 
nual Meeting, Charges Irregularities 
in Alfred Clover’s Management 





A letter has been sent to stockholders 
of the Public Life of Chicago, signed 
by Edward H. Burke, president, and 
Fred H. Welsch, secretary, calling at- 
tention to the preliminary report from 
the audit by Ernst & Ernst. This in- 
formation concerns the financial condi- 
tion of the company Nov. 13, 1925, when 
the management under Alfred Clover, 
organizer of the company, was ended 
by order of the court. According to 
the report there was then an impairment 
in capital of $281,633. 

Impairment Is Charged 


The ledger assets, consisting of book 
value of real estate, mortgage loans, 





stocks and bonds, loans to policyholders, | 


cash on hand and in bank, bills receiv- 
able less reserve for doubtful, and 
agent’s advances less reserve for doubt- 
ful, amounted to $773,733. The liabili- 
ties were listed as follows: Death claims 
unpaid, $31,944; accounts and bills pay- 
able, $45,462; reserve for policyholders, 
subject to change in final statement, 
$408,000; capital stock, $500,000 making 
the total liabilities, $985,406, exceeding 
the assets by $281,633. 

According to the letter, in addition to 
the unpaid items of death claims and 
accounts and bills payable, there are 
unpaid loans to policyholders and sur- 
render values amounting to $4,284. The 
income derived from premium payments, 
interest, rent and miscellaneous items 
amounted to $216,134. In addition, mort- 
gage loans and bonds amounting to 
$11,500 were converted into cash and in- 
cluded in the disbursements, it is stated. 


Charge Irregularities 


The letter states: “The disbursements 
amounted to $223,733, of which $29,113 
was in payment of death claims; $17,119 
for surrender values, $6,975 for policy 
loans; $42,033 for commissions of which 
over $40,000 was paid to Clover’s Public 
Agency Company without proper vouch- 
ers. In addition to this $40,000 there 
was paid to or retained by Clover’s Pub- 
lic Agency Company $4,634 without any 
vouchers; also there is an apparent 
shortage of more than $3,500, money 
which was paid to the company and not 
deposited; $52,833 was paid for salaries; 
$35,305 for lawyer’s fees and election ex- 
penses; $11,129 for miscellaneous dis- 
bursements including agency supervi- 
sion, branch office expenses, advertising, 
auditors’ and actuaries’ fees, etc.; $5,379 
interest on borrowed money; $2,671 for 
cafeteria; $2,150 for medical fees. 


Say Impairment Increased 


_ “The financial statement filed by 
Clover with the state insurance depart- 
ment on Dec. 31, 1924, showed an im- 
pairment of the capital stock of the 
company of $118,732. If the final com- 
putation of reserves does not show a 
larger amount than $408,000, the im- 
pairment of capital increased $281,633 
from Dec. 31, 1924 to Nov. 13, 1925, 
or in other words, the impairment of 
capital stock imcreased $162,900 in 1014 
months. According to these figures, 
there is only $218,366 left of the $500,000 
capital stock of the company.” 

The letter also states that the policy- 
holders had been previously advised that 
all of the real estate owned by the com- 
pany, including the home office building, 
was sold last year for taxes, but that the 
tax arrears amounting to $8,000 had been 
paid and the property redeemed. 

\ifred Clover, who heads the faction 
which ig at present on the outside due 
to a decision by Judge Foell, was re- 
cently arrested on a forgery charge filed 
by Louis Narowetz, the present chair- 
man of the board, who charged that Mr. 
Clover on or about Jan. 15, 1923, forged 





| 


Opposition to Scheme of Federal Re- | 


serve Life and Union National 
Sees No Hope 





TOPEKA, KANS., Jan. 28.—No legal 
barrier has been found that will prevent 
the granting of a charter to the Federal 
Savings & Loan Association of Kansas 
City, Kans., permitting the Federal Re- 
serve Life and the Union National Life 
to put into effect their plan of insuring 
loans on real estate. There has been 
bitter opposition to the plan by many 
of the building and loan associations and 
by some of the life insurance companies, 
but state officials have been unable to 
find sufficient opposition to the plan in 
the laws to warrant the charter board 
turning down the charter of the new 


| association. 


Similar Plans Followed 


It appears also that some of the life 


| insurance companies have been work- 


ing along tke same lines for some time 
but under a slightly different plan. The 
Farmers & Bankers Life of Wichita has 
been guaranteeing loans of building and 
loan associations through life insurance 
policies for some time and has devel- 
oped a large business. But it offers the 
guarantee to the borrower of any build- 
ing and loan associations. By. the pay- 
ment of approximately 1 percent addi- 
tional interest on the loan the life com- 
pany issues a policy for the face value 
of the mortgage. It guarantees in event 
of the death of the borrower to pay off 
the mortgage and pay the widow any 
balance that may remain. 

The plan of the Federal Reserve and 
Union National is to have a building 
and loan association of their own, the 
three companies having practically the 
same officers and with interlocking di- 
rectorates. The three would be operated 
together and the agents for the building 
and loan association would be of vast 
assistance in laying the foundation for 
the life insurance policies. When a loan 
is made the borrower will be offered 
the guarantee of his loan by the pay- 
ment of a slightly higher interest rate, 
sufficient to pay the premium on the 
life insurance policy. 


Objections Are Voiced 


The insurance company objections to 
the plan were that it would require 
every life company to join forces with 
some building and loan association to 
meet competition. The building and 
loan associations objected to the plan 
because they felt it would give this as- 
sociation too great an advantage unless 
all the associations joined with some 
insurance companies to work out the 
same plan. Apparently there is no pro- 
hibition in the laws that prevents the 
plan going into effect and it is expected 
that the charter of the new association 
will be authorized when the state board 
meets this week. 








the name of Mr. Narowetz to stock cer- 
tificates. Mr. Clover claimed that as 
chairman of the board he had as much 
authority to sign the stock certificates 
as Mr. Narowetz, who was president. A 
fight betwen the two factions has been 
waged to secure proxies for the annual 
meeting which is to be held Feb. 1. Mr. 
Clover declares that he has the majority 
of the proxies and that Mr. Narowetz 
brought the charge of forgery in an 
endeavor to discredit him in order to 
have some of the Clover proxies revoked. 

The Narowetz faction, which is now 
at bat, states that the auditor’s report 
will be read at the weekly meeting at 
the home office this week and that sev- 
eral interesting speakers will tell the 
stockholders more about what happened 
to the company last year and the plans 
to rehabilitate it and make it a progres- 
sive and powerful life insurance com- 
pany. 





FEDERATION ANNUAL RALLY 





Isaac Miller Hamilton of the Federal 
Life and J. A. O. Preus Were 
the Chief Speakers 


NEAV OFFICERS ELECTED 


President—Louis J. Kempf, Travelers, 
Chicago, 

Vice-Presidents—Chas. H. Burras, Na- 
tional Surety, Chicago; Joseph E. Cal- 
lender, Ocean, Chicago; Chas. N. Gorham, 
American of Newark, Rockford; Isaac 
Miller Hamilton, Federal Life, Chicago; 
Wm. E. Hodnett, Lincoln; John C. Lan- 
phier, Jr., Springfield; N. C. McLean, East 
St. Louis; George D. Webb, London Guar- 
antee, Chicago. 

Secretary-Treasurer—T. R. Moss, Chi- 
engo. 

Directors—Harve G. Badgerow, Conti- 
nental Casualty, Chicago; Herman 
Bartholomay, Chicage; Fred Y. Coffin, 
Chicago; J. B. Comer, Aurora, Lyman M. 


| Drake, Chicago; Wade Fetzer, Chicago; 





F. M. Gund, Crum & Forster, Freeport; 
Louis A. Howes, Peoria; J. D. LaTeer, 
Agricultural, Peoria; Robert D. Lay, Na- 
tional Life, U. 8. A., Chicago; H. C. Me- 
Namer, Equitable Life of New York, 
Chicago; Emmet C. May, Peoria Life, 
Peoria; Harold M. O’Brien, Chicago F. & 
M., Chicago; Chas. L. Ritter, Murphys- 
boro; Fred A. Rye, Commercial Union, 
Chicago; Alexander Smullan, Chicago; 
R. W. Stevens, Illinois Life, Chicago; 
George Tramel, Aetna Casualty, Chicago; 
R. W. Troxell, Springfield; W. W. Wil- 
li » Ph ix Mutual Life, Chicago; 
H. A. Yates, Aetna Fire, Chicago. 


J. A. O. Preus, former governor and 
insurance commissioner of Minnesota, 
was one of the main speakers at the 
annual meeting of the Illinois Insurance 
Federation in Chicago Tuesday evening. 
Mr. Preus has become vice-president o: 
W. A. Alexander & Co., of Chicago, one 
ot the oldest insurance firms of the city. 
In his talk he said that an insurance 
man is entitled to earn a_ sufficiently 
large income to make him happy and 
contented. He stressed very strongly 
the proper service to clients. He came 
out very strongly against state insur- 
ance in any form, saying that the gov- 
ernment should not do for an individual 
what an individual can do for himself. 
He said that so long as insurance can 
serve the public economically and satis- 
factorily, it has a strong argument 
against any form of state insurance. 
Wisconsin started a state life insurance 
fund, but it has never gotten very far. 





Should Be Handled Privately 


He said that the insurance business 


should be handled by private insurance 
companies and the state should keep its 
hands off. Mr. Preus said that there is 
a strong attraction to the business of 
It offers many opportunities 

and 


insurance. 


for growth advancement. If an 





J. A. O. PREUS 





BE ACTIVE HEA 


WILL RUN STATE DEPARTMENT 

A. J. Johnson, Illinois Insurance Super. 

intendent, Comes Into Power Fol. 
lowing Clifford Ireland’s Retirement 





Now that Director of Trade & Com- 
merce Clifford Ireland of IlMnois has 
retired from office, Insurance Superin- 
tendent Alex J. Johnson of Chicago will 
be the active as well as the titular head 
of the department. During Mr. Ireland’s 
regime he assumed direct control of the 
insurance department, giving that the 
greater part of his time. Superintend- 
ent Johnson became a mere figurehead, 
and insurance people did not know him 
in connection with department work. 
Mr. Ireland was the man at the helm. 
He attended all the insurance commis- 
sioners’ meetings and looked after the 
major affairs of the department. Mr. 
Johnson is the publisher of the “Swe- 
dish Courier” of Chicago and. wields 
considerable influence politically in 
Scandinavian circles. He will now come 
into his own and look after the insur- 
ance department himself. 








agent strives intelligently to do his best, 
it he renders proper service and keeps 
abreast with the times he will succeed. 
He said there is a strong pull about 
insurance. He said that if character is 
put into the insurance business it will 
be elevated. 


Isanc Miller Hamilton Speaks 


President Isaac Miller Hamilton oi 
the Federal Life was another speaker. 
He called attention to the fact that the 
great growth in insurance has ceme 
within the last 20 years or so. Its tre- 
mendous strides have come within the 
life time of many still living. He said 
that the whole industrial, commercial 
and business fabric is based on insur- 
ance. . Business in every direction de- 
pends on insurance for its stability. 
Many men in the insurance business it- 
self fail to see it in its wideness. He 
said that men in the life insurance busi- 
ness do not grasp the comprehensive 
field where other lines of insurance are 
interested. Men ‘in the fire insurance 
business do not sense the greatness 0% 
life insurance. The policy of the Insur- 
ance Federation is to bring all these in- 
surance interests together on a common 
platform so they can see each other's 
problems. 


Think Along Different Lines 


President Hamilton said that a life 
insurance man thinks along different 


lines than those in other departments 
The life insurance contract is a continu- 
(CONTINUED ON PAGE 38) 
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NEW RECORD SET FOR 
LIFE INSURANCE SALES 


Year Just Closed and Its Conclud- 
ing Month Both Topped Old 
Production Mark 


TOTAL FIFTEEN BILLIONS 


Figures Compiled by Life Presidents’ 
Association Show Increase Month 


by Month Over 1924 

In making a new thrift record for 
1925, the American people closed the 
year by buying a greater amount of life 
insurance in December than in any other 
month in the history of the business. 
[his achievement came in a year during 
which every month's purchase of life in- 
surance was greater than during the cor- 
responding month of the year before. 
Measured by the yard stick of new in- 
surance, Americans were 20 percent 
more thrifty in 1925 than in 1924, ac- 
cording to the actual production figures 
of 45 member companies forwarded to 
the United States Department of Com- 
merce by the Association of Life Insur- 
ance Presidents. These 45 companies 
have in force 81 percent of the total life 
insurance coverage in all United States 
legal reserve companies. 


$72,000,000,000 in Force 


Using the figures of these 45 compa- 
nies as a basis, it is estimated that the 
total new insurance, including revivals, 
increases and dividend additions, pro- 
duced by all of the legal reserve com- 
panies in the United States in 1925 was 
$15,600,000,000. This amount, surpass- 
ing previous predictions, exceeds $2,400-, 
000,000 the amount purchased in 1924, 
which in turn had exceeded the amount 
acquired in any previous year. Add- 
ing this new business production to the 
$63,800,000,000 in force at the close of 
1924 and making proper allowance for 
deaths and other terminations, it is 
Stated that the life insurance now in 
force in all United States legal reserve 
companies reaches the total of $72,000,- 
000,000. The combined new insurance 
of the 45 companies above noted in 1925, 
exclusive of revivals, increases and divi- 
dend additions, amounted to $10,927,- 
000,000, as against $9,109,000,000 in 1924. 


December Record Month 


December witnessed the production of 
the largest amount of life insurance ever 
paid for in any one month. The figures 
of these 45 companies aggregated $1,- 
274,000,000 as against $1,086,000,000 in 
December, 1924, and $1,012,000,000 in 
December, 1923, the only other $1,000,- 
000,000 months. The insurance written 
in each month of 1925 materially ex- 
ceeded the amount written in the cor- 
responding month of 1924. 

The total new paid-for business of 
the 45 reporting companies each month 
of the last two years and the monthly 
mcreases (exclusive of revivals, in- 
Suess and dividend additions) in 1925 

rere: 





1924 19 Increase 

Jan. $ 691,342,000 $ 753.914, 00 9.1% 
_ 663,736,000 773,148,000 16.5% 
Mar. 827,024,000 902,873,000 8.4% 
el 783,775,000 915,058,000 16.8% 
; ay 808,955,000 979,803,000 21.1% 
~~ 749,521,000 897,393,000 19.7% 
- y 703,255,000 891,237,000 26.7% 
Aug 649,440,000 931,344,000 43.4% 
ont 601,038,000 751,080,000 25.0% 
Oct 831,054,000 941,412,000 13.3% 
a 713,726,000 915,900,000 28.3% 
e 1,086,210,000  1,273,604,000 17.3% 

Total $9,109,076,000 $10,926,766,000 20.0% 
Che amounts of each class of insur- 


ance written by these 45 member com- 
panies in each month of 1924 and of 1925 


(exclusive of revivals, increases and divi- 








Insurance Sales Research 





LIFE INSURANCE EDITION 
dend additions) and the monthly in- July an tithes By 3 eee Tete 
4 © ° 3 oi, ’ Vt, 710d, . 
creases in 1925 over 1924 were: Aug 22,949,000 126,892'000 452.9% 
oral ept 19,369,000 37,800,000 95.2% 
aos oad Oct. 131,134,000 54,446,000 —58.5 % 
1924 1925 Increase | Nov 38,624,000 111,087,000 187.6% 
Jan. $ 492,559,000 $ 537,504,000 9.1% | Dec 184,130,000 314,396,000 70.7% 
Feb 504,553,000 558,754,000 10.7% 
Mar 635,192,000 8,447, 5.0% | Total $ 597,926,000 $ 999,253,000 67.1% 
Apr 580,949,000 651,735,000 12.2% aa 
May 600,324,000 722,962,000 20.4% 
June 573,508,000 651,674,000 13.6% FIGURES FROM RESEARCH BUREAU 
Aug. 484966000 623404000 2854 HARTFORD, CONN 
ug 000 3,404, 28.5 % f : NN., Jan. 27.—The 
Sept. 436,617,000 538,166,000 23.3% amount of ordi .C rene aheaail 
Oct 501,459,000 630,262, 25.7% § orcinary insurance purcnas 
Nov 524,384,000 596,833,000 13.8% in the United States in 1925 is well | 
Dec 676,188,000 735,325,000 8.7% ahead of any previous year, according | 
Total $6,547,596,000 $ 7,568,339,000 15.6% ‘© 4 report just published by the Life 


Bureau of 


Industrial Hartford. During that year $8,067,434,- 
1924 1925 Increase 000 of new business was delivered and 
zoe. 9 tae + $ 147,441,000 —17.2% paid for by companies having in force 
Mar. 156,792,000 193'604'000 93.5¢, 88 percent of the legal reserve ordinary 
Apr. 158,557,000 196,895,000 24.2% life insurance in the United States. This 
May 173,629,000 217,735,000 25.4% is an increase of $974,540,000 ov he 
June 154,495,000 198'113,000 355% °° mncrease Of 9974,540,000 over the 
July 135,015,000 182°991000 355%, Sales of 1924, or a 14 per cent gain. De 
Aug 141,525,000 181,048,000 27.9% cember sales totaled $804,684,000, the 
ra ee rtyet 175,114,000 20.7% highest record ever made. This is the 
aoe 150,718,000 207°980,000 38.0% first time that sales have amounted to 
Dex 225,892,000 223,883,000 —.9% over $800,000,000 in a single month. In 
a spite of the fact that December, 1924, 
é ,963,554,000 2,359, 000 20.1 Z ae 
Total $1,963,654,000 $ 2,359,174,00 . showed an increase of 22 percent over 
Group a year earlier, December, 1925, showed 
Jan. $ 19,127,000 $ 68,969,000 260.6% an increase of 8 percent over December, 
Feb 15,421,000 36,728,000 138.2% 1924. 
Mar. 35,040,000 40,822,000 16.5% 
Apr. 44,269,000 66,428,000 50.1% Gains in All Sections 
May 35,002,000 39,106,000 11.7% ‘s " . 
June 21,518,000 47,606,000 121.2% Every section of the country shows | 


11 





an increase in sales this year over those 
| of last. The largest increase made by 
| any section was 25 percent in the south 
| Atlantic states. So widespread is the 
| evidence of good business conditions that 
| every state throughout the country, with 
| the exception of New Mexico, shows a 
9 


gain of at least 2 percent. The real es- 
tate boom in Florida continued through- 
out the year, affecting to a considerable 
degree the sales of life insurance. Sales 
in Florida in 1925 were 88 percent over 
the sales in 1924. Sales of life insurance 
in North Dakota have been increasing 
in 1925, and at the end of the year were 
46 percent ahead of those in 1924. 


New Record in Canada 


The 1925 sales of ordinary life insur- 
ance in Canada show a large increase 
over sales of any previous year. Dur- 
ing this year sales amounted to $424,- 
$72,000, according to figures issued by 
the bureau. This is an increase of $33,- 
709,000 over the sales of 1924, or a 9 
percent gain. December sales of the re- 
porting companies, which have 83 per- 
cent of the outstanding business in Can- 
ada, totaled $41,822,000. This only 
1 percent lower than the highest record 
ever made, June, 1925. The Bureau's 
records show that December is generally 
the highest month in the year in Canada 
with June following closely. 
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Indianapolis Life Insurance Company | 


1925, Company’s Biggest and Best Year 


$55,000,000.00 
46,628,000.00 
Faw ; ; 

4,612,000.00 


a 


RESERVES, LIABILITIES, and other FUNDS $ 5 


INSURANCE IN FORCE—December 31, 


DEATH CLAIMS (Percent of expected 


DIVIDENDS TO POLICYHOLDERS 1925 $ 194,963.11 
1924 160,504.44 
nee $ 34,458.67 
TOTAL PAID TO POLICYHOLDERS 1925 $ 494,218.10 
1924 413,235.26 
ER ee ga oT a epee $ 80,982.84 
PREMIUM INCOME 1925 $ 1,541,566.98 
1924  1,331,342.52 
Siti hs rel. ea ey a ath ee ee $ 210,224.46 
INTEREST INCOME 1925 261,888.16 1 
1924 226,129.47 
SE 3. nnn tec suhy udsadiinide mma aeniee $ 35,758.69 
TOTAL INCOME 1925 $ 1,885,319.48 
1924 —_1,619,825.60 


INDIANA, ILLINOIS, MICHIGAN, TEXAS, OHIO, MINNESOTA, IOWA and FLORIDA 


Growing Steadily 


Admitted surplus 
DEATH CLAIMS (Percent of expected 40.5) 


Address: 


1925 


Operating in 


Attractive Agency connections direct with 


Home Office 
Frank P. Manly, President or Joe C. 

















1925 
1924 


$ 


Caperton, Agency Manager 


pepe —ed 





$8,372,000.60 
,475,000.00 


$ 863,000.00 


196,894.71 


171,954.77 


$ 265,493.88 
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EXPLAIN REVENUE BILL 


—. 


REPORT MADE BY COMMITTEE 


————— 


Clarify Changes in Insurance Provisions 
Relating to Taxation of Proceeds 
of Life Policies 


WASHINGTON, Jan. 27.—Changes 
made in the insurance provisions of the 
pending revenue bill by the senate 
finance committee are explained in the 
report on the measure which was sub- 
mitted to the senate last week. Under 
existing law, the proceeds of life insur- 
ance policies paid upon the death of the 
insured are exempt. The house, in order 
to prevent any interpretation which 
would deny the exemption in the case 
of installment payments, amended this 
provision so that the proceeds “paid by 
reason of the death” of the insured 
would be exempt. In order to prevent 
an exemption of earnings, where the 
amount payable under the policy is 
placed in trust, upon the death of the 
insured, and the earnings thereon paid, 
the committee amended the bill to pro- 
vide specifically that such payments 
shall be included in gross income. 

The committee also provided an 
amendment dealing with annuity pay- 
ments, Under the present law a return 
of premiums paid under a life insurance, 
endowment, or annuit y contract are 
exempt only when returned to the in- 
sured, but the changes grant to the 
various persons to whom the payments 
are made an exemption of an amount 
equal to their proportionate shares of 
the premiums paid. In the case of an 
assignment for a valuable consideration, 
the exemptions are limited to the con- 
sideration and the premiums paid by the 
assignee. 


Wording of Provisions 


These insurance provisions, as re- 

ported to the senate, now read as fol- 
lows: “The term gross income does 
not include the following items, which 
shall be exempt from taxation under 
this title: (1) Amounts received under 
a life insurance contract paid by reason 
of the death of the insured, whether in 
a single sum or in installments (but if 
such amounts are held by the insurer 
under an agreement to pay interest 
thereon, the interest payments shall be 
included in gross income); (2) Amounts 
received (other than amounts paid by 
reason of the death of the insured and 
interest payments on such amounts) 
under a life insurance, endowment, or 
annuity contract, but only to the extent 
that such amounts do not exceed the 
premiums or consideration paid, whether 
or not paid during the taxable year. In 
the case of a transfer for a valuable 
consideration, by assignment or other- 
wise, of a life insurance, endowment, or 
annuity contract, or any interest therein, 
only the actual value of such considera- 
tion and the amount of the premiums 
and other sums subsequently paid by 
the transfers shall be exempt from taxa- 
tion under paragraph (1) or this para- 
graph.” 
_ The senate finance committee wrote 
into the tax bill a provision specifically 
leaving the 12% percent corporate in- 
come tax rate instead of the proposed 
12% percent rate, applicable to insur- 
ance companies. If the latter rate had 
gone through, a flat increase of 1 per- 
cent would have been levied against the 
companies, in view of the fact that they 
are not subject to the imposition of the 
capital stock tax. 





George Hawkins 


George Hawkins has been appointed 
Indiana State manager of the Interna- 
tional Life. Mr. Hawkins some years 


ago represented the Aetna Life in In- 
diana but for the past several years has 











BROTHERS NOLLEN SWITCHED COMPANIES 
AND LANDED IN PRESIDENCY 


} 
| 
| 
| 


a! 








HEN Gerard S. Nollen last week 
began his term as the new presi- 
dent of the Bankers Life of Iowa, 
he also became a more conspicuous com- 
petitor of his brother, Henry S. Nollen, 
president of the Equitable Life of Iowa. 

Each of the Nollen brothers, who to- 
day head two of the largest insurance 
companies in the west, within a block 
of each other, at one time worked for 
the company which he now opposes in 
the business world. 

These brothers are dissimilar in ap- 
pearance as well as age. Henry Nollen 
is 14 years older than Gerard. They 
belong to different denominations of 
churches, are members of different 
clubs, attended different colleges in Iowa, 
and have divided interests in commu- 
nity and civic affairs. But they resem- 
ble each other, at least one way—their 
uncanny, piercing knowledge of figures 
and their accomplishment of hard busi- 
ness problems. 


Tutored at Home 


This mathematical knowledge goes 
back to their early training, when their 
father taught them and his three other 
children at home instead of sending 
them to grade and high school. They 
were especially trained in mathematics. 
Gerard could get no more of the subject 
at Grinnell college when he entered 
there. Henry’s subsequent reorganiza- 
tion of the Bankers Life to an old line 
company in 1913 is one of the many 
problems in which his “head for fig- 
ures” aided him. 

Henry Nollen’s Career 

The Nollen business history is a re- 
markable one. Henry, the Equitable 
president, was born in 1866 and began 
his business career with the Pella, Iowa, 
National Bank as bookkeeper, leaving 
that position to teach mathematics in 
Central University at Pella. In 1887 


he became bookkeeper for the old Citi- 
zens Savings Bank of Des Moines, later 
to become auditor for the U. S. Gas 
Improvement Company. In 1893 he 
went with the Bankers Life, as a direc- 
tor and secretary from 1893-1913, and 
during that time reorganized the com- 
pany from an assessment company to a 
legal reserve basis. He went with the 
Equitable in 1913 as vice-president, be- 
coming president in 1921. 


Gerard Nollen’s History 


Gerard, born in 1880, began with the 
Bankers Life, following his graduation 
from Grinnell college in 1902. A year 
later he went with the Royal Union 
Mutual, returning to the Equitable a 
year later, and from 1908 to 1912 was 
actuary. Mr. Nollen’s return to the 
Bankers Life at that time was as an 
actuary in which capacity his ability 
gained quick recognition and he was 
honored following year with election 
to the board of directors and appoint- 
ment as secretary. He gave up the sec- 
retaryship in 1919 when elevated to the 
office of vice-president. 

During his busy career an as insur- 
ance executive, Mr. Nollen has found 
much time to serve his alma mater and 
his city in a number of important ca- 
pacities. He was one of the organizers 
of the Des Moines Public Welfare Bu- 
reau under which the work of more than 
30 independent welfare organizations 
was coordinated. He also has served on 
the governing board of the Roadside 
Settlement, the local chapter of the Boy 
Scouts, and the former Associated 
Charities. He has been active in the 
Chamber of Commerce and was a mem- 
ber of the directory board. 

He has long been a member of the 
board of trustees of Grinnell College, 
and is now chairman of a campaign to 





raise $1,000,000 additional endowment. 











SOME SIGNIFICANT EXPRESSIONS FROM 
PEORIA LIFE MANAGERS CONFERENCE | 











TERNAL vigilance is the price of 
success. A manager who is ambi- 
tious to build must constantly be in 
touch with every phase of his business. 
—President Emmet C. May. 
a a. 


The agency force is the heart, the life 
blood of the company. Its officers may 
die, its assets may be squandered, but 
if its agency force be preserved intact, 
the company can be rebuilt bigger and 
better than ever before.—Superintendent 
of Agents Henry Loucks. 

> 2 


I know of only two ways to get things 
done—one is to do them yourself; the 
other is to get someone to do them for 
you.—President Emmet C. May. 

e 6 


Any man who enters the professsion 
of law or medicine or engages in busi- 
ness is glad to have a bare living in 
the early years. A life insurance man 
should not be impatient if success does 
not come instantaneously. He must ex- 
pect to go through a period of educa- 
tion and getting established as a founda- 
tion for a prosperous future—Ross M. 
Halgren. 

ee © 
We are in business for profit. It is a 
fine thing to indulge our charitable im- 
pulses, but if we are not first good 
business men, we will have no means 
for our benevolence.—W. D. Lipe. 

ee 


A manager who starts a new year 
without a quota of new men to be re- 
cruited into his agency is like a captain 
who puts to sea without a_ rudder. 
Surely we cannot expect to land unless 
we know the course, unless it is well 
charted in advance. The captain of the 





been with the Springfield Life. 





ship at least must know where to steer 


in order to bring himself into port 
safely—H. E. Van de Walker. 
* 2 @ 


Applications are not secured in any 
other way than by hard work. The 
man that makes good is the man that 
works by a system.—J. H. Ritchey. 

x * * 

After my first year in the insurance 
business I felt that I was a failure. I 
determined thereafter that I must make 
$100 every week by Wednesday night. 
Having set this definite aim, all the 
other details of a systematic program 
followed, because they were necessary 
to accomplish the aim.—Karl G. Gumm. 

x * * 


There comes a time in the develop- 
ment of an agency when the manager 
who has neglected his office and knows 
very little about it is forced to think 
about it, for by his neglect and lack of 
knowledge and regulation, the cost has 
crept up to where it is prohibitive. Then 
after years he is forced to think of a 
problem that he should have considered 
at the beginning of his business.—Vice- 
President Walter E. May. 

x * * 

The man to renew the business is the 
man who wrote it. If he cannot be en- 
trusted to give earnest efforts to re- 
newals, he should not be commissioned 
to write new applications. Policies re- 
newed mean satisfied policyholders and 
boosters, but policies lapsed, whether it 
be your fault or theirs, brings dissatis- 
faction and loss of good will. The real 
test of the growth of an agency is the 
amount of gain in its business in force, 
and this gain cannot be secured except 
by hard and constant work on renewals. 


HOLD BIG CONVENTION 





METROPOLITAN LIFE RALLY 





Large Body of Representatives Are in 
New York This Week at the 
Conference 





NEW YORK, Jan. 28.—How many 
millions of assets the Metropolitan Life 
had at the beginning of the present year, 
its gain in net surplus over the preced- 
ing 12 months, the amount of new busi- 
ness written in its ordinary, industriai, 
group and personal accident and health 
departments during the year just ended 
and other information of high value to 
its representatives and of pronounced 
interest to life underwriters generally, 
will be set forth by President Hailey 
‘Fiske at the annual gathering of the 
field staff of the company during the 
latter half of the present week. 

The first of a series of meetings that 
will extend through until Saturday night. 
will be held this evening when super- 
visors and sales managers of the group 
division will be entertained at dinner 
by Second Vice-President James E. 
Kavanaugh, head of the department. A 
feature of the dinner will be the attend- 
ance of some of the leading group poli- 
cyholders of the company who will have 
an opportunity to learn in some detail of 
the service the Metropolitan Life ex- 
tends to its assureds. Members of the 
Veterans Association of the company, 
and there are close to 900 who by virtue 
of 20 years of service in office or field 
are eligible to enrollment, will dine in- 
formally also tomorrow night. 

It is assumed President Fiske will 
be on hand with a word of greeting to 
the veterans. 


Big Convention Opened 


The annual gathering proper began 
Thursday morning at the Metropolitan 
Life head office building. Spacious as is 
the room its seating capacity was ex- 
ceeded once all the superintendents, as- 
sistant superintendents and agents who 
have qualified for attendance were ad- 
mitted. In the course of the day as wel! 
as on Friday, addresses were made by 
Vice-Presidents Ecker, Ayres, Cox, 
Franklin, Kavanaugh and others as wei! 
as by President Fiske, each of the ex- 
ecutives spoke of the work under his 
particular direction. 

Following the general business ses- 
sions on Thursday, leaders in the ordi- 
nary division were guests of Vice-presi- 
dent F. O. Ayres at a dinner were not 
less than 200 attended. 


Had Theater Party 


Forgetting business matters for a 
season all delegates to the convention as 
guests of the company will witness the 
performance of “Sunny” at the New 
Amsterdam theatre Friday night, the 
entire house having been engaged by the 
company. Saturday will be given over 
largely to territorial group meetings, 
representatives of each of the 10 gen- 
eral divisions in this country and Can- 
ada, discussing with their respective 
leaders the problems of their particular 
fields and developing plans for the new 
vear. 

. Will Close With Banquet 


The convention will formally close 
with a banquet to the thousand or more 
delegates and many home office exe- 
cutives and employees at the Hotel 
Astor Saturday night, at which affair 
President Fiske will preside. During 
1924 the Metropolitan Life wrote in ex- 
cess of $1,500,000,000 ordinary and close 
to a billion industrial business. 


Canada Life New Directors 


A. E, Ames, Toronto financier, and C. 
C. A. Bogart. genera! manager of the 
Dominion Bank, were announced as 
new directors of the Canada Life at the 
annual meeting. A. G. Ramsay was ap- 
pointed general sunerintendent and A 
N. Mitchell appointed assistant general 





—T. H. Young. 


manager. 
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GREAT OPPORTUNITIES BEFORE YOUNG MEN 
IN THE LIFE INSURANCE FIELD 





By C. G. ARNETT 


WENTY-THREE years ago when | 
T: did my first work as a solicitor | 


in a small country town, there were 
few cases where life insurance had ever 
been of any benefit to the widows and 
orphans of that community. Only one 
endowment policy had been matured in 
our town, and people generally looked 
upon life insurance with a great deal 
of skepticism. 

Ministers often advised their congre- 
gations against buying life insurance, 
giving as their reason, that it showed 
a lack of faith in providence. Life 
insurance men were often told by their 
prospects that “God would take care 
of their children.” Mr. Talmadge gave 
us an answer to this argument when 
he said “God will take care of our wives 
and children, but He does it through 
the instrumentality of poor houses and 
orphans’ homes. As for me, I should 
prefer that He take care of mine, with 
the aid of my own thrift and industry.” 


Life Insurance Has 
Made Great Progress 


The world has made progress since | 


that time, and life insurance has kept 
pace with the progress of the world. 
Many life insurance men, in those days, 
were the typical spell-binding artists who | 
used every method, both legitimate and | 
illegitimate, to get the name on _ the 
dotted lines. This type has passed from 





tration from my own personal experi- 
ences? More than 23 years ago a friend 
of mine in the life insurance business, 
who had been very kind to me while I 
was in school, asked me for a 30 min- 
utes’ interview for the purpose of dis- 
cussing life insurance. I readily agreed 
to show him this courtesy with not even 


a remote idea, however, of buying a 


policy. After an intelligent explana- 
tion of a 20-payment life, deferred divi- 
dend policy, all of which was Greek 
te me, I told my friend I was not ready 
to buy a policy. He was a good sales- 
man, however, and rot willing to give 
up until he had used every means at 
his command to get the application. He 
asked me a question that has meant 
much to my Ife; “If you were to die 
today how would you leave the world 
financially?” My prompt reply was, 
“Just like I came and found it.” 


Plan to Create Fund to 
Meet the Obligations 


This would be the natural conclusion 
of most boys, but my answer soon 
turned to rebuke me when he said, “To- 


| day you are 20 years in debt to the 


world, you started in debt upon your 
arrival and have been increasing your 
obligation to the world every day of 
your life. Someone else has supplied 
the needs of your body, your clothing, 


“_ 
| 


C. G. Arnett is vice-president of the Continental Life of St. Louis, 


a man of wide 
| speaker. 


the business and today we find, for the 
most part, our profession is made up 
of high-grade, intelligent, and reliable 
gentlemen. 

I do not intend to tell you how to 
sell life insurance or to discuss any of 
the twentieth century methods of carry- 
ing on this great work. I prefer to 
talk about something that is the founda- 
tion of the success of men and insti- 
tutions—character. Without this funda- 
mental principle it is useless for a man 
to take up life’s work along any line. 
He may know all of the theory that is 
taught by men of knowledge and yet 
be a miserable failure. Character is the 
foundation upon which we stand or fall. 


Should Know Life in 
All Its Variations 


It is said of Socrates that he saw 
life whole. I can think of no more per- 
fect attribute of character than to be 
able to understand life with all of its 
variations, changes, mysteries and per- 
plexities. Not only to see life whole as 
it affects self, but to be able to get 
out of our shells and look upon the world 
of mankind with clearness of vision and 
a feeling of sympathy; to understand the 
reasons for our human imperfections; to 
help eliminate instead of magnify the 
peculiarities we often find irritating in 
the other fellow. 

A few years ago we read in the news- 
papers that fish were dying by the thou- 
sands in some of the lakes of the north- 
west. Scientists gave as the reason for 
this that the summer had been calm, 
the winds had failed to disturb the wa- 
ters, the surface of the lakes had re- 
mained placid and the water had become 
stagnant and had lost its life sustaining 
powers. Bear in mind the storms are 
as necessary in your life as they are to 
purify the waters of the lakes. It is only 
through resistance that we develop 
Strength and character. Truly our re- 
verses are most often blessings in dis- 
guise. 

May I use at this juncture an illus- 








life insurance experience, who is a facile writer and 
He gave the address here reproduced before the life insurance 
class of the St. Louis Y. M. C. A. 


food and shelter. If you were to die 
you would not leave the world as you 
came here and found it, but you would 
leave an obligation that would never be 
paid. A thousand dollars of insurance 
would pay it in part; would create an 
estate for you; would make you a citizen 
and would start you on the way, so that 
you might eventually return, from a 
financial standpoint, that which the 
world has loaned you.” I was sold, but 
the question was could I save $29.84, 
which was the annual payment. His 
reply to this was, “If you cannot save 
that much in a year your father has 
made a mistake to give you an educa- 
tion.” This seemed reasonable and when 
he agreed to give me the opportunity of 
paying the premium in installments I 
signed on the “dotted line.” 


Young Men Should Pay 
the World What They Owe 


The world does not owe us a living, 
but we owe the world a living. Few 
men can ever hope to repay the debt 
they owe the world, but every man of 
character must acknowledge this debt. 

I might call your attention just here 
to the fact that this sale was made be- 
cause the salesman asked a question that 
stimulated thought and action. Most 
sales are made because of one remark 
or possibly one question during the in- 
terview. Most of our words in an in- 
terview are like water that goes over 
the mill. 

I have often heard the story of op- 
portunity that passes but once in his 
race down the highway of time. I have 
heard that he no longer has any hair 
left on the back of his head because 
those fellows who have been slow to 
action made no effort to catch hold of 
him until he had passed. I have heard 
also that opportunity has a long fore- 
lock and that it is easy to stop him if 
he is found in time. I don’t believe he 
passes only once. I think opportunity 
constantly knocks at our door. I be- 


| lieve that the man who did not use 
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Is your hat 
in the ring? 


| so, we challenge you to 
name a more promising 
opportunity to build up a pros- 
perous general agency than 
those we offer in Illinois, Indi- 
ana, and Ohio. We also need 
forceful men as managers in 
Toledo, Cincinnati, and Detroit. 


Address in confidence soon as possible 
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THE VICTORY LIFE 


INSURANCE COMPANY 
Topeka, Kansas 


FINANCIAL STATEMENT AS OF DECEMBER 31, 1925 








ASSETS LIABILITIES 
Real Estate Mortgages Net Reserves puanenesenan $344,973.00 
(First Liens) ......... $319,750.00 Dividends Declared and 
Municipal Bonds (Market Apportioned .......... 6,660.35 
| ER ere 130,485.80 Premiums Paid in Ad- 
Certificates of Deposit... 7,115.50 VANCE ..ceccccsccceees 737.69 
Cash in Banks........... 34,013.26 Interest Paid in Advance. 551.10 
Policy Loans and Liens.. 21,511.26 Estimated Amount Pay- 
Renewal Premium Notes able for Taxes........ 900.00 
on Policies in Force... . 480.08 Death Claims in Process 
Accrued Interest ........ 11,603.11 _of Adjustment........ 5,000.00 
Uncollected and Deferred Unpaid Bills eee Saat 2,232.60 
Premiums (Secured by Agents i¢ ommissions cece 555.60 
Legal Reserve)........ 33,827.49 = AMC ——_—_—. 
All Other Assets........ 8,269.01 Liabilities Except Capital 
“ss SEE wrdeie tdcecs boas $361,610.42 
Gross Assets....... $567.055.51 Capital Stock. . $100,000.00 
Surplus ...... 105,445.09 
Surplus as Regards Policy 
NE doc duecusdecus 205,445.09 
UFOs “casavces . $567,055.51 
Year Assets Surplus Insurance in Force 
Mar. 2, 1921 $150,000.00 $50,000.00 None 
Dec. 31, 1921 168,042.00 44,228.00 $2,219,309.00 
Dec. 31, 1922 200,586.00 55,883.00 3,618,714.00 
Dec. 31, 1923 282,151.00 73,098.00 6,309,145.00 


388,059.00 
Dec. 31, 1925 567,056.00 


83,377.00 
105,445.00 


W. J. Bryden, 


Secretary and General Manager. 


8,683,600.00 
11,818,223.00 
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Allsteel Safes 


OU oan insure many 

things—but the best in- 
surance will never replace 
your business ‘records. 


GF Allsteel Safes, tested and 
approved bytheUnderwriters’ 
Laboratories, have brought 
their contents, uninjured, 
through countless severe fires. 


The Alisteel mark on office 
equipment is your guarantee 
of permanent satisfaction. 
FP 
Pte tit i 
Vital Records of Business.’” 
The General Fireproofing Co. 
Youngstown, Ohio 
Canadian Plant: Toronto, Ontario 
































Attach this coupon to your firm letterhead 











NU 
The General Fireproofing Co., Youngstown, O. 


Please send me without obligation a copy of 
your book “Safeguarding the Vital Records 
of Business.” 


opportunity of yesterday can use the 
opportunity of today, but there is no 
excuse to wait for tomorrow’s oppor- 
tunity because interest compounded on 
interest over the longest period creates 
the greatest result. Today’s opportunity 
may take us to the goal of life while 
tomorrow’s opportunity might stop short 
of reaching that point before life is 
done. 


Opportunity Abides With 
All Sorts of Men 


In my personal experience I have 
found opportunity abides with all kinds 
I have seen big men succeed 

Likewise I have seen little 
men succeed and fail. Strange to say 
I have seen handsome men who never 
took hold of opportunity. On the other 
hand, I have seen ugly men who must 
have taken advantage of every oppor- 
tunity from the degree of success they 
attained in life. Opportunity apparently 
shuns no class of men. There is a lit- 
tle fellow in this town who has written 
an application a day for the past seven 
years. There are some big fellows who 
do not get one a week, so you do not 
have to be big or little, handsome or 
ugly, old or young for opportunity to 
come be your guest, and bring success 
to your life. 


Character Is Best Asset 
a Boy Can Possess 


None of us occupy an unfavorable 
position in life if we possess character, 
vision and determination. The immortal 
pages of history were written by men 
who started life from some place of 
obscurity. We often hear it said “I 
want to give my boy a start.” The best 
start that any boy can have is char- 
acter and the appreciation of life’s re- 
sponsibilities. A friend of mine told me 
that in an interview with one of our 
presidents, he said that “Success has not 
come to me through trying to do big 
things. I have taken hold of the prob- 
lems of each day as they came and 
solved them as best I could.” Can any 
one do more than meet the day with 
a smile and resolute determination to 
make it the best day we have ever lived? 

The man is irresistible who has faith 
in himself, faith in his business, faith 
in the whole world of humanity. 


Obstacles Overcome Are 
Character Builders 


It is a great thing to be placed in a 
difficult position. It is the crowning 
blessing of our lives that we have ob- 
stacles to overcome; that we have to 
face barriers; that ‘we have to fight bat- 
tles; without these things we could never 
build character. 

I do not believe that it is well for the 
man who is taking up the profession of 
life insurance to be sold or “the idea 
that the path of the rate book is strewn 
with roses, and that the insurance man’s 
life is all happiness and sunshine, and 
to you, young men, who are beginning 
your career I would say that many 
times in future days you will be over- 
taken by Pharoah’s army of despond- 
ency and will stand face to face with 
the Red Sea of difficulties, but for you 
this sea will become a smooth and even 
road if you will dare to go forward. 


Forced to Go Out 
to Solicit Strangers 


During the first few months of my 
insurance experience I spent the time 
in my home town working among 
friends and old associates, and it was 
my good fortune, as it is with most 
men taking up the work, to write the 
majority of these friends with little ef- 
fort. But the time. came, when at the 
suggestion of my manager, it was neces- 
sary to go out into a broader field. 
For some reason, that I cannot recall 
now, I landed in my new location on 
Saturday. The first man I met was the 
company’s examiner. He very kindly 
advised me that few of the people of 
that community believed in life insur- 
ance, those who did had already been 
sold; and that he would choose some 











We talked at length about the possi- 
bilities and for the first time I stood 
face to face with the “Red Sea of Dif- 
ficulties.” 
hotel and for a long time tried to de- 
cide the best course to take. 
home would be humiliating and most 
embarrassing, because it was the pre- 
diction of the boys that I would be away 
but a few days. To go on was appar- 
ently impossible. 


Called on the Minister 
Who Oppvosed Insurance 


I finally decided to call upon the min- 
ister, who was the leading man in the 
town and who was the chief among the 
opposers of life insurance. If I could 
convert him my work would be easy. 
We had quite a nice visit, talked about 
everything but insurance because, it was 
with fear and trembling that I thought 
of bringing up the subject. Finally I 
told him the purpose of my interview, 
explained to him that I did not want 
to disturb a happy people by injecting 
into their midst a subject that might be 
disagreeable to them and unprofitable to 
me, but before going away I would like 
to explain to him the many advantages 
that might be derived by his people if 
they would come into this big brother- 
hood of life insurance. I endeavored 
to show him how the future orphans of 


—E —————————————— 


I went to my room at the | 


To return | 


= ——— 


l a 
planned to use the commissions on this 
business to pay the expenses of my 
| honeymoon trip. Three of these Parties 
had written me to cancel their applica. 
tions. Again the Red Sea was in fron; 
of me and again I was called upon to 
| possess the faith of the children oj 
| Israel To make a long story shor 
I delivered all but $2,500 of this busj. 
ness, but unfortunately not before | 
had told the girl of my choice that op 
| account of pressing business matter: 
| we would have to delay the honeymoon 
trip until six months later. 


Forget That There Is 
Any Way to Retreat 


To the young man who is facing the 
future, I would say, burn the bridges 
behind you; forget that there is any 
possible way to retreat. We can’t 
change our course many times in life 
and get very far. 

When Napoleon was told by a courier 
during the heat of battle that it was 
impossible to advance in the face of the 
Austrian heavy artillery, the great gen- 
eral sent the word back to the boys 
on the firing line, “Go Forward.” — 

This same brave general earlier in 
his career stood on the bank of the 
Seine in the darkness of night, con- 
templating suicide because he had faced 
a cold world, and had not found a help- 
ing hand. He was about to reach the 
conclusion that he had rather be a 
dead than a living failure, but while 
standing there a glimmering light of 
hope appeared on the horizon of his 
life. He walked away and conquered 
the world. 





Today’s Opportunity for 
Service Is Unprecedented 


Were I permitted to choose the one 
priceless gift, it would not be the suc- 
cess of Napoleon nor would it be a 
completed life with contentment and 
wealth. I would not ask to be crowned 
king of any nation, I would simply ask 
for youth and vigor and the opportunity 


| to go forth in this world of today, that 


I might build a life in a glorious age, in 
this world of possibilities never known 
before by any generation. Today’s ad- 
vantages place upon us responsibilities 
which we must understand. We are 
placed between two great influences that 








af 





Cc. G. ARNETT 


the communitv might be educated and 
the widows might live in comfort with- 
out the wolf howling at the door; that 
instead of being an institution upon | 
which the Almighty frowned it’appeared | 
to be one established and favored by 
Him—evidence of this being the marvel- 
ous progress that had been made by the 
institution that I represented. I saw 
a frown gradually change into an ex- 
pression of endurance and finally the 
last traces of opposition were gone and 
it appeared time to draw the application. 
He signed on the “dotted line” and be- 
fore I left had agreed to introduce me 
to the members of his congregation and 
to use his influence to bring every one 
on dry ground. 


Series of Calamities Was 

Before the Salesman 

On one occasion the best month’s 
work I ever had appeared to have turned 
into a series of the most disastrous ca- 
lamities of my life. A father had bought 
a $10,000 policy for his 15 year old boy; 
a nice looking young widow had pur- 
chased $7,500 of insurance payable to 
her daughter, a manufacturer had 
bought $10,000 of insurance payable to 
his wife, and a machinist had bought 
$5,000 for the protection of his cred- 
itors. The party who had bought the 
policy for his boy was accidently and 
dangerously shot; a house belonging to 
the widow which was one of her sources 
of income was burned; the manufactur- 
er’s wife lost her mind and was sent 
to a sanitarium, and the machinist lost 





other location if he were in my place. 





his shop by fire; worst of all I had 


should inspire us to noble efforts. On 
the one hand are the achievements of 
those who have lived in the past, and 
on the other the voices of.future genera- 
tions calling us on. Will we maintain 
the traditions of our fathers, and pass 
on to these future generations a work 
well done? 


Responsibility Is Before 
Every Individual 


The task is before us, let us burn 
into our hearts the words of Mordecai 
to Esther: “Who knowest but thou are 
come to the kingdom for such a time 
as this?” When this question was asked 
the fate of a nation was in the hands of 
Esther. Your fate, the fate of others, 
and possibly the fate of a nation may 
rest in your hands. You have come to 
this kingdom for this particular time 
and for a particular purpose. We have 
our individual responsibilities which we 
cannot shirk. 


Question to Consider 
Is Debt to World 


The world owes us nothing. The 
question for us to consider is our debt 
to the world. Human ingenuity sup- 
ported by the human will has made it 
possible for us to live in a day of mir- 
acles. There is, apparently, nothing be- 
yond the accomplishment of the man 
who wills to do. The fields of oppor- 
tunity are before us. The human will 
is irresistible. It is the greatest power 
this side of heaven. If you will do 
it, you can become powers in the life 
insurance profession, bring happiness tc 
homes, add joy to mothers and children. 
make old men to pass their last days in 
comfort, strengthen the whole economic 
world, and add wealth and character to 
our nation. 
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LIFE INSURANCE IS A 
BIG FACTOR IN THRIFT 


Edwin A. Olson Says Present 
Generation Is Too 


Extravagant 





SLOW DOWN IN SPENDING 


Declares Legal Reserve Policy Is One 
of Most Logical Forms of Sound 
Investment 


SIOUX CITY, IA., Jan. 27.—That 
the present generation does not appre- 
ciate what thrift is, was the contention 
of Edwin A. Olson, United States at- 
torney for the northern district of Ilh- 
nois, and president of the Mutual Trust 
Life of Chicago, in an address before 
the members of the Life Underwriters 
Association of Sioux City. 

“Human life makes values and life 
insurance insures those values,” Mr. 
Olson said. “The life insurance busi- 
ness stands out not only as the biggest 





EDWIN A. OLSON 
President Mutual Trust Life 


business in the world but also as the 
greatest achievement in recorded his- 
tory, the soundest idea ever conceived by 
man. It is founded on the immutable 
and unchangeable laws of mortality and 
compound interest, two factors of hu- 
man existence that are impervious to 
any power or force yet discovered. 


Is a Leading Business 


“The amount of life insurance in force 
and life insurance assets today are three 
times those of 10 years ago. As a busi- 
ness it represents the most systematic 
organization in the world. Until a short 
time ago the life insurance business was 
placed second to the railway business 
in volume, but that is true no longer, 
for life insurance is now the better con- 
ducted business. 

“In contrast with the railroad busi- 
ness we may consider that all of the 
time there is more than one-half of the 
total railway mileage control in the 
United States either in the hands of re- 
ceivers or bondholding committees. The 
life insurance business, however, 1s 
more substantially organized and never 
presents such difficult financial entangle- 
ments as are involved in the railway 
business. In the past 40 years no policy- 
holder has lost a single dollar in a legal 
reserve life insurance companv 

“Holding in trust more than $11,000,- 
000,000 for 35,000,000 policyholders, the 
life insurance business has multiplied 





itself 33 times in 40 years. Mr. Kendrick, 


out the fact that the aggregated life in- 
surance incomes of American companies 
is such that in five years it would be 
sufficient to pay off our national debts. 

“As an explanation of the tremendous 
growth of this business in such a short 
time we must realize that the Ameri- 
can people have awakened to the fact 
that life insurance alone pays the cred- 
itor when the debtor dies, that it is the 
only thing to keep widows and orphans 
from want should sudden death occur 
and that it is the only business institu- 
| tion that always pays cash over the 
| counter, panic or no panic. The best 
| minds of the country advocate it; it is 
| preached in pulpits, taught in colleges 
}and discussed in business organizations. 
| Bankers recognize insurance as_ their 
safest cornerstone. 


Easy commissioner of lowa, points 
| 





Spend Money Extravagantly 


“Public thrift can be taught by the 
cooperation of bankers and insurance 
men, by application of the fundamental 
principle, to spend less thaw is earned. 
The present generation does not know 
what thrift means. For example, in 
Illinois there are more than 700,000 auto- 
mobiles used exckisively for pleasure 
purposes. The depreciation on these 
automobiles runs into the hundred mil- 
lions each year. Prior to prohibition in 
Chicago, every ten hour day there was 
spent for candy, chewing gum and liquor 
an average of $1,000 a minute. Liquor 
sales now are only a fraction of the 
total expenditure, but shows and other 
amusements make up the deficit. 


Must Support Wasters 


“What is to result if all this spending 
continues? Simply that industry and 
thrift must support wasters and spend- 
ers. Statistics show that now there are 
3,000,000 persons in this country who 
ate being supported by public or private 
charity. Most of this is in the larger 
cities, as for example in New York city, 
where 1 out of each 10 persons dying re- 
ceives a pauper’s burial. Life insurance 
men should advise their policyholders 
to open up savings accounts in banks 
and systematically put aside a portion 
of their earnings. What we need is to 
slow down in spending so that we may 
again recognize the old landmarks of 
frugality and thrift. This is to be done 
only by showing the public the differ- 
ence between legal investment and gam- 
bling. Life insurance is one of the most 
logical forms of legal investment.” 


HELD A SECTIONAL MEETING 





Bankers Life of Lincoln Calls Men of 
Three States to Kansas City 





KANSAS CITY, MO., Jan. 27.—The 
Bankers Life of Lincoln, Neb., held the 
second one of its sectional meetings at 
Kansas City, Monday and Tuesday. The 
first meeting was held at Lincoln, Jan. 
21-22. 

The Kansas City meeting was not as 
well attended as the Lincoln meeting. 
Twenty-five men operating in Kansas, 
Nebraska and Oklahoma qualified for 
the trip to Kansas City. 

A two-day session was held. R. B. 
Garmire, agency director from the home 
office, presided. 

Business sessions devoted to interest- 
ing discussions on various phases of the 
business were held during both days. 
There was a banquet Monday evening at 
which C. P. Peterson, general councel, 
was the principal speaker. 

During the meeting in addition to talks 
by the agent, short addresses were made 
by President H. S. Wilson and Dr. A. R. 
Mitchell, medical director. 

One of the interesting talks was given 
by E. F. Goodrich, general agent at 
Seneca, Kan., who discussed “How To 
Be a Failure in the Life Insurance Pro- 
fession.” 

In addition to the home office men 
who were on the program the following 
officers were present: D. W. Cook, vice- 
president; F. M. Sanders, secretary, and 
i L. V. Meek, assistant agency director. 
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Satisfaction 


There is a sense of satisfaction in represent- 
ing a Company which has long been known as the 


“Policyholders’ Company” because of satisfactory 


service to its members for a period of eighty years. 
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Substantial increases every year 


Ordinary and 


Industrial 


Life Insurance In Force 


June 30th, 1925 
$269 479,554.00 


ASSETS 
$21,606,568.43 
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PROVIDE FOR PENSION 


PRUDENTIAL ADOPTS A PLAN 
President Duffield Announces Schedule 
of Benefits That Will Accrue to 
Retired Employes 





NEWARK, N. J., Jan. 27.—New 
service retirement allowances granting 
decided increases to those employes who 
have grown old in the services have 
been announced by Edward D. Duffield, 
president of the Prudential. The allow- 
ance to all men workers who have had 
25 years or more of service with the 
company and who have reached age 65 
will be based on 1% percent of the aver- 
age annual earnings received in the five 
years of active service preceding the re- 
tirement, multiplied by the number of 
complete years of service. 

The minimum annual allowance to a 
retired employe will be $900, with the 
single exception that the retirement pay 


BOOST NATIONAL CONVENTION 


letins to Officials of All Local 
Organizations 





PHILADELPHIA, Jan. 28.—In or- 
der to make this year’s national conven- 
tion of the National Association of Life 
Underwriters the biggest and best in its 
history, the Philadelphia association has 
just sent out a bulletin to the president 
of every local association throughout the 
country. 

This bulletin carries the message that 
every life underwriter should attend the 
convention at Atlantic City Sept. 15-17. 
In order to do this the Philadelphia as- 
sociation officials through E. J. Berlet, 
publicity committee chairman, are boom- 
ing.the “Easy Payment Plan,” that is a 
savings arrangement whereby every life 
insurance man should put aside some 





shall not exceed 75 percent of the salary 
paid in the last year of active employ- 
ment. The maximum allowance is $5,- 
000, this also subject to the provision | 
that it shall not exceed 75 percent of | 
the last annual salary. The men are eli- 
gible to retire at 65 but must retire at 
70, the women being eligible at 60 but 
finding the: rule compulsory at 65. 


| 


Toronto University Gives Course 


The University of Toronto is con- | 
ducting an extension course in life in- 
surance which will last until March 18. | 
Dr. Griffin M. Lovelace, director of the 
life insurance courses of New York 
University will give a series of lectures 
later in the course. He will talk on 
prospecting, the approach, presentation, 
sale, close, service to clients, budgeting 
to pay premiums, monthly income, pro- 
gram insurance and business insurance. 
The 44 lectures in the course have been | 
divided into three classes: Knowledge | 
essential to a salesman, extraneous aids | 
to salesmen and nwractice .of salesman- 
ship. 





W. F. Sutherland 


W. F. Sutherland has been made 
agency assistant to D. J. Scott, manager 
of the Sun Life of Canada in Chicago. 
Mr. Sutherland has been with the Sun 
Life in Montreal for three years as man- 
ager of the group department in that 
city. Prior to that he was four years 
with the Travelers. He will be active 
in both ordinary and group work in Chi- 
cago. 





| convention as possible: 
| told how to write more policies and big- 
| ger policies—by 


| “Boost it by referring to it in all your 


|is making considerable headway as a 


| very high class radio headquarters and 
| has announced the broadcasting of the 


money each week toward defraying his 


| expenses to the big Atlantic City con- 
| clave. 


Two Big Reasons Given 


The bulletin says there are two big 
reasons why as many members of each 
association should attend the national 
1. They will be 


those who have done 
it; 2. more policies and more insurance 
‘are helpful to every community. 

“Boost this savings plan at all your 
association meetings,” the bulletin says. 


association literature. Five thousand 
life underwriters will become more effi- 
cient if you contribute your share to- 
ward this scheme.” 


Travellers Radio Programs 
The Travellers radio station, WTIC, 


Boston Symphony Orchestra on Satiur- 
day nights. It has recently hooked 
up with Yale University. and broadcasts 
frequent recitals from there, and in 
addition presents well known operatic 
stars from the. studio on Sunday eve- 
nings. A varied program is presented 
each evening and one of the recent fea- 
tures of interest to the insurance world 
was the broadcasting of the annual man- 
agers’ convention held in Hartford the 


STRESS SAVINGS PLAN! NO CHANGE WAS MADE 


Philadelphia Association Sends Out Bul- | 


| succeeded John 








week of Jan. 18. 





MISSOURI STATE ELECTION 





All Officers of St. Louis Company Will 
| Continue Another Year as 
Result of Ballot 

| 





ST. LOUIS, Jan. 25.—Marvin E. 
Singleton, president of the Missouri 
State Life, and all other officers and 
all but one of the directors of the com- 
pany were reelected last week. The 
other officers and directors elected by 
the company were: W. Frank Carter, 
vice-president; John J. Crowley, second 
vice-president; John J. Moriarty, second 
vice-president; Henry Reichgott, second 
vice-president; E, C. Singleton, second 
vice-president;, James J. Parks, fourth 
vice-president; F. H. Morgan, secretary; 
Se Shepherd: actuary, and B. Y. 
Jaudon, medical director; directors: L. 
W. Baldwin, W. Frank Carter, Henry 
Deisel, Sr., Theobald Felss, Robert Mc- 
Kittrick Jones, Charles A. Lemp, Walter 
S. McLucas, E. D. Nims, J. H. Single- 
ton, M. E. Singleton, J. Sheppard Smith, 
D. D. Walker, Jr., and F. O. Watts. 

H. Singleton, the new director, 
Johnston, formerly 
chairman of the board of directors of 
the Liberty Central Trust Company oi 


St. Louis. Mr. Johnston is now asso- 
ciated with Bond & Goodwin, New 
York City, as vice-president, and he 


asked to be relieved of his duties as 
director of the Missouri State Life. 


Organization Club Meets 


Members of the Organization Club of 
the Equitable Life of Iowa held their 
annual meeting at the home office last 
week. Membership in the Organization 
Club is the highest honor that can come 
to a representative of the Equitable of 
Iowa as it is a reward for merit during 
the previous year in the matter of 
agency organization and training of new 
agents. 

The new officers are as follows: Presi- 
dent, Herbert Hendricks, Quincy, IIL; 
vice-president, L. L. Brenneman, Cleve- 
land, O.; secretary, L. T. Boyd, Kokomo, 
Ind. 


B. E. Derflinger 


B. E. Derflinger, former supervisor of 
the Shenandoah Life, has gone with the 
Philadelphia Life as -a supervisor in 
eastern Pennsylvania with headquarters 
in the home office at Philadelphia. Mr. 
Derflinger has established a notable rec- 
ord,: not only’-as a salesman, but as an 


SEEK CLOSER CONTACT 


ADOPT NEW COMMITTEE PLAN 





Home Office Heads of Cleveland Life to 
Keep in Touch With Admin- 


istrative Affairs 





At the annual meeting of the Cleve- 
land Life action was taken for the for- 
mation of two new committees, an in- 
vestment committee and an insurance 
and agency committee. On the first are 
President William H. Hunt as chair- 
man, Charles E. Adams, A. G. Stucky, 
A. F. Young and J. Ernest Teare. The 
latter committee consists of active offi- 
cials, with the idea of placing the real 
administrative affairs in their hands. It 
consists of William H. Hunt, chairman: 
Secretary M. Moore, Treasurer J. 
Ernest Teare, Manager of Agencies Ray 
H. Finger, Actuary George E. Myers 
and Medical Director Dr. J.. C. Placak. 
R. W. Price is the secretary of the com- 
mittee. 

The board of directors was increased 
by the addition of four new men, as 
follows: A. G. Stucky and A. F. Young, 
vice-presidents of the Guardian Trust 
Company; John A. Penton, president of 
the Penton Publishing Company, and 
Ray H. Finger, manager’ of.. agencies. 
Charles E. Adams, president of the 
Cleveland Hardware Company, was 
made a vice-president. 


New Officers of Providers Life 


The Providers Life, which recently 

removed its home offices from Chicago 
to East St. Louis, Ill, electing J. D. 
De Buchananne as president, has estab- 
lished offices in the Metropolitan build- 
ing there. The officers who will assist 
Mr. De Buchananne in the management 
of the company are: George D. De 
Buchananne and J. C. Seger, vice-presi- 
dents; George C. Hargrave, secretary; 
H. J. Wurtz, assistant secretary; E. N. 
Francis, treasurer; . A. Garesche, 
counsel, and Dr. H. J. Hillebrand, med- 
ical director. 
The company closed 1925 with a little 
more than $10,000,000 of insurance in 
force. It is licensed in Illinois, Mis- 
souri, Ohio and Michigan. 





Lundgren Made Assistant 


Among those involved in the Pruden- 
tial’s recent administrative staff changes, 
announced at the annual meeting of the 
board of directors, was Erik A. Lund- 
gren, mathematician, who has_ been 





organizer. 


M. A. NATION, Pres. 


Universal Life Insurance Company 


Dubuque, Iowa 


WE WANT GOOD MEN 


elected assistant actuary. 











WANTED 


WO men who have 


This is an unusual opportunity 
reward which will be in direct 
produce business through others. 
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for a man who is willing to work hard for a 
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THE WISCONSIN LIFE INS. CO., MADISON, WIS. 


HE business of The Wisconsin Life Insurance 

Company has doubled in the past five years. 
The Company, organized in 1895, 
unusual advantages in the matter of low acquisition 
costs, low mortality rate, and high interest earnings 
which have resulted in an admirable record for 
low net costs to policyholders, continuous payment 
Policies are provided for men, 


life insurance awe ap 
Wis- 


to his own initiative and ablity to 


of death claims. 
women and children. 


THE WISCONSIN LIFE 


ossesses many 


INCORPORATED 1895 
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SHOWS BUYING POWER 


_—— 


MAP ANALYZES ALL COUNTIES 





Sales Research Bureau Prepares Colored 
Chart of Insurance Sales Possibili- 
ties Throughout United States 





4 kaleidoscope of ten rainbow colors 
is the appearance of an unusual map of 
the United States just prepared by the 
Life Insurance Sales Research Bureau 
of Hartford for the Manhattan Life. 
There is a significance in the arrange- 
ment of these colors. They reveal from 
the point of view of the ordinary life in- 
surance industry the buying power of 
each county of the United States and 
there are 3,066 of them. It is believed 
that the map prepared by the Research 
Bureau is unusual in two respects: Its 
data are based on a careful analysis of 
the factors which indicate insurance buy- 
ing power and it covers every county of 
the United States. 


Index Was Devised 


Before any steps could be taken to 
measure the consumer demand for in- 
surance, an index was devised by the Re- 
search Bureau in the early part of 1925. 
Six significant factors, the average of 
which for any county gives a close meas- 
urement of the sales of life insurance 
which may be expected from that com- 
munity, were selected. These six factors 
may be summarized as follows: (1) the 
insurable population, or the number of 
native white males 21 years of age or 
over, excluding illiterates; (2) the num- 
ber of personal income tax returns; (3) 
the number of personal income tax re- 
turns from people with incomes of $5,000 
of more; (4) the number of passenger 
automobiles; (5) the value added by 
manufacture, or the difference between 
the cost of materials and the selling price 
of manufactured products; (6) the cir- 
culation of the “Saturday Evening Post,” 
“Ladies’ Home Journal,” and “The 
Country Gentleman.” The average of 
these factors gives an index of the in- 
surance buying power of any county. 
They have been tested out with actual 
insurance sales and found to be closely 
correlated with them. 


Uses of Index 


The original idea of the bureau was 
that this index could be used to analyze 
the various agency territories of life in- 
surance companies which are members 
of the bureau. One of the first com- 
panies to avail itself of this service was 
the Manhattan Life. Vice-President 
James Elton Bragg at once seized the 
opportunity of having a thorough survey 
made of each of his company’s 26 
agencies; it was his belief that the sur- 
vey would make clear just how his gen- 
eral agents were measuring up to their 
responsibilities in the way of getting 
business and developing their respective 
fields. The survey revealed two out- 
standing things: It showed exactly what 
proportion of the insurable wealth in 
the company’s entire territory was con- 
tained in each agency and it showed the 
wealthy and poor counties in each 
agency, 

Measure of Agency Performance 


Here was an actual measurement of 
the work that general agents were doing. 
It showed that while one agent might be 
doing a larger business than his neigh- 
bor, nevertheless on the basis of getting 
the most out of his territory for the 
wealth that is in it, he might rank far 
behind. In some cases it revealed that 
certain agencies were making a poor 
showing; this might be due to the agency 
being newly established, or in some in- 
Stances to inability on the part of the 
general agent himself. A second feature 
of the survey which was found to be of 
Particular value to the general agents 
shows in what part of their territories 
the wealth is concentrated. The an- 
alysis by. counties developed a number 
of very interesting facts. In Virginia, 
for example, out of 100 counties in the 








state, two of them, those containing 
Richmond and Norfolk, together contain 
nearly a third of the insurable wealth 
of the state; the next 18 counties, with 
these two, contain over 70 percent of the 
state’s insurable wealth, and the remain- 
ing 80 counties each contain less than 1 
percent of the wealth, and from the point 
of view of life insurance solicitation may 
well be disregarded. 


Colors Show Possibilities 


This map is the final step in the an- 
alysis of consumer demand. It disre- 
gards the boundaries of states and of 
agencies. Each county is a unit in it- 
self. The map presents a powerful story 
for the guidance of the insurance ex- 
ecutive, for it is designed to lead him 
in the directing of his future activities. 
It enables him to view, from his home of- 
fice, the respective buying power of 3,066 
counties. The buying power of each 
county is represented by the color. Those 
colored in red, comparatively few, are the 
best fields for the sale of life insurance; 
for they have buying power 50 or more 
times the average county. As one might 
expect, the counties in which are located 
New York, Chicago, Philadelphia, De- 
troit and Los Angeles are in red. These 
are the bright spots. Then come orange 
counties; these contain wealth from 30 
to 50 times the average; there are only 
three of these: Pittsburgh, Cleveland 
and Boston. After orange in the scale 
comes yellow, then light green, dark 
green, and light blue. Counties shown 
in these colors are above average; they 
represent good insurance possibilities. 
Then come dark blue, violet, brown, and 
grey. Here we find counties below aver- 
age, and it is clear from the map how 
greatly these outnumber those above 
average. Of the 3,066 counties in the 
United States, 2,596 are below aver- 
age. These can be disregarded for the 
time being in the development of life in- 
surance sales, and efforts concentrated 
upon the prosperous counties, which will 
yield much greater return through in- 
tensive agency work. 

Mr. Bragg had this map completed for 
him by the Research Bureau as a guide 
in the strategic location of new offices. 
With the bureau’s product in his office, 
he can visualize the result of locating 
agencies within the counties that stand 
predominant. The danger of loss of 
money through the establishment of of- 
fices at places with lack of potential de- 
velopment is eliminated for the first time 
in the 100 years of life insurance in the 
United States. 


Northern Life Meeting 


SEATTLE, WASH., Jan. 28.—At the 
annual stockholders meeting of the 
Northern Life J. W. Bailey, executive 
special and one of the leading field 
men, was unanimously elected to the 
board of trustees. 

In reviewing the year’s work, Presi- 
dent D. B. Morgan reported that in 1925 
more than $31,000,000 of business had 
been applied for, of which some $27,000,- 
000 was issued. The gain in insurance 
in force was two and one half times the 
gain of any previous year. More than 
$13,000,000 of insurance was applied for 
in California. Assets now total $5,686,- 
772; the life insurance in force, $56,600,- 
000, which, with the accident and health 
in combination, makes a total of $92,- 
807,500. 

The Northern Life was organized in 
1906 by D. B. and T. M. Morgan, broth- 
ers. It now covers seven states and 
Alaska. The Northern outpost is An- 
chorage, Alaska: the southern, San 
Diego, Cal., and the eastern branch, 
Denver, Colo. 


Columbus Mutual New Directors 


Frank L. Stein and Carl E. Jewett 
were added to the board of directors at 
the annual meeting of the Columbus 
Mutual Life. The old officers and di- 
rectors, headed by C. W. Brandon, were 
reelected. On Dec. 31 the company had 
more than $8,000,000 of insurance in 
force. Assets amount to more than 
$8,000,000. It was declared to be the 
best year in the company’s history. 

















The Agents’ New 
Dignity 


HE agency system, of which we have just 

been reminded, has greatly changed. The 

agent of 40 or 50 years ago was often a man 
who had failed in other business. Gradually 
the general agency business grew up. Compe- 
tent men had general offices and were in close 
touch with the management of the companies; 


they ‘employed sub-agents, appointed, edu- 
cated, helped and dismissed. The general 


agents were important people in the commu- 
nity and kept in touch not only with their 
home offices but with their policyholders. 
There are quite a number of these remaining 
in the different companies; but, as a system, it 
is passing. The former sub-agents are now 
agents. * * * * I suppose one result of the 
change has been to add to the dignity and im- 
portance of the individual agent. Many com- 
panies do not employ part-time agents. Life 
insurance agency is becoming a profession. 
* * * * Company loyalty is now the rule. 
The old days of “twisting” of agents are over. 
It was the Industrial insurance companies 
which set the right example and showed not 
only the wrong but the inexpediency of the 
practice of stealing agents from rivals. 
* * * * It is all to the good to the compa- 
nies, to the public, to themselves, that a life 
insurance agent is a self-respecting, profes- 
sional man who has at heart loyalty to his 
company and fidelity to the insured. 


—From an address by Haley Fiske, President 
of the Metropolitan Life Insurance Company, be- 
fore the Annual Meeting of the Association of 
Life Insurance Presidents, December 4, 1925. 


METROPOLITAN LIFE 
INSURANCE COMPANY 


HOME OFFICE 
1 Madison Avenue, New York City 
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POLITICAL REACTION 
FROM MERGERS SEEN 


Buying Up of Western Companies 
Might Add to Fires of Sec- 
tional Prejudice 


IS MENACE TO BUSINESS 


Nebraska Company Heads Regard Plan 
of Eastern Syndicate as Highly 
Disturbing Factor 


LINCOLN, NEB., Jan. 28.—While 
none of the executives of Nebraska life 
insurance companies who were ap- 
proached on the matter care at this time 
to comment in a formal way on the 
plan of the New York syndicate formed 
to buy up the small and medium-sized 
companies in the west and south, a very 
lively interest is manifested in the propo- 
sition. 

Comment ranges all the way from 
caustic criticism of the political wisdom 
back of such a movement and the un- 
warranted disturbance with economic 
conditions in those sections that would 
follow its success to genuine concern 
lest the operation of economic law seen 
in the trend toward bigger business 
units will make the swallowing up in- 
evitable. 

Plan Regarded as Menace 


Most of them say that it will be com- 
paratively easy to buy the companies 
that from lack of managerial ability or 
some other cause have not been able to 
secure the stability desirable in_ life 
companies, but they believe it will be 
difficult to get control of companies that 
have got over the top of the hill and 
are steadily increasing in assets and 
business by learning how to keep down 
expenses and increase income. All of 
them regard it as a menacing proposal 
disturbing to the business as a whole, 
disruptive of it where it will be attempted 
and with grave doubt whether the dis- 
advantages will be equalled by the ad- 
vantages. ; 

It is not an unusual experience for the 
heads of western life insurance com- 
panies to receive calls and proposals 
from men who exhibit more or less 
anxiety to purchase them in part or in 
entirety, but there have been very few 
sales in recent years. These agents 
usually represent, where they make any 
disclosure at all, that they are making 
the purchase for themselves and asso- 
ciates, so that it is impossible for any 
of the officers to definitely say whether 
back of them is any eastern syndicate. 


Fire Companies’ Experience Cited 


Twenty or 24 years ago a number of 
fire insurance companies were organ- 
ized in the medium-sized cities of the 
west. They were able to finance them- 
selves through stock sales to local own- 
ers of capital, the argument being that 
all profits would be kept at home, and 
that the amount of money available for 
loaning purposes would later proye to 
be so large that the interest money sent 
east in such large quantities would be 
kept at home and available for develop- 
ment purposes there. Where these were 
expertly managed they grew and made 
money, and where they were not they 
proved to be easily purchasable when 
the large eastern companies started to 
buying them. The valuable ones sold 
their stock at very handsome premiums, 
and the buying campaign by the eastern 
companies did not end until practically 
all of them were taken over. 

Some Pessimistic About Trend 

Executives of at least two of the 


younger life companies of this section 
express considerable concern over the 


news that a heavily capitalized syndicate 
in New York has started out to do with 
the life companies of the west what 
was done with fire companies of this 
section within the last score of years. 
Their concern is bottomed on the belief 
that perhaps this is the working out of 
an economic law against which nothing 
can be done by legislation or counter 
movement. They say that they see 
business generally and more or less 
rapidly organizing itself into larger and 
larger units, and they are rather pessi- 
mistic as to whether anything can be 
done about it. 


May Have Political Reaction 


One of the far-seeing heads of a Ne- 
‘braska company who has had wide bank- 
ing experience as well as general busi- 
ness training looks upon this movement 
of eastern capital to swallow up the 
smaller and younger western life compa- 
nies as an exercise of bad judgment, 
considered from the political side. The 
agitation now sweeping the west which 
has for its object the permanent stabil- 
ization of farm products prices is bot- 
tomed on the belief of the people of 
this section that the east is using its 
influence with the government to secure 
advantages for manufacturing that it 
denies to the principal industry of the 
west, agriculture. . 

He believes that a raid on its insur- 
ance interests and the wiping out of 
these reservoirs of capital that this sec- 
tion has been building up for use in its 
own development, coming at a time when 
the farm problem has fanned sectional 
prejudice, is certain to add fuel to the 
flame. 

Would Revive Discontent 


“If these local wells of capital are 
wiped out,” said he, “it will mean that 
all of the profit from loans will be 
drained back into the eastern reservoirs, 
and we will again be in the position 
which caused so much discontent and 
political revolutions in the past, that 
of having the east fix the rate of in- 
terest, determine the character of the 
security and say for just how long the 
west may borrow needed development 
‘money. Here and there in the west 
have been developed insurance centers, 
each with an ambition that it may some 
time be the Hartford of the west. They 
bring, through their collection of pre- 
mium money and the profits from opera- 
tion, very considerable sums of money 
into the cities where they are located, 
and operate to aggregate local capital 
at points where it may be used to finance 
the business of those cities. This new 
movement is certain to be regarded as 
a menace to these communities.” 


Effect of Mortality Factor 


Another executive says that since the 
war the situation in the insurance world 
has changed so rapidly that it is difficult 
to visualize all of the elements and fac- 
tors that have brought this about. The 
war forced up interest rates and thus 
made it possible for the companies to 
‘increase their gross revenues. While 
the rate has shown a tendency to stabil- 
ize itself at a lower level, another fac- 
tor has entered into the calculation. 
Contrary to all predictions to the effect 
the influenza epidemic of 1915-19 would 
force up mortality for a number of years 
to come, on the theory that those who 
recovered were impaired physically and 
would drop off sooner than they were 
expected even under the old liberal mor- 
tality tables, the mortality ratio has 
taken a downward curve, and the expe- 
rience of the smaller western companies, 
as well as of the big eastern companies, 
has been a big surprise to the executives. 


Can’t Afford to Take Chance 


The western companies, because they 
are small in comparison with the giants 
of the east, have been loath to make 
the experiments that the latter are mak- 
ing with the American Men table. While 
their experience is reported favorable 
so far, there is a breaking point in the 
insurance business as in all other busi- 
nesses, it takes a long time to deter- 
mine the soundness of any really large 
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GET PROSPECTS’ VIEWS, | 


SAYS W. W. WILLIAMSON | 





President of Chicago Association 


Tells Wisconsin Men to Think | 
About Prospect 





LOOK AT HIS PROBLEMS | 





Don't Consider Man a “Boob” Because 
He Will Not Buy Life 
Insurance 





W. W. Williamson, president of the 
Chicago Life Underwriters Association 
and manager of the Phoenix Mutual in 
Chicago, in speaking to the agents of the 
Wisconsin Life at their annual conven- 
tion held in Madison, said it is every- 
body’s ambition to make an easier liv- 
ing. He is trying to find the easier 
way. 

He said, “You are in the life insur- 
ance business and so am I for two rea- 
sons, you are there first to serve and 
then to earn. If you can develop an 
easier way of serving people and at the 
same time, earning more money as a 
life insurance counsellor, it is your prob- 
lem to do so. 

“Look at Red Grange. I was in New 
York when the papers announced that 
he had signed his name to various ar- 
ticles and received thousands of dollars 
for it.” “What is your name worth? 
If there is any life insurance to be 
bought in your community, will they 
call for Mr. Johnson? Or will they 
just go to the first life insurance man 
that comes into their heads or the first 
one that comes down the road? How 
much do you study to solve the prob- 
lem of your prospect from his stand- 
point? How many of you admit that 
he has enough common sense to discuss 
his own problems. The men to whom 
you are speaking want sympathy and 
so do you. You want a man to be 
frank with you. Are you frank with 
him? If you do not start to tell him 
some of your problems as an exam- 
ple, the amount of life insurance you 
carry, how do you expect him to tell 
you? That man is going to be frank 
with you if you have a sympathetic heart 
and an understanding mind. 


Think of Prospect 


“My best advice to you is that when 
you.go in to see a man take your mind 
off life insurance and think of him. 
If you have your mind set upon the 
amount of life insurance you are going 
to sell him, have the premium figured 
out and have the commission already 
in your pocket you will not sell him. 
You must think of him. You must 
get over on his side of the desk and 
think as he is thinking. If you adopt 
tactics of this kind you will be sur- 
prised at what you hear that he does 
not say. Forget you are selling life 
insurance until you measure your man. 


Big Men Always in Debt 


“Remember this, big men are always 
in debt. Do not think because a man 
has a big fine office, while he quits that 
he has a big reserve of cash in the 
bank that he is going to turn over 
to you immediately for a life insurance 
policy. The reason that he has a lot 
of money is because he has continually 
kept himself in debt buying things, such 
as stocks and bonds. Until you under- 
stand Mr. Buyer, you cannot understand 
Mr. Seller. 

“The hardest job that you have in 
selling life insurance is to think well of 
the buyer. If you go out of that man’s | 
office, after he has turned you down or 
postponed you, saying to yourself that 
he is a poor boob or that he doesn’t 








— 


know what he is talking about because 
he doesn’t buy life insurance from yoy 
you will never make a success. Even 
if you get a flat turndown and know 
that you possibly never could sell him 
you should think well of him anyhow. 
He has his reasons. To him those rea. 
sons are logical and convincing. Yoy 
have to think well of those same rea- 
sons. At its best life insurance is 4 
very abstract proposition. You are 


| merely selling him a promise. 


Selling Pictures 

“One way in which you can speed your 
success to a great extent is by selling 
pictures. Picture the thing to him. 
Make it clear enough so that he will 
see the illustration you are forming with 
words. One great factor in your success 
is the amount of time that you spend. 
In my own experience, I find that it 
is necessary for a business house to 
have regular hours. Their people must 
start at eight thirty in the morning and 
go to 12 and from one to five. The les- 
son has been learned by a business or- 
ganization that it must have regular 
hours. You are just as much a busi- 
ness institution when you are selling 
life insurance as though you were work- 
ing for a regular business house at a 
job. It is necessary for you to have 
regular hours. You should be on the 
job at eight or eight-thirty and carry 
right through the entire day. You 
should average at least five calls a day. 


Five Calls a Day 


“Make three calls on people whom 
you already know and at least two new 
ones. Above all, you must function 
smoothly when you are selling. The 
sales should not be disturbed as far as 
you are concerned in any way. Have 
your applications in one certain pocket 
always, so that when you reach for an 
application, you will not pull out a 
batch of papers and fumble through 
them and finally find one. Have them 
right where you know they are and you 
can reach in and pull out an application 
and nothing else. The same applies to 
your rate book. Have that in a cer- 
tain pocket, and let it become habitual, 
so that your mind will not be off the 
sale for a minute.” 


BEST SEEING THE PRESIDENTS 
Well Known Advisor to Life Insurance 
Syndicate Interviews Chicago Of- 
ficials—Wolfe Also in City 





Alfred M. Best, well known insurance 
publisher, who has ceme into prom- 
inence recently as being advisor in the 
life insurance syndicate of some $15,000,- 
000 which has been formed to buy up 
western and southern companies and 
merge them into a large institution, was 
in Chicago this week interviewing some 
of the company presidents. S. H. Wolfe, 
the well known actuary of New York 
City, whose firm was instrumental in 
purchasing the controlling interest in 
the Missouri State Life, was also in 
Chicago. It is understood that both 
Mr. Best and the Wolfe firm are acting 
in harmony in connection with the 
syndicate. 


C. H. Symonds Resigns 


Charles H. Symonds, assistant secre- 
tary of the Aetna Life, has tendered his 
resignation to take effect at the annual 
meeting of the company in February. 
He has completed nearly 35 years of 
service with the Aetna. He entered its 
employ in May, 1891, and was elected 
to his present position in February, 1918 

Mr. Symonds is retiring from active 
business and expects to devote consid- 
erable of his time to travel. He has not 
been in good health for the last few 
years, and a year ago was forced to take 
the entire summer off following opera- 
tions. 


Life Notes 


George Ritter, Iowa state agent for 
the American Bankers, who has been ill 
with heart trouble for the past four 
months, is reported reeovering and will 
soon be able to return to his office. 
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| WHEN SHOULD COMPETITION END? 
CHARLESTON MANAGER GIVES VIEWS 


CHARLESTON, W. VA., Jan. 28.— 
The question of the ethics of competi- 
tion has come in for much discussion 
among local life underwriters since E. 


T. Stump, manager of the Metropolitan | 


Life in Charleston, brought up the sub- 
ject at the last luncheon of the life un- 
derwriters’ association. The subject is 
to be the order of business for the next 
meeting. 

“J hope the boys will understand what 


I am asking for and I believe I am in 
the right of it,” said Mr. Stump, when 


asked for a further statement of his 
views. “Of course the subject has been 
brought home to me by reason of cer- 
tain happenings of late, but that only 
indicates that we do not fully under- 
stand each other and we do not under- 
stand just what competition in writing 
life insurance includes. 


Convince Buyer Wares Are Best 


“It is my job to convince the buyer | 


that I am offering the best wares, and 
when I can not do that then the other 
fellow is entitled to the business. You 
would not expect a grocer to go into 
another grocery store and tell a cus- 
tomer that he would find better goods 
and better prices in his store. He might 
waylay the man after he came out and 
ask him to come by and see what he 
had to offer in his grocery around on 
another street. He would not be ethical 
if he should wait outside until the cus- 
tomer came out and then say: ‘Go back 
and leave those packages and get your 
money back, for I can save you some 
money and sell you better goods.’ 


When Competition Should End 


“What I want to say, and what I 
have said, is simply that when I find a 
prospect has signed his name to an ap- 


plication, I shall not talk life insurance | 


to that man until after he has been 
handed his policy from the company 
whose agent got him to sign the appli- 
cation. I call it plain stealing for any 
agent to butt in after my agent has 
secured a signed application. The time 
is then past for competition. 


“Nor will I do anything to get a man | 


to drop his life insurance which he has 
carried for more than a year in some 
other company, in order to sell him a 
larger policy than he may want. He 
may be seeking more life insurance. It 
is my duty to sell him more insurance, 
and this time I shall attempt to get him 
for my company, but when he tells me 
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| he has one or more policies outstanding 
| in other companies, I shall never tell 
him he could save money and get bet- 
| ter protection and better privileges by 


Never Ask Him to Drop Policy 


should duplicate as far as possible the | 


first convention of the association. 


The membership is now 2,230, an in- | 


crease of 282 over last year and an in- 


| crease of 63 over the previous high rec- 


dropping all his old policies and taking | 


| ¢ irely y line with my company. | . 
nm ny sew © y ‘ond, Interesting Program Featured by Ad- 


“IT am through working with a man | 


who has signed an application for a pol- 
icy in some other company until he is 
settled down with his new policy. Then 
I shall approach him to see if he is 
|available for more insurance, but I 
| never shall ask a man carrying a policy 
| or several policies to drop them in favor 
| of what I have to offer. That is all I 
mean and that is all I said. 

| “I am firmly convinced that at this 
day and time, with life insurance so 
| firmly fixed in the minds of the people, 
|an agent should exercise his very best 
judgment in submitting an insurance 
| program; and should also _ practice 
| proper ethics when he comes in compe- 
| tition with another agent of another 
| company. 

“At what point would it be consid- 
ered interference?” he was asked. 

“T claim it would be considered inter- 
ference if the prospective applicant had 
| already signed an application; and I be- 

lieve at this point the rival agent should 

| withdraw and say to the prospective ap- 
plicant: ‘That is fine. I am sure Mr. 
| Doe has mapped out a good: program 
| for you.” 


“Now, there is another very vital ques- 


Wants Companies to Act 
| 
The sooner 


tion right along this line. 
| all of our home offices refuse to issue 
| Policies in competition, the sooner we 

will be able to elevate our profession to 
a much higher standard. 

“T trust that the day will soon come 
when all life insurance companies will 
place in the face of the applications this 
question: ‘Will this policy, if issued, re- 
place any other insurance already in 
force on your life, or application pend- 
ing? If so, give particulars.’ 


that such application will not be acted 
on, and that failure to answer correctly 
will terminate the contract. Then we 
will be able to show the insurance buy- 
ing public that not only are the life in- 
surance companies the greatest financial 
institutions in the world; but the life un- 
derwriter has placed his profession on 
equally as high a standard.” 











Medical Section Meeting 
The annual meeting of the Medical 


Section of the American Life Conven- | 
tion will be held at the Broadmoor Ho- | 
tel, Colorado Springs, Col., June &10. | 
Dr. J. B. Steele, medical director of Vol- | 
unteer State Life, Chattanooga, chair- | 


man of the section, and Dr. James T. 
Montgomery, medical director of South- 
land Life, Dallas, chairman of the pro- 
gram committee, are at work upon the 
program which promises some unusually 
interesting features. 





Rank of States 


In the new business of the Massachu- 
setts Mutual last year, New York led 
with $1§9,293,838. Illinois was second 
with $151,877,855. Then came Massa- 
chusetts with $113,000,960. There is 
guite a drop to the next grade, 4 states, 
Ohio leading the second group with $97,- 


251,966, Then comes Michigan with 
$73,144,718. Pennsylvania is next with 
$71,112,489. 


Owen’s Men Surprise Him 
Ernest W. Owen, manager of the Sun 
Life of Canada at Detroit, was given a 
very happy and generous surprise on his 
birthday anniversary this month when 


| he returned to his office that day and 
|found 61 applications amounting to 
$185,000 insurance from his agents. 
There were 22 agents that contributed. 
Mr. Owen is one of the outstanding 
life insurance managers of the country 
who has made a great success in train- 
ing men. 





Jefferies on Western Trip 


J. Howard Jefferies, assistant to Wil- 
liam Kingsley, vice-president of the 
Penn Mutual Life, has just started on a 
two months’ trip to the far west inspect- 
ing the company’s agencies. Before his 
return Mr. Jefferies expects to visit 
Penn Mutual men in Colorado, Nevada, 
| Missouri, Mississippi, Tennessee, Texas, 
Montana, Oregon, Washington state, 
| Iowa, Nebraska, Kentucky and Califor- 
nia. He will address rallies of the com- 
pany’s underwriters in many cities and 
towns on his “round the circle” swing. 





Canadians Plan Anniversary Drive 
Inasmuch as June 6, 1926, marks the 


“Then let them instruct their agents | 





20th birthday of the Life Underwriters | 


| Association of Canada, it has been sug- } 


| gested a Dominion-wide membership 
drive be made to culminate on June 6 
with a convention in Toronto which 


ord set in 1919. Eight new associations 
were formed during the year, 47 live 
local organizations now being in exist- 
ence. 


SEATTLE SETS HIGH MARK | 


dress by Latest Holder of Daily 
Production Record 


Marked by a talk delivered by Axel 
Dahlquist of Bellingham, Wash., repre- 
sentative of the Equitable Life of Iowa, 
on how he broke the world’s record 
by writing 147 applications on Jan. 6, 
and other good talks, the monthly meet- 
ing of the Seattle Life Underwriters 
last week set a new mark for interest. 

The program was planned to observe 
thrift week. The meeting was held in 
the assembly room of the Metropolitan 
Life at 332 Henry building. Judge King 
Dykeman, publisher of the Post-Intelli- 
gencer and for many years juvenile 
judge, was the first speaker. Dykeman 
declared the big problem before the 
world was the era of extravagant buy- 
ing and he referred to specific cases 
which had come under his observation in 
which families were brought to want 
through extravagance of some member. 

He declared that as a juvenile judge 
the value of life insurance had been 
brought to him in ways he could not 
forget: He said it was a literal truth 
that although wives do not like insur- 
ance, widows do. Dykeman discussed 
the fact that Scandinavians are hard to 





sell for some unexplainable reason, but | 


that this prejudice extends only among 


the men. Their widows, he observed al- 
ways took out policies for themselves | 
and their children. 


Guy D. Doud, field supervisor of the 
Provident Mutual, introduced as a leader 
in selling old age endowment policies, 
said: 


1Y 


& prospect on ordinary life try to sell 
him endowment, and when stuck in sell- 


ing an endowment try te sell ordinary 
life Ordinary life is an endowment 
policy and every man has a desire to 
build a reserve Endowment at age 65 
is best.” 

Mr. Doud cited the case of a man 
who had a perfect budget and how he 
finally sold him a total of $50,000 in 


endowment policies of which he declared 
no company has a monopoly of. 

J. Howard Jefferies, assistant to the 
vice-president of the Penn Mutual Life, 
touched upon high spots in the history 
of life insurance and unleased a battery 
of jokes which swept his audience with 
laughter. 
Henry A 
Administration, 
addressed the 
Franklin. 


gales of 
Prof 
Business 
Washington, 
on Benjamin 


Burd of the college of 
University of 
underwriters 


Kansas City Life Group Meetings 

The Kansas City Life this year, in 
lieu of holding a general agency meet- 
ing, will hold group meetings in the 
different agencies. This is an expansion 
of the schools of instruction instituted 
two years ago. The meetings begin 
with a group meeting Jan. 14 in Okla- 
homa City. Walter Cluff, supervisor of 
the department of instruction, and J. M. 
Barr, vice-president and agency super- 
intendent, will conduct other meetings 
in Oklahoma, Texas and Tennessee, 
concluding with a meeting for Missouri 
and Kansas agents in Kansas City Jan. 


25-28. 





Morrison Garst President 


DES MOINES, Jan. 28.—Tom Bas 
sett, who last year organized and be 
came president of Des Moines’ newest 
life company, the Webster Life, with 
offices in the Valley National Bank 
building, today resigned and Morrison 


Garst, vice-president of the Olmsted 
& Olmsted local agency, was elected 


| president to succeed him. Other officers 


“There is one idea I want to put across | 


which will add ten percent to the pro- 
duction of any man or woman present. 
It is this: the next time when stuck with 


elected are: Vice-president, Tom Sharp- 
nack; secretary-treasurer, F. G. Redfield 
and Sid Upson and Keith Merrill, board 
members. 








First Mortgage Loans (Real Estate)........ 
First Mortgage Bonds (Real Estate)........ 
Government, State and Municipal Bonds 
Real Estate 


Cash in Office 


Agents’ Balances, Ne 


Market Value of Bonds Over Book Value 
Furniture, Fixtures, Stationery, Supplies, 


Totel Assets 


Reserve (Michigan Standard) Including Total 
for Additional Accidental Death Benefits 
Reserve for Disab) Lives 


Thereon 
Reserve for 
Reserve for Gross 
Reserve for Unearned Interest 
Reserve for Salaries, Office 


Paid in 


Total Liabilities 


BAY CITY 
eS 











Financial Statement, December 31, 1925 


SUPERVISED BY THE STATE INSURANCE DEPARTMENTS OF 
SOUTH DAKOTA, NORTH DAKOTA AND FLORIDA, WHEREIN THE COMPANY OPERATES. 


ASSETS 







Real Estate Sold on Contract ( Unpaid Balance)................sc...ssscsscseees 
SD Ub Mi inccaasassencncsessesoccessdgosonsouscossnecesescossoeserecedsoess 
Se SO Bes GR Bio ccccncnccvecccconnccecccceccoecsoscescesesceseosces 
Policy Loans (Secured by their Reserve)...........cc:scccccccccccceccccsccscccceccccecee 
D ecccccecccccocoercesoeseccoeeseecoseocceeeoeeososoece ee 
Te Rg Oe 
Net Deferred and Uncollected Premiums (Reserve Charged in Liabilities) 


LIABILITIES 


and Permanent 


Reserve for Reported Death Losses for Which No Proofs 
Reserve for Dividends Left with Company to Accumulate at Interest and Accrued Interest 


Dividends Due Policyholders on Deferred and Uncollected Premiums 
Premiums Paid im Advanced... ......ceecccccccccececeecsese 


Reserve for Federal, State and Other Taxes, Payable on 1925 Business...... ; 
Capital and Surplus to Protect Policyholders in Addition to the Full Reserve............ 


Pyramids of Progress Annually 


Year Ending Assets Reserves insurance in Force Si . 
December 81, 1916  $ 113,980.20 $ 2,020.35 $ 175,000.00 “ Ry = 
December 31, 1917 161,558.70 16,111,40 1,342,000.00 tion gricul- 
December 31, 1918 234,738.39 61,079.11 2,714,000. 00 tural Life Has 
December 31, 1919 366,549.82 120,849.47 5,931,000. 00 : - 
December 31, 1920 578,562.69 283,403.85 9:779.000.00 Paid to Policy- 
December 31, 1921 801,184.53 484,756.90 10, 860,000.00 holders and 
December 31, 1922 1,025.229.40 711,959.73 11,420.000.00 - : 
December 31, 1923 1,262,912.05 967,226.74 12,325,000.00 Their Beneficiar- 
December 31, 1924 1,559, 848.65 1,250,811.3! 13.668, 000.00 ies, $507,183.93 
December 31. 1925 1,881,523.30 ry 15,328, 000.00 , we 


The Agricultural Life Insurance Co. 
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Close Insurance 
of Year in Force 

1910 $1,754,750.00 
1913 $4,622,353.00 
1916 $8,199,877.00 


1919 ——- $18,040,708.0 
1922 $44,196,439. 


1925 $80,435,3830 
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: 
Special $5,000.00 Policy 
The Cost is Lower than Government Insurance. 
CHILD'S ENDOWMENTS DIREC’ 
Issued from Age One Week. Autor 
Regular Policies Issued from Tenth Birthday. 
Revised Policy Forms and Disability Benefits make them the last word in underwriting. URPI 
THE COLUMBUS MUTU: 
COLUM, O 
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HERY THREE YEARS! 


s [Reason ”’ 


Assets 
Admitted 


$157,232.00 


$404,426.65 
$917,174.26 


0 $1,754,677.10 
) $4,111,080.94 


N0  $8,268,748.23 


FUHER IMPROVED 


NEW DIVIDEND SCHEDULE 
Unusually Low Cost Will Be Still Further Reduced. 






DIRECT HOME OFFICE CONTRACTS with Vested Renewals, Unrestricted Territory, 
Automatic Promotion and Improved Service give agents an Unequaled Opportunity. 


URPLUS TO POLICYHOLDERS, OVER A MILLION DOLLARS 
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PROTECT DEPENDENTS 


ASKS U. S. TO INSURE FLIERS 





Navy Official Would Give Aviators Life 
Insurance Instead of Extra 
Pay Allowance 





WASHINGTON, Jan. 28.—Govern- 
ment insurance for aviators in the naval 
service has been recommended to the 
House committee on appropriations by 
Rear Admiral William R. Shoemaker, 
chief of the bureau, of navigation. 

At the present time, Admiral Shoe- 
maker told the committee, aviators re- 
ceive a bonus of 50 percent additional 

when assigned to flying duty. When 
that assignment is completed, however, 
and they are sent to other duties, they 
lose the bonus and there is considerable 
agitation and dissatisfaction as a result. 

Furthermore, he pointed out, the 
aviators get in the habit of living up to 
their higher pay and but little is saved. 
“If extra remuneration is given to a 
man for the risks that he runs, because 
of the possibilities that he will be killed 
or very badly injured,” he declared, “it 
seems to me that extra remuneration is 
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The 65th Annual Report Shows: 


Premiums received 
during the year 
rr $8, 
Payments to Pol- 
icyholdersandtheir 
Beneficiaries in 
Death Claims, En- 
dowments,. Divi- 
dends, etc. ....... 6,321,524 
Increase in Assets 2,801,996 
Actual Mortality 62.4% 

of the amount expected. 
Insurance in 

Force ........ .$260,530,414 
Admitted Assets 51,457,218 
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allowed, not for his own enjoyment dur- 
ing life, but for the protection of his de- 
pendents. Otherwise he leaves them, 
spending as he goes along, without any- 
thing. Therefore, if, in place of flight 


pay, you gave to every officer in aviation | 


who ran these extra risks a certain 
amout of government insurance, it | 
would take care of his dependents, al- 
though it would not give him the extra 
money to spend while he was in service. 

“That could be arranged very much as 
it is now for government insurance, hold- 
ing over from the war. They have an 
insurance of $10,000. A youngster com- 
ing into aviation could take out $5,000, 
$10,000, $15,000 or $20,000 of insurance 
according to his rank. It might be given 
to him and the premiums could be car- 
ried by the government. It would be an 
economical measure. If you take the 
number of accidents that have occurred, 
and the amounts of the policies that 
would have been paid on those acci- 
dents and compare it with the yearly 
expense that the government is put to in 
additional pay, you will find that it will 
be an economical measure for the gov- 
ernment to pay the insurance rather than 
the flight pay.” 


Indiana State Meeting Held 


A meeting of the State Life Under- 
writers Association of Indiana was held 
in Indianapolis last Tuesday at which 
plans were laid for the coming year and 
new officers elected. It is planned to 
establish a speakers’ bureau which will 
ey assist the local associations. 

F. Johnson of Mack & Johnson of 
Soni Bend, general agents of the 
Northwestern Mutual, was elected presi- 
dent. Guy Ransdell, Indianapolis man- 
ager of the Mutual Life of New York, 
was chosen vice-president and Mansur 
B. Oakes, president of the Insurance 
Research & Review Service, was elected 
secretary-treasurer. 


William Hughes Is Dead 


William Hughes, agency director of 
the Kansas City office of the New York 
Life, died in Yuma, Arizona, Jan. 21. 
He was 63 years old and had been 
agency director for the New York Life 
at Kansas City for 20 years. Jan. 1, this 
year, he was put on the reserve force. 

Mr. Hughes was born in Fayette, Mo., 
and lived there until he was 19 years old, 
when he went west and worked on cattle 
ranches. 

When Mr. Hughes started to work for 
the New York Life, 24 years ago, he was 
in the field. During that time he made 
such a wonderful record that at the end 
of a year, he was made agency director 
at Quincy, Ill. From there he went to 
Wichita, Kansas in the same capacity, 
and later was made agency director at 
Kansas City. 

He was past president of the Life 
ee Association of Kansas 

ity. 

Mr. Hughes’ son, J. R. Hughes, is 
agency organizer for the New York Life 
in Kansas City office. 


Bragg Indianapolis Speaker 


INDIANAPOLIS. — James Elton 
Bragg, vice-president of the Manhattan 
Life, was a speaker at the monthly lunch- 
eon of the Indianapolis association. Mr. 
Bragg discussed, “Increasing Your Bat- 
ting Average.” Mr. Bragg was in In- 
dianapolis for the purpose of speaking 
on the “Indiana Insurance Day” pro- 
gram. 


Johnston on Committee 


Frederick H. Johnston, vice-president 
in charge of the actuarial and statistical 
departments of the Prudential, has been 
appointed chairman of the committee on 
blanks of the Association of Life Insur- 
ance Presidents, succeeding W. H. Pier- 
son, resigned, who has served the as- 
sociation efficiently in that capacity since 
the original appointment of this com- 
mittee in 1920. The other members are: 
H. Pierson Hammond, assistant actuary, 
Travelers, and George W. Smith, vice- 
president, New England Mutual Life. 


PRESENT BOTH SIDES 
| HEARINGS ON DISTRICT CODE 


_—___.. 





| Fire Companies’ Representative Attacks 
Bill Before Congress—Life 
Men Approve It 





WASHINGTON, Jan. 28.—Attack- 
ing Section 29, dealing with rates and 
rate making, of the Capper bill provid- 
ing an insurance code for the District of 
Columbia as a cause of increased rates 
should the code be adopted, J. H. Doyle, 
representing the National Board of Fire 
Underwriters, told the insurance sub- 
committee of the Senate committee on 
the District of Columbia that his or- 
ganization could not favor the measure 
in its present state. 

Stock companies, Mr. Doyle declared, 
would be opposed to opening their books 
and object to filing records as required. 
By putting everyone on the same basis 
as far as rates were concerned, compe- 
tition would be frozen out, he said, and 
reduction of rates in cases where the 
risk was particularly good would not be 
permitted. He referred to the experi- 
ence of the companies in New York, 
Missouri and other states where similar 
laws are in operation. 

Mr. Doyle’s testimony was discussed 
by Superintendent of Insurance Thomas 
E, Baldwin of the District, who declared 
that no rate increases should result from 
the measure, and who sought to have 
Mr. Doyle discontinue his opposition. 

William Montgomery, president of the 
Acacia Mutual Life, and D. M. Lee, rep- 
resenting the Washington Board of 
Trade, gave their approval to the meas- 
ure, and the subcommittee was told the 
bill has the endorsement of the Associa- 
tion of Life Insurance Presidents. 

The subcommittee voted to make a 
favorable report on the bill as a whole 
to the full committee, with the sugges- 
tion that public hearings be held on Sec- 
tion 29. It is believed that this will be 
agreed to, and anyone desiring to at- 
tending the meeting may receive desig- 
nation by applying to O. H. Brinkman, 
clerk of the senate committee on the 
District of Columbia. 


Security of Canada Appointments 


R. C. Murray has been appointed Tor- 
onto city manager of the Security Life 
of Canada. He was formerly in the em- 
ploy of the Continental Life. In 1925 
he was one of the best producers of the 
Continental Life. 

P. J. Dawson, for several years with 
the New York Life, has been ‘appointed 
district manager for Ottawa with the Se- 
curity Life. 


Indiana Department Receipts 


The Indiana insurance department re- 
ports that during the fiscal year ended 
Dec. 30, the receipts of the insurance 
department from fees and taxes were 
$1,657,837, while the cost of operating 
the department was only $63,379, the 
‘balance going into the general treasury. 
Insurance companies have on deposit 
‘with the state department $84,000,000 in 
securities, which is increasing at a rate 
of $1,000,000 a month. Most of this is in 


i the form of deposits by Indiana life 


companies. 


Ohio National to Enter Missouri 


James F. Egan, special home office 
representative of the Ohio National Life, 
was in St. Louis the past week arrang- 
ing for the entry of that company into 
Missouri. Formal application for a 
Missouri license will be filed in a few 
days. Within the next 30 days the com- 
pany will open a general agency in St. 
Louis. 


Will Enter Colorado 


The Springfield Life of Springfield, 
Ill., has applied for admission to Colo- 





rado. 


RAP “SYNDICATE” PLAN 





MUCH OPPOSITION IN TEXAS 





Even Rumors of Proposed Purchase of 
Local Companies Will Have Unset- 
tling Effect 





DALLAS, TEX., Jan. 28.—Practi- 
cally all local life company officials ar 
more or less interested in reports from 
New York that a $10,000,000 syndicate 
is being formed for the expressed pur- 
pose of buying up the smaller and me- 
dium sized life companies in the south 
and west. These company officials, 
while not in possession of the details 
of the “syndicate scheme” believe that 
the control of-a dozen or more smal! 
companies by any eastern. concern 
would be detrimental, not only to the 
companies bought up, but to life insur- 
ance as an institution in the sections 
affected and to business generally in 
those districts. As a general rule the 
life company officials in Texas expressed 
the same views as D. E. Waggoner, 
head of the United Fidelity of Dallas. 


Will Have Disruptive Effect 


Mr. Waggoner said while he was not 
familiar with details of the “syndicate 
scheme,” he believed the organization 
of a holding company for the purpose 
of buying smaller and medium sized life 
companies would be detrimental to the 
life insurance business, even though it 
might be profitable to the “syndicate.” 

“Even rumors of such proposals are 
bound to have an unfavorable effect on 
the agents and the policyholders of 
the smaller companies,” Mr. Waggoner 
said. “Reports that a company is to be 
bought would leave uncertainties in the 
minds of agents and policyholders and 
consequently disrupt business. In Texas 
the small and medium sized companies 
are doing nicely. Some of their earn- 
ings showed a higher ratio than some of 
the larger companies. They are in 
sound condition. Their agents have 
good contracts and are doing good busi- 
ness and their policyholders are satis- 
fied. 

Let the Little Companies Grow 


“Let a report get out that a certain 
company is to be bought by a ‘syndi- 
cate’ and the business of that company 
feels it. Life insurance companies are 
closely related to other businesses in 
their communities and what affects them 
would affect other lines. It is better to 
let the little companies grow into big 
companies. Several Texas ¢ompanies 
have done that and others are on the 
way.’ 

Mr. Waggoner said so far as he could 
see the control of several small compa- 
nies by an eastern syndicate would not 
make policies any safer for the policy- 
holders, commissions any better for the 
agents or earnings any better for the 
minority stockholders. 

Some of the insurance men in Dallas 
expressed the opinion that any effort at 
buying up smaller companies in Texas 
by a syndicate organized for that pur- 
pose would meet with opposition from 
the insurance commissioner and _ the 
attorney general. Such deals would 
have to be approved by these officials 
and it is said no approval would be 
forthcoming for a merger of smaller 
Texas companies with those of other 
states under the direction of a New 
York syndicate, or for the sales of these 
companies to such syndicates, even 
though the names and officers of the 
companies remained unchanged. 


American Convention Headquarters 


The Book-Cadillac Hotel has been 
selected as headquarters for the annual 
meeting of the American Life Conven- 
tion which will be held in Detroit Sept. 
1-3. The Legal Section holds its annual 





meeting at the same place, Aug. 30-31. 
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BIG DEVELOPMENT OF 
SINGLE PREMIUM PLAN 


Combination With Annuity Popu- 
lar Purchase for Men of 
Wealth 


SUBSTANTIAL TAX SAVING 


Provides Safe, Tax Free 4% Percent 
Investment With Life Insurance 
Settlement Options 


One of the newest “wrinkles” in life 
insurance, one which has developed with- 
in recent months, is the plan of selling 
single premium life insurance in combi- 
nation with an annuity as an investment. 
This plan will never appeal to any great 
number of people. It is of advantage 
principally to men with large incomes 
and big estates. But, like the inheritance 
tax insurance, it is interesting to all in- 
surance men, and for those agents who 


have contact with men of means it will 
undoubtedly become a _ considerable 
source of income. 


Becomes an Investment 


_ This plan casts aside the indemnity 
feature of life insurance and becomes 
purely an investment with distinct ad- 
vantages to people of wealth. 

A certain sum is deposited with an in- 
surance company, in return for which 
the insurance company guarantees an in- 
come for life and the return of the 
amount deposited to the estate of the 
policyholder at death. It has most of 
the advantages of life insurance as an 
investment and its big appeal is in the 
saving in taxes that it means to the 
purchaser. 


Example Is Shown 


An example will probably illustrate 
more clearly than any other way. Sup- 
pose a man with a large income and a 
big estate in the upper brackets of both 
income and inheritance tax schedules de- 
cides to purchase one of these single 
premium and annuity combinations. He 
deposits, let us say, $100,000 with the 
insurance company. At his age the thou- 
sand dollar rate for a single premium in- 
surance is $700. Of his $100,000, there- 
fore, the insurance company takes $70,- 
000 and for this provides a $100,000 
single premium insurance policy. With 
the remaining $30,000 an annuity is 
bought which guarantees the assured an 
income for life. This income will work 
out in many cases to be approximately 
4% percent of the total investment of 
$100,000. Some companies which have 
worked out a combination policy con- 
tract for this purpose, balancing rates for 
the annuity and the single premium in- 
surance so that in every case, at every 
age, the income return is 4% percent to 
the assured. 


Will Reduce His Taxation 


Obviously this interest return is not so 
large that it will attract investors by 
that reason alone. But the fact that an 
income from an annuity is free from 
taxation until the annuitant has received 
an amount equal to his original invest- 
ment may make this an important factor. 
It may easily be seen that this $4,500 of 
nontaxable income may reduce the pur- 
chaser’s taxable income from one bracket 
to one lower and thus reduce his rate of 
taxation on his entire estate. , 

In case of the death of the assure 
another tax advantage is given the same 
as in the case of the inheritance tax in- 
surance. The cash settlement of this 
amount is free from taxation up to the 
ordinary limit of life insurance. 

This form of investment has other ad- 
vantages. First, it is absolutely guaran- 
teed as to principal and interest. The 





companies guarantee 3 or 3% percent 
and then pay excess interest earnings. 
One company, the Sun Life, which has 
been writing this for 20 years in England 
and has only comparatively recently de- 
veloped it in America, guarantees 3% 
percent and then pays an additional 
“bonus” of 1 percent. However, it fur- 
ther agrees that in case the company 
sees fit to reduce the interest payment 
to the guaranteed 3% percent, that the 
policy immediately matures in cash at 
the option of the assured. 


Provides Cash Asset 


Of course, all of the optional settle- 
ments, trust agreements and the like can 
be applied to the handling of this fund 
in case of the death of the assured. In 
many cases income settlements are made 
but one of the chief needs in the han- 
dling of a large estate is cash. This 
provides an absolutely cash asset. The 
amount is absolutely guaranteed. There 
is no other investment in which the in- 
vestor can place his money that will 
guarantee exactly the face amount if 
cash is demanded upon the contingency 
of death. Even liberty bonds have been 
known to go down to $85. When any 
stock is thrown on the market in a hurry 
for cash to make the many cash bequests 
which are usually included in wills of 
wealthy men, a sacrifice must be made. 
This plan, which has so many investment 
advantages and at the same time guaran- 
tees a cash surplus at the time the ad- 
ministrator undertakes the settlement of 
the estate is a very attractive proposition 
to many men of means. 


Sun Life Writes the Form 


Most of the business of this class that 
has been written has been placed in New 
York or Chicago. The Sun Life has is- 
sued some very large contracts on this 
plan in the United States. Commissions 
run from 1 to 4 percent, depending upon 
the policy of the company. Special rates 
for annuities on this plan are provided in 
many cases. 

No nicdical examination is required 
when the two forms of policies are writ- 
ten. It must be understood, however, 
that most forms must be placed at once 
and both must be brought back in case 
the business is not placed. 

The Provident Mutual is putting out 
a combined annuity and paid-up single 
premium policy in one contract, the com- 
bined premium for $1,000 principal sum 
being $1,045 instead of $1,000. The con- 
tract guarantees 3% percent interest but 
pays 4.75 on the face amount. This 
amounts to 4.55 on the cash original in- 
vestment. The policy is cashable at its 
face value at any time after it is written. 
It is called “Life Annuity with specified 
payment at death.” 


Mutual Trust Leaders 


H. S. Blaich of Chicago has qualified 
as the 1926 president of the $100,000 
Club of the Mutual Trust Life of that 
city. Myer Greenberg of Hartford, 
Conn., becomes vice-president, having 
produced the second largest volume. O. 
R. Aspegren of Chicago becomes secre- 
tary, standing third in the list. The Mu- 
tual Trust Life in paid-for business last 
year shows $23,059,000 and insurance in 
force $110,291,000. The company is out 
for $30,000,000 this year. 


Travelers Gets Studebaker Group 


The Studebaker Company has taken 
group insurance in the Travelers esti- 
mated to aggregate $40,000,000 of life in- 
surance and $40,000,000 of accident in- 
surance with weekly benefit insurance 
of $6,000,000. The insurance was placed 
through John H. Lloyd of South Bend, 
Ind. It was written on a cooperative 
basis, the company and the workers 
sharing the cost. This gives the Travel- 
ers’ group production for 1926 a flying 
start. 


George B. Sorrels, general agent of 
the Aetna Life at Columbia, S. C., and 
J. Stanley Edwards, general agent at 
Denver, have been appointed general 
agents for accident and health, non-can- 
cellable and group disability business in 
their respective territories. 
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The Teacher Was Giving 


the kindergarten class a lesson in natural his- 
Turning to one small tot, she inquired: 
“What do elephants have that no other animals 


“Little elephants,” was the surprising reply. 


An old-line Eastern mutual life insurance com- 
pany now has agency opportunities for men 
qualified to act as their General Agents in 
Des Moines, Davenport, Sioux City, Dubuque, 
Cedar Falls and Burlington—IOW A—that no 


other companies have. 


Full details will be given in a personal interview 
if you write, in confidence, “Q-74”—care of this 
magazine. 
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Fine Spirit of Fellowship 


THat was a fine spirit of hospitality standing well at home and getting all the 
displayed by President Witt1am H. Hunt business that it can, holding out a wel- 
of the CLeveLanp Lire in arranging for a coming hand to the head of a new branch 
luncheon in honor of JosepH N. Writs, office to be established in the city which 
recently appointed Cleveland branch man- will become a competitor of the CLeve- 
ager of the Sun Lire of Canada. Mr. Lanp Lire and all other companies repre- 
Hunt in a spirit of good will and as head _ sented in the city. The real fraternity in 
of the local life company asked in a num- life insurance was exhibited in this pleas- 
ber of general agents of other companies ant function arranged by President Hunt. 
and representatives of the CLEvELAND Lire Seated around the luncheon table at the 
Unperwriters AssociATION to be present Union Cius were the heads of other gen- 
at this luncheon. eral agencies with whom Mr. Writs and 

This event shows the marked change in his men will come in competition. It is 
attitude of insurance companies with rela- events of this kind that tend to soften the 
tion to their competitors. Here is a Cleve- asperities of business and to bring men in 
land local company desirous always of the same line in closer fellowship. 


Boosting ‘One’s Income Tax 


Tue Nationa Lire of Vermont told be selected so carefully that an agent 
agents they should aim to boost their will have no rejections or at least a very 
1926 income tax returns because they few. The agent can do much in the se- 
will be making more money for them- lective process and save much time by 
selves even if they have to pay the gov- soliciting only high grade risks, and 
ernment much more. keeping away from those where there is 

The first suggestion is that every man considerable doubt. 
secure at least one application a week The next point made by the NaTIonaL 
during the year. That means systematic Lure is that an agent should tie up each 
work, moving along in a regular daily policy to some specific need or needs. 
way, and the work habit thus gets fixed. This will reduce the number of lapsed 
Then the second suggestion is that policies. When a person takes insurance 
agents qualify for their production or for some definite purpose it meets a de- 
agency club at least one month earlier mand of which he is cognizant. That 
than last year. This means that harder naturally appeals very strongly to him. 
work will be done and that there will be Insurance is not likely to be lapsed where 
an extra month for additional produc- the need exists and is properly shown 
tion. The third point is that risks should to the prospect. 


Playing Safe With Life Insurance 


WHEN some big promotion scheme 
fails or when one’s savings are lost in 
an ill-advised investment, the safety of 
life insurance is all the more appealing. 
Frequently objection is made to insur- 
ance as an investment by the wiseacres 
on the ground that they can do so much 
more with their money. That statement 
may be true so long as good luck follows 
the investor. The man of great wealth 
can afford to lose on his investments. 
The man of moderate income cannot af- 
ford to do so. His dollars mean much to 
him. The large capitalist can set aside 
a certain fund for speculation. Its entire 
loss would not cripple him. The ,man 
with ordinary income must conserve his 
resources. Insurance therefore is not 
only a protection but an investment. 

A great number of people are lured 
by the siren song of some promoter 
whose prospectus holds out extraordi- 
nary profits. Very few men have access 


to the inside of the financial and invest- 
ment field. Therefore there is a large 
element in the country that are peculiarly 


susceptible to the Midas-like literature, 
the handsomely printed prospectus and 
the glib talk of the professional stock 
salesman. There are large chances taken 
in these speculative enterprises. They 
are hazardous and most uncertain in 
their results. 

While insurance may not be in the 10 
percent earning class, yet its financial 
returns measured in terms of safety are 
attractive. 

In a recent promotion scheme at Chi- 
cago, which closed its doors, the postal 
inspectors estimated that school teach- 
ers alone had invested in it some $200,- 
000. Here is a class of people that can 
ill afford to sink their savings in an 
unsuccessful venture. There is a lure 
in these hazardous enterprises. When 
one is told that he can earn 20 percent on 
his money or more, and the facts are 
glibly told him by clever salesmen, there 
is always the temptation to take a 
chance. Life insurance always gives cer- 


tain returns. So far as humanly possible 
there is no safer investment. 


Donald H. Clark, formerly editor of 
the “Underwriters Review” of 
Moines, now editor and manager of the 
“Mid-Continent Banker” of St. Louis, is 
editor and manager of a new life insur- 
ance monthly called 
Selling.” 
others is a DePuy publication. Clifford 
DePuy, the publisher, resides in Des 
Moines. 


Clifford Ireland of Peoria, IIl., 
tor of trade and commerce of the state, 
resigned from Governor Len Small’s 
cabinet last week. It had been known 
for some time that Mr. Ireland was 
planning to quit his position. He was 
appointed director of trade and com- 
merce in 1923. He gave his personal 
and immediate attention to the insur- 
ance department and has been looked 
upon as the guiding hand. in that par- 
ticular branch. Mr. Ireland is highly 
regarded by the insurance people, who 
looked upon him as.competent and thor- 
oughly honest. He served in Congress 
from the 16th district, being elected in 
1916, and was in that office for six 
years. Mr. Ireland is an attorney and 
was president of the old Western Live 


Stock Insurance Company of Peoria, | 


which went out of business. 
Mr. Ireland will take a rest of a! 


month or two as he has been on the job | 
He | 


strenuously for the last year or so. 
states that his future field of endeavor 
will not be remotely removed from the 
insurance world. His permanent ad- 
dress will be Jefferson building, Peoria, 


James A. Whitmore, who becomes 
agency manager of the Phoenix Mutua! 
Life, has come to the front in fine shape, 
now taking charge of the agency depart- 
ment. He is a graduate of Northeastern 
University and was with the Home Life 
prior to going with the Phoenix Mutual. 
He has been assistant agency manager 
since Nov., 1924. Mr. Whitmore was 
born in 1880 in Rathbon, N. Y. He was 
associate secretary of the international 
committee of the Y. M. A., and was 
a member of the New York Council in 
Europe. Mr. Whitmore was general 
agent of the Home Life in New York 
where he had a splendid record. Win- 
slow Russell has heretofore given his 
main time to the agency department. 
One of the Hartford papers in telling 
about the change says concerning Mr. 
Russell: 

“Winslow Russell, whose years and 
breadth of service have given him a na- 
tional reputation in life insurance circles 
and a leading position among various 
general business organizations . which 
have as their object the promotion of 
research, of salesmanship and the re- 
duction of distribution costs, will still 
devote most of his thought and energy 
to the promotion of, the company’s sell- 
ing activities and the supervision of its 
agents, but in the capacity of vice- 
president only, and not as vice-president 
and agency manager. The actual posi- 
tion of agency manager will hereafter 
to be held by James A. Whitmore.” 


President Morgan B. Brainard of the | 


Aetna Life and affiliated companies is 
continuing the constant extension of his | 
many activities and following the recent 
announcement of his appointment on 
the investigating committee of three to 
look into the financial speculation of the | 
former state treasurer, he has been 
elected chairman of the board of the 
Bankers Trust Company of Hartford, a 
newly formed bank to transact business 
on Farmington avenue in the section | 


where the Aetna Life will construct its | 


new building and where the Hartford 
Fire, the Rossia and the Aetna Fire are 
now located. 

The Bankers Trust Company is cap- 
italized at $250,000 and $350,000 paid in | 
surplus. Porter Chase, a local real 
estate and insurance man, is president, 





and among the other insurance men on 


Des 


“Life Insurance | 
This magazine as well as the | 


direc- | 


the board of trustees are M. G. Bulke- 
ley, vice-president Aetna Life; Ralph B. 
Ives, president Aetna Fire; Edward 
Milligan, president Phoenix Fire; Arch- 
ibald A. Welch, president Phoenix Mu- 
tual Life; Charles G. Woodward, vice- 
president Connecticut General Life, and 
| William C. Corson, vice-president 
| Hartford Steam Boiler. 

| Chester C. Nash, Jr., who last June 
resigned as associate editor of THe Na- 
| TIONAL UNDERWRITER at its Chicago offic: 
to become editor and publisher of the 
“Ogle County Reporter” at Oregon, III, 
has disposed of his interests at Oregon, 
| and next week will return to his former 
| position with THe NationaL Unoper- 





writer. The “Reporter” is one of the 
well known county papers of Illinois. Mr. 
| Nash desired to try his hand in that kind 
of work, but finds that trade newspaper 
|. dae is’ much more to his liking. He 
lives at Evanston, Ill., and is a graduate 
| of Northwestern University. When he 
| left THe NationaL UNDERWRITER’S serv- 
ice last June, he. had been connected 
with the publication about three and 
one-half years. Mr. Nash proved a very 
efficient. insurance newspaper man, be- 
came well acquainted with the ins and 
outs of the business and had many valu- 
able contacts. 


T. Lloyd Anderson of Chicago has 
been appointed actuary of the Illinois 
insurance department, succeeding J. F. 
Williams, who recently resigned that 
position to become vice-president of the 
Illinois Life. Mr. Anderson took a two- 
year course in mathematics at Armour 
institute in Chicago and then entered the 
service of Donald F. Campbell, an inde- 
pendent actuary of that city, who is also 
professor. of mathematics at Armour. 
Mr. Anderson then took the actuarial 
course at the University of Michigan, 
graduating in June, 1924, as bachelor of 
science. He then returned to Mr. Camp- 
bell’s office as chief assistant. He is 
about 25 or 26 years of age. 


W. H. Kolb of Chicago, manager of 
the life and accident department of the 
Travelers, who has been off duty for a 
number of months on account of ill 
health, was able to attend the recent 

managers’ conference at the head of- 
fice. Mr. Kolb will remain a while in 
the east and then will go to Biloxi, Miss., 
for the winter. It is not thought he will 
get back to his office before May. 


W. D. Haller has resigned as actuary 
in the Iowa insurance department and 
will be succeeded by Ralph Kennon. 
Mr. Kennon was formerly connected 
with the Iowa department as actuary 
and resigned about a year ago to be- 
come secretary and actuary of the Medi- 
cal Life of Waterloo, Iowa. Mr. Ken- 
non is regarded as one of the most ca- 
pable. departmental actuaries in the 
country. Mr. Haller is considering an 
offer from one of the large companies 
'and will remain with the Iowa depart- 
| ment temporarily. 





Franklin Wyman of Wyman & Pal- 
mer, Chicago managers of the Berkshire 
| Life, died suddenly at his home Sunday 
evening. Mr. Wyman was at his office 
| Saturday. On Sunday morning he at- 
| tended church with his wife, made some 
calls during the afternoon, ate the even- 

ing meal and retired about 10:30 
o'clock. Mrs. Wyman heard deep 
| breathing coming from Mr. Wyman’s 
|/room. She hastened to his bedside only 
| to find that he had expired. Mr. Wy- 
man had not been in vigorous health. 
He was of a nervous disposition, but 
| it was supposed that there was nothing 
| organically wrong with him. 

| He was one of the veteran life insur- 
|ance men of the city. For the last 35 
or 40 years he had been actively iden- 
tified with life insurance work in i- 
cago. He was formerly associated with 
the Chicago agency of the Massachu- 
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setts Mutual Life when his brother Wil- | ff 
liam D. Wyman was with that com- 
pany. W. D. Wyman was appointed 
Chicago manager of the Berkshire Life 
and his brother went with him to the 
new ae | as did > a eer ene 
who is still an agent of the Berkshire 
in Chicago; Joseph Loebe, who is now T | N L 
manager at Cleveland, and W. S. Weld, HE NCOLN ATIONAL IFE 
who was ee agents at 
the head office but died a few years ago. 
William D. Wyman was called to the INSURANCE. COMPANY 
home office as vice-president and later 
was elected president. Franklin Wyman 
and Robert F. Palmer, forming the firm pone » Se 
of Wyman & Palmer, became the man- 
agers at Chicago. FINANCIAL CONDITION, DECEMBER 31, 1925 
Franklin Wyman was born in Hills- Pen ; 
poro, N. C., March 8, 1861. He at- 
tended Phillips Exeter Academy and 


| 





graduated at Colby Academy at New ASSETS LIABILITIES 
London, N. H., in 1882. He completed 2 
his sophomore year at Harvard in 1884. First mortgage loans - - $21,906,570.55 Policy, disability and double in- 
Before going into life insurance work (On property appraised at $56,802,968.76) demnity reserves on deposit } 
he taught school and was a book sales- : . . " 7] 
man. He joined the Chicago agency . —s Sri with State of Indiana - $26,248,224.7 
of the Massachusetts Mutual in 1888 and Home Office Building - . 1,644,978.07 Premiums and interest paid in 
went with the Berkshire in Chicago, | (Owned free of incumbrance) . st f 70,658.50 
April 22, 1889. Since that time he has | y F advance - - - 170,658. i 
been continuously with the company. | Other Real Estate - - - 1,191,638.56 Reserve for taxes payablein 1926 277,925.35 
Mr. Wyman was a prominent member | ‘ . 
Death claims reported on which 








of the Hyde Park Congregational | . . : _ a - 
Church and took a great interest in | Cash in benk and office -  - 210,594.91 no proofs have been received 323,920.79 
| ; 
| 


that institution. He was also active in | ee sass ‘ 

the Y. M. C. A. He was married June : a Other liabilities - - = - 101,100.78 

23, 1892, to Miss Mary Louis Bouton | Loans to policyholders - - 3,791,259.52 Set aside for, or already appor- 

of Chicago, who survives. } (Loans not exceeding cash value of the policies) tioned to policies - Bs 411,062.65 
Funeral services were held from the | Pca: ‘ , 

Hyde Park Congreagene Church | Interest due and accrued to Contingency Reserve -_ - 221,161.31 

Wednesday afternoon. The office of the B 2 => 4 Inassi 

Berkshire was closed all day Wednesday | December 31 . 528,105.26 t — $1.500.000.00 

in tribute to his memory. Joseph T. | : ; : surplus - ~ $1,500; : 

Titus, treasurer at the head office, rege | Net premiums in course of Capital Stock - 1,000,000.00 

sented the officers at the funeral. % . i w a ale C 7 6; ° 

Titus was formerly o Chicago man whe collection 980,907.62 Surplus to protect policyholders 2,500,000.00 

went to the head office of the Berk- | i gro are eetemae as tenteneieennnas 

shire when W. D, Wyman took his seat | Net admitted assets - - - $30,254,054.09 $30,254 ,054.09 


there. } —_—_—_ ——— 
Mr. Wyman was a man of rugged | 

honesty. He gave the very best advice | P aha 

to his policyholders. They all had su- | Progress shown in 5~year Periods: 








preme confidence in his sincerity. Mr. | 

lalate haremaaiaans | INCOME ASSETS INSURANEE IN FORCE 
By 2 ae nee a > a. ~ 1905 - - $ 129,000 1905 - - $ 116,000 1905 - - “$ 570,000 
the Central Life of Des Moines. He is 1910 - - $ 216,000 1910 - - §$ 485,000 1910 - - $ 5,400,000 
a eee y of en a OS 1915 - -  §$ 1,010,000 1915 - - §$ 2,418,000 1915 - - $ 25,084,000 
Ta t 1921 and receive is mas- = . 

ie daen-o year later. He is a fel- 1920 - - $ 5,130,000 1920 - - $10,286,000 1920 - - $159,349,000 
low of the American Institute of Actu- 1925 - - $12,695,000 1925 - - $30,254,000 1925 - - $404,061,000 


aries and an associate of the Actuarial 
Society of America. He started with 
the Lincoln National Life in 1920 in the . ‘ 
underwriting department and then was Growing reasons why wt pays to— 
switched to the actuarial department in 
1922. He served as actuary for the 
Farmers National Life from 1923 until ; 
he went with the Central Life. He is LINK UP(())WITH THE 
29 years of age. 


Miss Nell B. Drake, actuary for the 
Midwest Life of Lincoln, was elected 


a member of the board of directors at 
the annual meeting. Miss Drake is the 


meg Boog Wp tT The 

cissa Snell, sister of President N. Z. , 

Snell. She succeeded B. F. Hastings, e bed 
Lincoln National Life 
Insurance Company 


banker of Grant, Neb. Miss Drake has 
“‘Its Name Indicates Its Character’”’ 























been in charge of the actuarial work of 
the company for several years and is 
thoroughly grounded in life insurance. 


A_record has been established by 
. F. Griner of Dubuque, Ia., a mem- 
ber of the Cedar Rapids agency for the 
Equitable Life of Iowa. Mr. Griner | 
has been an agent for two and a half | 
years. He has written $2,250,000 busi- | 


ness and has had only one lapsed policy. | 
_— } 


Miss Luella Clarke, department man- Lincoln Life Building Fort Wayne, Ind. 
ager for the Equitable Life of Iowa, 
has been elected to the newly created 
—. y publicity chairman of the in- 
dustrial council of the national women’s ° 
party. Miss Clarke has gone to the More Than $400,000,000 in Force 
national convention, being a state dele- 
gate from the Business and Professional 
Women’s Club of Des Moines. 


HH. O. McClure, president of the Atlas 
Life of Tulsa, Okla., was in Chiaga,) i —— 
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Southland Life 


Insurance Co. 
DALLAS, TEXAS 
HARRY L. SEAY, President 


Insurance in force 


$100,000,000 
Admitted Assets 


$10,600,000 





Advantageous agency contracts open to men 
of ability and integrity in 
TEXAS 
f INDIANA 


TENNESSEE 
MINNESOTA 


Our standards are high, our requirements 
strict, but we can offer remunerative and 
pleasant agency connections to the right men. 


CLARENCE E. LINZ 
Vice-Pres. and Treas. Agency Manager 




















BUSINESS OPPORTUNITY 


A Chicago General Agency of one of the largest 
though most conservative Life Insurance Companies, 
desires the services of a man of energy and sales 
ability who has built up a personal acquaintance 
among business and professional men. The agency is 
equipped to give him a thorough education in life in- 
surance and an insight into the most proficient selling 
methods. Unusual opportunity for the right man to 
build up a large income. 
. Address Q 79, 
The National Underwriter 





Monday of this week, and attended a 
luncheon given in his honor by the 
Chappel & Jansen agency, general agent 
of the company, in his honor. Mr Mc- 
Clure is enthusiastic over the possibili- 
ties of his company and is a booster for 
the southwest. Mr. McClure has been 
in Oklahoma for 20 years, having lived 
prior to that for a similar period in 
Chicago. He pointed out that for its 
age—six years—the Atlas Life had made 
a very remarkable and _ satisfactory 
growth. He said that in the near fu- 
ture the company would announce a 
child’s endowment policy for educational 
purposes. 


A memorial service in honor of the 
late George president of the 
Bankers Life, of Iowa, was broadcast 
over Bankers Life station WHO, Sun- 
day evening of last week. 


Mr. and Mrs. Clifford McMillen of 
Milwaukee will embark from New York 
on Feb. 6 for Europe where they will 
spend about six weeks in England, 
France and Germany. Mr. McMillen is 
home office general agent at Milwaukee 
for the Northwestern Mutual Life. 


W. A. Lindly, one of the pioneers in 
the building up of the Security Mutual 
of Lincoln, is now in his 80th year, and 
at the recent annual meeting was re- 
lieved of the duties of treasurer, but con- 
tinued as the head of the actuarial de- 


—:}! 


partment. Resolutions were adopted ex- 
pressive of the appreciation of policy. 
holders in his work in helping put the 
company where it now is, and regret 
that age had necessitated less active 
work. It was voted that his salary be 
continued, and that he may work when 
he wishes to do so. 


John V. Keenan of the Internationa! 
Life had a unique record in 1925. The 
first eight months of the year he pro- 
duced $536,087 of new business in his 
old home town, Kansas City, Mo. Then 
he jumped to Denver, Colo., and in a 
new territory turned in $533,000 in four 
months’ time. Mr. Keenan’s remarkable 
success in Denver is due to a pleasing 
personality, keen wit and humor, a 
thorough knowledge of his business and 
the fact that he is a good judge of 
human nature. 


Rulon M. Wells, former Utah insur- 
ance commissioner and well known Salt 
Lake City life insurance man, is on his 
way home from South America, where 
he went some months ago as a Mormon 
missionary. Mr. Wells’ health failed 
him, friends said. 


Thomas W. Blackburn, secretary ot 
the American Life Convention, and Mrs. 
Blackburn were in Chicago Tuesday en 
route to New York from which port 





they sailed on a trip abroad Wednesday. 














LIFE AGENCY CHANGES 


— 











MONTANA LIFE APPOINTMENTS 





General Agents Are Named for Some 
of the More Important Points 
in the Field 





J. Edwin Fischer has been appointed 
general agent of the Montana Life at 
Redlands, Cal. He was with the Metro- 
politan Life for four years and with the 
Aetna Life for a similar period. 

Col. Henry H. Brown has been ap- 

pointed general agent at Sacramento, 
Cal., succeeding J. F. Finnerty, who re- 
signed on account of ill health. Mr. 
Finnerty will remain as a member of 
the Sacramento agency. Since leaving 
the army, Colonel Brown has been en- 
gaged in the bond business and organi- 
zation work. 
J. W. H. Fisher of Great Falls, Mont., 
for a number of years engaged in bank- 
ing in the state and more recently con- 
nected with the Wall Finance Corpora- 
tion, has resigned to become general 
agent of the Montana Life at Fargo, N. 
.. covering 11 eastern North Dakota 
counties. S. D. Cook of Bismarck has 
the general agency for the rest of the 
state. 





J. Lawrence Day 


The National Life of Vermont an- 
nounces the appointment of J. Lawrence 
Day as general agent for Maine with 
headquarters at 29 Exchange street, 
Portland. He is a graduate of Dart- 
mouth College and the Amos Tuck 
School of Administration & Finance. 
He has had a splendid life insurance ex- 
perience. Wilson will continue 
with the company, having his headquar- 




















ters in the Pear! building at Bangor. 





O. W. JOHNSON, PRESIDENT 





THE SECURITY LIFE INSURANCE CO. OF AMERICA 


...Over Fifty Million 
....Over Six Million 


WITH 
I he oo i etc eeeceebedees edeewans 
cine seapasespeheendiebiketdhindeséseokceas 
AND THAT HAS 
Paid Policyholders since organization.................. 


seneduul Five Million 
WANTS—General Agents and Managers in 17 states 
Contract—Commissions or commissions and expense allowance 


Address S. W. GOSS, Vice-President, The Rookery, Chicago, IIl. 











TAKES THE LIFE DEPARTMENT 





A. A. Butler Is Made Head of Work 
in Chicago City Office of Con- 
tinental. Assurance 





A. A. Butler has been appointed man- 
ager of the life department of the down- 
town branch office of the Continental 
Casualty and Continental Assurance in 
Chicago. Mr. Butler comes from Ster- 
ling, Colo., where he has been president 
of the Northeast Colorado Investment 
Company, a real estate and insurance 
firm, acting as district manager for the 
Pacific Mutual Life. Mr. Butler has 
been with the Pacific Mutual in some 
Capacity or other for the past 14 years. 
He began with the eompany in its home 
office and then went to the eastern de- 
partment in Chicago as assistant to the 
cashier. He was then made manager in 
West Virginia where he continued until 
he went to Colorado a few years ago. 
Mr. Butler will develop the non-can- 
cellable business of the Continental 
Casualty as well as the life business for 
the Continental Assurance in Chicago. 

In organizing the new agency, Mr. 
Butler will give his attention to brokers 
who have surplus non-participating lines 
and to the training and development of 
his sales organization. 

A training school for salesmen, con- 
ducted by Roy L. Davis and supported 
by the Chicago agency and genera! 
agents, is being conducted at regular 
intervals at the home office of the Con- 
tinental Assurance. 


WASHBURN IS STATE MANAGER 
Peoples Life of Chicago Appoints In- 
diana Man—J. P. Morgan Gets 
the Kansas City Agency 





The Peoples Life of Chicago an- 
nounces the appointment of C. H. Wash- 
burn as state manager for Indiana with 
headquarters at Indianapolis. Mr. Wash 
burn was formerly in the life insurance 
business but has been out of the busi- 
ness for several years. 

The company also announces the ap- 
pointment of P. Morgan as city 


manager for Kansas City, Mo. Mr. Mor- 
gan represented the company in St 
Louis. He will be under the jurisdiction 
of A. M. Griffin, state manager in Mis 








Bre 
point 
Life ; 
is a 
Alab: 
life in 


cover 
outsi 
way. 

super 
dutie 
each 

field. 








January 29, 1926 


LIFE INSURANCE EDITION 














souri. . . . . 
record with the company and it is in 


Mr. Morgan has shown a fine | ant to Manager Bert E. Corporon of 


St. Joseph; R. W. Rothrock of Wel- 


recognition of this good work that he | lington, Kan., promoted to field assistant 
has received the Kansas City appoint- | under Manager John Schumacher of the 


ent. 

The Peoples Life showed a fine year 
during 1925 with $4,250,000 new busi- 
ness. 

Eary in April the company will have 
its entire field force in Chicago for one 
day. Very little time will be given over 
to business matters. The entire day will 
be devoted to the agents to give them an 
opportunity to become better acquainted 
with themselves and company officials. 
During February and March the com- 
pany will conduct a production contest 
among the agents and the prizes will be 
awarded at the banquet in April. 





K. L. Morse and R. C. Hunt 


The firm of Morse & Hunt, general | 


agents of the New England Mutual Life 
at Worcester, Mass., has been dis- 
solved. Kenneth L. Morse succeeds to 
the old firm and Robert C. Hunt is ap- 
pointed general agent at Providence, 
R. L., succeeding John F. Day, who re- 
turned to Boston as sales director in 
the Moore & Summers general agency. 
Morse & Hunt took charge at Worces- 
ter in June, 1921, following the promo- 
tion of Wilbur B. Sprague to Rochester, 
N. Y. 





Brandon & Slingluff 


Brandon & Slingluff have been ap- 
pointed managers of the 
Life at Birmingham, Ala. Mr. Brandon 
is a brother of Governor Brandon of 
Alabama. Mr. Slingluff is a well known 
life insurance man. 


J. S. Miller 


J. S. Miller of Pikeville, Ky., has been 
recently appointed general agent of the 
Pan-American Life in Kentucky, Vir- 
ginia and West Virginia. 





Pan-American | 


| 











He has been | 


with the company for a number of years | 
but has only devoted a part of his time | 


to the business. He has associated with 
him Linton Trivette, a banker of Pike- 
ville. 





Slane Stump 


Slane Stump has returned to Des 
Moines to become assistant agency 
manager for Iowa under Roy H. Heart- 
man of the Des Moines office, the Equit- 
able of New York. Mr. Stump has been 
district manager at Cedar Rapids for the 
past year, prior to which time he was 
for four years with the Heartman 
agency at Des Moines. : 

Lloyd Moorhead, formerly district 
manager at Mason City, will take charge 
of the Cedar Rapids office. Vaughn I. 





Griffin will take charge of the Mason | 


City office, succeeding Mr. Moorhead. 


Oak E. Davis and Ray Davis 


Oak E. Davis has resigned as general 
manager of the Security Mutual of Lin- 
coln, and will confine his activities in 
the future to Nebraska, resuming his old 
duties as state manager. Mr. Davis feels 
that larger results can be obtained by 
more intensive work in the home field, 
after a year’s tryout of attempting to 
cover the entire territory served. The 
outside field will be handled in another 
way. Ray Davis has resigned as field 
supervisor and will resume his old 
duties as a producer, he and his brother 
a producing $300,000 a year in the 

eld. 





Forrest A. Roberts 


Forrest A. Robers, manager of the 
Phoenix Mutual Life at Indianapolis, 
has resigned that position to return to 
the Kansas City agency of the Equita- 
ble Life of New York. At the time he 
took the managership for the Phoenix 


Mutual he was one of the Equitable’s | 


largest producers in Kansas City. 

The following promotions in the Kan- 
sas City agency are announced: W. P. 
Moore, field assistant, formerly of Chil- 
licothe district at Trenton, Mo., is trans- 
ferred to Cameron, Mo., as field assist- 


| 








Wichita district. 





Earl H. Weltz 


Earl H. Weltz of Swarthmore, Pa., 
has been appointed general manager for 
the National Life of Vermont in Phila- 
delphia and eastern Pennsylvania with 
offices at 701 Packard building, Phila- 
delphia. He is a graduate of Swarth- 
more College and was employed for a 
few years as a chemist by the Du Pont 
Company. He engaged in the study and 
practice of life insurance a number of 
years ago. H. K. Read will remain with 


| the company as manager but will devote 


his time to personal service. 


Paul C. Boyd 


Paul C. Boyd, who since November, 
1923, has been assistant supervisor of 
agencies at the home office of the United 
States Life, has resigned and will act as 
general agent of the company for 
greater New York. 

Mr. Boyd’s activities in the super- 
visory field of the United States Life 
were concentrated in the eastern agen- 
cies, particularly those in New York, 
New Jersey and Pennsylvania. 

The change allows him to be more at 
home, and to build up a personal busi- 
ness. 








Edgar Webb 


Edgar Webb, for some years con- 
nected with the Indianapolis office of 
the Equitable Life of New York, has 
been appointed assistant agency man- 
ager, Frank L. Jones being manager. 
Mr. Webb is a close student of life 
insurance and for the past two years has 
been instructor of the life insurance 
salesmanship class in the local Y. M. 

ay 8 





R. F. Altenhofer 


R. F. Altenhofer, a special representa- 
tive for the Equitable Life of New York 


|in Milwaukee for the past five years, is 
|now associated with 


the Wisconsin 
agency for the Mutual Life of New 


| York as city superintendent. 





Life Agency Notes 


Miss Marion O’Connell, well known in 
Sioux City and northeastern Nebraska, 
where she formerly lived, has joined the 
forces of the Sioux City branch of the 
Mutual Life of New York. 

Lester R. Horst and Roy L. Barker of 
Davenport, Ia., have been appointed spe- 
cial agents of the Indianapolis Life for 
the tri-cities and will be associated with 
the Davenport agency of which Harold 
J. Plack is manager. 

T. E. Burke, who has been in the in- 
surance business at Langdon, N. D., since 
1896, has disposed of his interests there 
to the new real estate firm of Groom & 
Peterson, but has renewed his contract 
with the Northwestern Mutual Life and 
will act as district agent for it in north- 
ern North Dakota. Mr. Burke will con- 
tinue to make Langdon his home and his 
business headquarters. 





NEWS FROM THE EAST 


RESULTS OF BEQUEST EFFORT 
Edward A. Woods Agency Devotes a 
Day to Solicitation for Benefit of 
Charitable Institutions 

















Life insurance men have been inter- 
ested in what was accomplished by the 
Edward A. Woods Agency of the Equi- 
table Life of New York at Pittsburgh, 
which put on a bequest day, Dec. 18, dur- 
ing which all agents were asked to 
solicit insurance for bequests. This nat- 
urally was pioneer work. A number of 
agents did not participate because of ill- 
ness or other reasons. On bequest day, 
335 of the Woods agents interviewed 
1,370 prospects in the interest of 545 
charitable organizations. It resulted in 
57 applications for $169,500, all for chari- 
table and philanthropic purposes. Mr. 
Woods believes that setting aside cer- 





C. B. SVOBODA 
Secretary 


Cc. B. ROBBINS 
President 


The Old Line 
CEDAR RAPIDS LIFE INSURANCE Co. 


Cedar Rapids, Iowa 
Financial Condition December 31st, 1925 
ASSETS 
First Mortgages on Farm Lands, and Real Estate............. $1,982,642.76 
Municipal Bonds and Liberty Bonds.................eeeeee0e 45,741.11 
Premium Notes and Policy Leams......ccccccscccscccscccccess 444,836.81 
Cash in Banks and Office and Other Ledger Assets............ 77,393.00 
Interest Accrued and Net Uncollected and Deferred Premiums 109,837.73 


(Reserve Charged in Liabilities) ~~ 
a i dbhds Gdn icedauesasecsiusseseasecccnweet $2,660,451,41 


Less Assets not covered by Reserve............csccecceecees 42,270.87 
SE I chs da ngls chew Giudiadisdadhek beddbanccaucuweseaeue $2,618,180.54 
LIABILITIES 
Tax Reserve and Other Liabilities. ................c0sccceeees $ 29,756.43 

Legal Insurance Reserve and Reserve for Special 
BEEP SOT RAIS Ta ee $2,338,080.34 


TOTAL FOR PROTECTION OF POLICYHOLDERS.. . .$2,588,424.11 
$2,618,180.54 


HOW WE ARE GROWING 


End of Gross Assets Insurance In Force 
1906 $ 43,278.91 000.00 
1908 53,106.27 1,120,495.00 
1910 142,741.60 2, 154,370.00 
1912 237,351.38 3,004,245.00 
1914 366, 655.33 4,612,580. 00 
1916 535,795. 19 » 766, 062.00 
1918 790,890.90 7,700,619.00 
1920 1,225,215.29 12,421,688.00 
1921 1,488,411.12 14,010,604.00 


1923 2,045,934.15 — 15,335,721.00 
1925 2,660,45141 17,599,610.00 


GOOD Chance for GOOD Men to Build GOOD Future 
IOWA MINNESOTA SOUTH DAKOTA NEBRASKA 























Ohio, Michigan, Washington, D. C. 
West Virginia, Georgia, Louisiana 


Unusually attractive General Agency 
contracts, direct with the Heme Office, ase 
now available in these states. 

Non-participating life, group, salary de- 
duction and accident and health insurance. 

Tbe Company showed a gain of over 50% 
in insurance in force last year, its twelfth 
year. There is a reason. 


Write 


GEM CITY LIFE INSURANCE COMPANY 


I. A. Morrissstr, Vice Pres. 
DAYTON, OuIO 
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Many Older... 


Some Larger.. 
— Our growth has 


been constant and 
substantial. 


Over 
$20,000,000.00 | 


in force—the result of three 
years and eight months’ 
actual operation. 


None Better... 








Splendid opening for General 
Agents in: 
Illinois, Iowa and Missouri. 


CHICAGO NATIONAL 
LIFE INSURANCE CO. 


202 South State Street 


Chicago, II. 
WRITE A. E. JOHNSON, AGENCY MANAGER 


































Life Companies! 


6% Real Estate Mortgages 
are a profitable investment 


HE Irving National Mortgage Company, an 

experienced and conservative house, offers to 

insurance companies for investment an unusually 

attractive group of 6% First Mortgages which meet 

i in every particular the requirements of insurance 
companies. 


All of these mortgages are secured by First Mort- 
gages on Improved Real Estate located on Chi- 
cago’s Great Northwest side, a stable and flourish- 
ing section of the city. They are offered only after 
a most thorough investigation of the property and 
borrower and after receiving the approval of a loan 
committee composed of Real Estate men, Contrac- 
tors and Bankers of wide experience. 







This proposition is sound and awaits your investi- 
gation. We are confident that we can serve you 
to advantage. 







Irving National Mortgage Co. 


Under National Bank Management 
4201 Irving Park Blvd. 


CHICAGO, ILLINOIS 


Offices with 
























tain days of the year for bequest pur- 
poses, if properly managed, could be 
made most profitable to organizations 
depending on gifts and help from the 
public at large. 


HOME OFFICE SALES SESSION 








January Congress of Detroit Life 
Agents in Home City Was Nota- 
ble Gathering 





The January sales congress of the De- 
troit Life home office agents has be- 
come an annual institution of great im- 
portance. The congress took place last 
week. This annual meeting of the 
agents who work in Detroit and imme- 
diate vicinity, and who are affiliated with 
the Detroit Life activities, was insti- 
tuted at the suggestion of President 
O’Brien. From a small beginning, it 
has developed, through the enthusiastic 
cooperation of Vice-Presidents Fishman 
and Walsh and all of the general agents 
in Detroit, into a gathering of great 
helpfulness, particularly to the begin- 
ners in the work. 

There were three speakers, Rabbi Ja- 
cob Bienenfeld; who for a number of 
years was life insurance lecturer for the 
Mutual Life at New York; J. Earle 
Brown, well known Lansing insurance 
attorney and director of the Detroit 
Life, and William Repaid, sales manager 
for Liddell & Chandlin. 

The meeting was presided over by 
President O’Brien, and in his introduc- 
tion he explained the cooperative help- 
fulness of regular meetings of the agen- 
cies, such as those conducted by the 
“Don’t Worry” club of the Fishman 
agency and by Manager Frank M. 
Hayes of his Detroit agency. 

Following the sales congress, the an- 
nual January party of the company was 
given in honor of the remarkable sales 
production of the Fishman agency in 
1925. It took the form of a dinner- 
dance. The attendance was 250. 


WITTEN HOLDS CONFERENCE 


Massachusetts Mutual Life Men at 
Cincinnati Listen to John W. 
Yates of Detroit 





With John W. Yates, the company’s 
general agent and successful personal 
producer at Detroit, as the attraction, 
the largest number of active producers 
of the Cincinnati agency of the Massa- 
chusetts Mutual gathered for the annual 
meeting. Mr. Yates in an attention- 
compelling manner led up to the crux 
of his talk, which featured the program 
of life. He showed very clearly that 
while there should not be any attempt 
to camouflage, it is quite easy to secure 
the attention of the prospect with posi- 
tive and unique statement, and interest 
him in life insurance without using that 
term. Abner Thorp, Jr., editor of the 
Diamond Life Bulletins, who tied up 
with Mr. Yates’ subject a splendid dis- 
cussion of life insurance trusts. Mr. 
Thorp showed how the agent could 
benefit by co-operation with the trust 
departments of large banks, or with 
trust officers themselves. This may be 
done very successfully even where the 
estates are small. 

The afternoon program was devoted 
to a further exposition of the Yates 
selling method, 

During the day the executive session 
of the agency was held and the fol- 
lowing officers were elected: 

President, Benj. Mielziner; vice-presi- 
dent, Paul Romaine; secretary and treas- 
urer, Miss Verena LeSaint. 

In the evening the entire group gath- 
ered at the University Club, where the 
annual agency dinner was given by 
Manager and Mrs. Laurence C. Witten. 


Led New York City Agencies 


The Martin T. Ford agency of the 
Equitable Life of New York led the 
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company last year. The business from 
this agency amounted to $15,000,000, 
which was $5,000,000 over its allotment. 
There were 55 new men taken on dur- 
ing the year and the total business from 
them amounted to $2,775,000. The 
agency has set $20,000,000 for this year. 





Inheritance Tax Course 


The spring class of the New York 
University inheritance tax course for 
life underwriters will begin Feb. 1 next. 
Those eligible to enter the course em- 
brace graduates of the life insurance 
training course, members of the Life 
Underwriters Association, managers or 
general agents, or those who have had 
three years’ experience as_ soliciting 
agent with a record of not less than 
$300,000 of paid-for insurance the past 
year. 





Hopkins Visits Agencies 


A. M. (Mose) Hopkins, manager of 
agencies of the Philadelphia Life, has 
started 1926 by visiting the various 
agencies. He in company with Col. 
Edw. J. Boughton, general attorney for 
the company, visited the Stegman 
Agency at Newark, N. J., on Jan. 6-7. 
The Stegman Agency is making rapid 
and substantial progress. 

Manager Hopkins journeyed to Cleve- 
land, arriving there just as Earle J. 
Strickland, supervisor in Cleveland, and 
his staff were celebrating their good re- 
sults of 1925 with a dinner. At that 
dinner Mr. Hopkins made his usual 
boosting talk. 

From Cleveland, O., Manager Hop- 
kins went to Pittsburgh, where a pri- 
vate conference was held with Super- 
visor Walter M. Ivey, who will soon 
move into new offices in the Keystone 
Bank building. 

William M. Gordon, supervisor for 
North and South Carolina for the Phila- 
delphia Life, was a recent visitor to the 
home office. He persuaded Manager 
Hopkins to promise to visit his territory 
in the near future. 





Plan to Conserve Proceeds 


Some time early in February a joint 
meeting of life insurance men and bank- 
ers of Cleveland will be held for the 
discussion of plans for preserving the 
funds left to inexperienced life insur- 
ance beneficiaries from waste through 
unwise speculation and poor  invest- 
ments. It is proposed to make this 
money, received from life insurance 
companies, as safe as possible after it 
passes into the hands of beneficiaries 
through advice as to investments and 
trusteeships, if possible. The matter 
was submitted to the Cleveland Cham- 
ber of Commerce and President Andrew 
Squire has appointed a committee, con- 
sisting of the heads of banks and promi- 
nent life men to give the subject full 
consideration. 





Macaulay in Cleveland 


T. B. Macaulay, president of the Sun 
Life of Canada, was in Cleveland, O., 
last week, looking over the investment 
and industrial situation in northern 
Ohio. The Sun Life has trusteed $4,- 
000,000 in securities with the Guardian 
Trust Company of that city and is look- 
ing for other investments in that sec- 
tion. Mr. Macaulay was accompanied 
by E. A. MacNutt, treasurer; H. P. 
Thornhill, assistant treasurer, and J. W. 
Brown, investment secretary, all of 
whom were guests of J. N. Willis, who 
recently became manager of the Ohio 
division.. 


New Building for American National 


Contract for a new five-story building 
to house the printing plant of the Amer- 
ican National of Galveston has been 
let. Cost of the building was not an- 
nounced. The work will be completed 
and the building ready for occupancy 
by June 1. The building is to be of 
reinforced concrete, hollow tile and brick 
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New York metropolitan district of that 
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BANKERS LIFE CONVENTION 





Nebraska Company Holds Section Meet- 
ing for Agents in Territory Near 
Home Office 





LINCOLN, NEB., Jan. 26.—Seventy 
agents of the Bankers Life of Nebraska 
attended the section agency convention 
here last week. The program was con- 
fined to a few subjects, and in this way 
a wider opportunity was afforded the 
men in the field to exchange ideas and 
experiences. President Howard S. Wil- 
son, in welcoming the agents, pointed 
out the liberalization in contracts re- 
cently made, the new endowment at 65 
and the 20 percent increase in the divi- 
dend schedule. 

Mr. Wilson said that it is the ambition 
of every worthwhile man to build a 
monument of some sort, and that it is 
quite natural when one sees the results 
of the efforts of others to wish that he 
might have had a hand in building it. 
Life insurance offers this opportunity to 
build a monument of service as well as 
one of personal success. 

R. C. Harriss of Fairbury, L. M. 
Decker, W. W. Day, W. G. Gooden and 
Fred M. Sanders of Lincoln, A. B. Ol- 
son of Omaha and W. E. Cox, Iowa 
agency supervisor, led in the presenta- 
tion cf various problems of the man in 
the field, including cultivation of the 
field, closing methods, overcoming sales 
resistance, various kinds of policies sold, 
and program insurance. Mr. Cox talked 
on how to be a failure in the life insur- 
ance profession. He said all that was 
necessary is to follow four rules: Don’t 
work, don’t study and plan, be a knocker 
and always argue. 

Jack Dempsey of THe Nationat Un- 
DERWRITER talked on methods of ap- 








proach and detailed modern winning ar- 
guments that sell. C. Petrus Peterson, 
general counsel, was the speaker at the 
banquet Thursday evening. He spoke 
on the evolution of the corporation. Dr. 
A., R. Mitchell, medical director, dis- 
cussed risks from the medical standpoint 
and told of the winning fight being made 
to increase mortality up to 30 years, 
but said it was a losing one fram 30 
to 60. 


FISCHER HELD CONVENTION 








Massachusetts Mutual Life Salesmen in 
the Peoria Agency Met at the 
General Headquarters 





The annual convention of the Chester 
O. Fischer central Illinois agency of the 
Massachusetts Mutual Life was held in 
Peoria Jan. 20-21. The program for the 
two-day session was made up of talks 
by different agency associates and by 
Joseph C. Behan, superintendent of 
agencies, and Alexander T. Maclean, as- 
sociate actuary, from the home office. 

Following the open house Wednesday 
morning the afternoon was devoted to 
three hours of a program in which the 
progress of the company and the agency 
was revealed. At the end of the 11th 
year of existence of the agency it was 
disclosed that nearly $5,000,000 of insur- 
ance had been delivered in 1925, which 
is an increase of nearly $1,000,000 over 
the production of 1924. The goal is 
$10,000,000 in 1930. President E. C. 
May of the Peoria Life gave an in- 
spirational address and the play, “The 
Reverse English,” was also a feature of 
the occasion. 

In the evening the associates, full and 
part time, with their wives, medical ex- 
aminers and their wives, and friends of 
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the company were guests of the gen- 
eral agent at a banquet. Following the 
Thursday morning session a luncheon 
was given at the Mt. Hawley Country 
Club and the rest of the day’ was de- 
voted to sports and pastime. 


FORFEITURE CASE UP MARCH 3 








Kansas Supreme Court Advances Test 
Suit Brought to Clarify Law 
of That State 


TOPEKA, KAN.,, Jan. 28.—The suit 
of the Bank Savings Life of 
against Superintendent Baker of Kansas 
to test the application of the forefeiture 
law for life insurance policies has been 
set for hearing in the Kansas supreme 
court March 3. The case was filed three 
weeks ago and in the ordinary course of 
the supreme court it would come up for 
hearing next November. But the attor- 
neys for the life companies and the at- 
torney general agreed that the suit was 
of such importance fhat an advance- 
ment would be asked for. The court set 
the case for the earliest open date on 
the docket. 

As the forfeiture law now stands there 
is a 30-day grace period for every pol- 
icy issued in Kansas. The law requires 
that 30 days’ notice of intention to for- 
feit must be given by the company for 
non-payment of premium. But this no- 
tice may be served the day the premium 
is due so that the 30 days’ grace period 
in the policy and the 30 days’ forfei- 
ture period run concurrently and the 
policy may be forefeited at the end of 30 
days. 





The suit is brought to determine 
whether or not the law as it now stands 
applies to policies issued before the 


amendment was enacted in 1925. Under 
the old law and the rulings of the court 
there were really three different periods 
allowed. Companies which did not allow 
grace periods in their policies could 
serve a forfeiture notice 30 days before 
the premium due date and the policy 


29 


| would be forfeited the day it came due. 


The second class was where policies al- 


| ¢ ’ . 
| lowed 30 days’ grace and the forfeiture 


notice ran concurrently. The third pe 
riod was where the policies had 30 days’ 
grace and the forfeiture notice could not 


| be served until after this grace period 


| the 


expired, making 60 days available in 
some policies, 

This suit was brought on behalf of all 
liie companies and is intended to 


get a declaratery judgment which will 


| determine for all policies the exact pe- 


riod of grace and forfeiture. The deci 


| sion will obviate many lawsuits against 
| individual companies. 


Topeka | 





| 





Will Enlarge Department 

The life department of W. A. Alexan- 
der & Co. of Chicago, general agents of 
the Penn Mutual Life, will be moved 
out of the general office into separate 
quarters of its own, under John Gordon, 
superintendent of the department. The 
life business of this firm is now an im- 
portant factor. Mr. Gordon in addition 
to working up business through the 
regular agents of the Alexander organ- 
ization will organize life insurance spe- 
cialists who will devote their time to that 
work. Mr. Gordon was formerly located 
at Minneapolis, being a reporter on the 
Minneapolis “Tribune” and later was 
connected with the Massachusetts Mu- 
tual Life. 


Seek Cancellation of Policy 


The Equitable Life of New York has 
begun suit at Fergus Falls, Minn., to 
cancel insurance to the amount of $15,- 
000 carried on the life of Henry W. Ib- 
lings. Misrepresentation of his condi- 
tion of health at the time the applica- 
tion was made is charged by the com- 
pany. The policies were issued Jan. 10, 
1925, and Iblings died May 30, 1925. 
The complaint alleges that Iblings rep- 
resented himself to be in good health at 
the time the policies were :applied for, 
whereas he was a victim of cancer, the 
complaint charges, and had in fact been 
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Admitted assets (Increase of $26,038,268) 
Policy reserve and other liabilities (Increase of $22,893,121 ) 
Surplus, Massachusetts standard (Increase of $3,145.147) 


Received for premiums (Increase of $5,428,52 
Total Income (Increase of $8,100,940) 


New Insurance delivered (Increase of $16,445,788) 
Total insurance in force (Increase of $134,821,896) 


Springfield, Massachusetts 


Organized 1851 





For the year ended December 31, 1925 
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Dividends paid and credited policyholders (Increase of $728,057 ) 
Total payments to policyholders (Increase of $1,908,962 ) 
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Massachusetts Mutual Life Insurance Company 


ABSTRACT FROM SEVENTY-FOURTH ANNUAL REPORT 
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230,502,680 
215,470,206 
15,032,474 


41,051,048 
57,593,747 


7,362,046 
21,629,598 


205,729,553 
.. 1,286,309,867 
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Western Reserve 


Life Insurance Company 
MUNCIE, INDIANA 


| 











Old Line Legal Reserve Company 
Operates in Indiana and Ohio 


Wanted: A few General Agents 
in each State. 


Service to Policyholders Unsurpassed 

















THE COLUMBIAN NATIONAL 
LIFE INSURANCE COMPANY 


BOS)JTJON, MASSACHUSETTS 
Arthur E. Childs, President 


Columbian National Agents can 
offer the best in 


LIFE, ACCIDENT, AND HEALTH INSURANCE 
Columbian National Policies 
make selling 





Policies backed by one of the very strongest companies in the country, having 
ample ca ~ ry surplus and highest standard of reserves. opportunity 
is offered to salesmen of character and ability. Communicate at once with 
AGENCY DEPARTMENT, 
77 Franklin Street, Boston. 











Springfield Life Insurance Company 


A Murua Lecac Reserve Lire InsuRANCcE ComPANY 
HOME OFFICE: 


SPRINGFIELD, (ILLINOIS 





| AGENTS WANTED 


We offer to Agents who CAN— 
(1) Liberal first year commissions 
(2) Liberal renewals—thus insuring a permanent income 
(3) Actual—not pr office co-operation 
(4) Large. actual p prospect lists 


Business in Force $80,000,000 

















C. Hubert Anderson, Supt. Agencies 
Springfield, Ill. 


A. L. Hereford, President 
Springfield, IIL 








THE CENTRAL LIFE 


INSURANCE COMPANY 


Fort Scott Kansas 


i te a Pe 


Oldest Kansas 
Company 





Agency Openings In 
Kansas and Missouri 











advised by his physician to submit to 
an operation. 

The policies are incontestable after a 
year and the action was brought to can- 
cel the insurance before the time ex- 
pired, 

A few weeks ago the beneficiary, 
Mrs. Estella Iblings, won a verdict in a 
similar case involving another company 
which carried insurance on her hus- 
band’s life. She was given the full 
amount of the policy. 


DuBose Made Good Record 


F. W. DuBose of Chicago, supervisor 
of the Illinois department of the Re- 
liance Life, made a fine increase in busi- 
ness last year. His department wrote 
$3,775,000, which is an increase of $1,700,- 
000 over the previous year. Mr. DuBose 
came into new territory from the south 
and made a splendid impression on the 
agents. His department is now regarded 
as one of the leading ones in the com- 
pany. 








luth, May 14-15, according to announce- 
ment. The convention of that company 
held there last summer was largely at- 
tended and a still larger gathering is 
looked for this year. 


Dinner to Contest Winners 


Eighteen agents of the Clifford Mc- 
Millen home agency for the Northwest- 
ern Mutual Life in Milwaukee were 
guests of Mr. McMillen at a dinner 
given at his home last week in honor 
of the winners in the recent agency con- 
test. The guests included Arthur But- 
zen and his team and the highest men 
in volume and the highest men in life 
writing on the other three teams. 








Agency Schools in Kansas City 


The John A. Stevenson school of the 
Equitable Life of New York opened in 
Kansas City this week under instruc- 
tion of Dr. George B. Van Arsdall. 
Fifty members of the agency will be in 
attendance. A continuous school of in- 
struction for new agents is held in the 





Department Taken Up 


Following the resignation of Clifford 
Ireland, Illinois director of trade and | 
commerce, Alex J. Johnson, superin- 
tendent of insurance, ordered the Chi- 
cago office of the insurance department 
closed. The Chicago headquarters have 
been in charge of Rufus W. Kendall, 
chief examiner. Mr. Kendall was in 
charge of a crew of examiners working | 
out of the Chicago office. It was found 
that this office was very convenient to 
those having business to transact with 
the department. Arrangements had | 
been made to move the office to the | 
Transportation building in Chicago. 

There has been considerable protest 
by insurance men on the decision of In- | 
surance Superintendent Johnson to give | 
up the Chicago office. Attention is | 
called to the fact that much time and | 
effort are saved by being able to con- 
sult with department representatives in 
Chicago, saving ofttimes a trip to 
Springfield. It was regarded as a step 
in advance when the Chicago office was 
opened. 





District Convention at Duluth 


The district convention of agents of 
the New York Life will be held in Du- 





| chusetts Mutual Life, 
| Flynn is manager, attained second place 
| among all the 


| principal speakers. 


Kansas City agency, running for a pe- 
riod of two weeks each, under instruc- 
tion of Harry C. Booker. 





St. Louis Agency’s Record 


The St. Louis agency of the Massa 
of which Warren 


agencies of the company 
in 1925. Only the New York City 
agency collected a larger amount. The 


| annuai meeting of the agency was held 
| last week. 


In attendance were agents 
from eastern Missouri and western IlIli- 
nois who report to the St. Louis office. 





Hold Illinois Convention 


The Ohio National Life held a state 
agency convention at Springfield, III. 
this week with 40 representatives from 
all over Illinois attending. N. H. Walt, 
state agent, opened the meeting Wednes- 
day morning. T. W. Appleby, presi- 
dent of the company, was one of the 
E. E. Kirkpatrick, 
agency supervisor, also attended. The 
agency has won two loving cups pre- 
sented by President Appleby. One 
went to Mr. Walt and the other to Carl 
Hillemeyer, general agent. 














IN THE SOUTH AND SOUTHWEST 














HOLDS SESSIONS IN DALLAS 

American Life Reinsurance Has Direct 

Writing Agents in for Their 
Annual Convention 





Announcement of a new child's en- 
dowment policy and detailed -explana- 
tion of the advantages of the non-medi- 
cal plan, recently adopted by the com- 
pany, featured the annual agency meet- 
ing of the American Life Reinsurance 
of Dallas. About 30 of the company’s 
leading producers in the direct writing 
department, from all sections of Texas, 
were present. The meeting was timed 
to fall on the same days of the annual 
sales congress of the North Texas Life | 
Underwriters Association. 


President Bigger Speaks 





Agency Manager Henry Camp Har- | 
ris presided at the Friday afternoon | 
business session, and introduced Presi- | 
dent A. C. Bigger, who reviewed in an 
interesting manner his early days as a | 
life insurance agent, citing conditions | 
which existed 20 years ago and con- | 
trasting them with the present. Mr. | 
Bigger also reviewed the organization | 
of the American Life in 1919. The com- 
pany was organized and the stock sold 
without any promotion expense, and | 
since it began operating in 1919 has at; 
no time required refinancing or em- 
ployed any sort of expediency to get by. | 
President Bigger was particularly | 
anxious to have the direct writing 





agents of the company understand the | 


| was carried on. 


nature of the reinsurance business con- 
ducted by the company and its effect 
on the company’s finances and re- 
sources, and for that reason went into 
considerable detail concerning the 
method of handling this class of busi- 
ness. 


Non-Medical Plan Explained 


Morton Bigger, secretary of the com- 
pany, explained in detail the non-medi- 
cal application blank and its correct use 
by the agents. He went carefully over 
the reasons which prompted the com- 
pany to adopt the non-medical plan for 
writing in amounts up to $2,500, and 
urged upon the agents the utmost care 
in filling out the application blanks. 

Dr. C. W. Simpson, medical director, 
in stressing the importance of great care 
on the part of agents in writing non- 


| medical, said that they were in fact 
lay examiners, with vastly increased 
| responsibilities, and that their work 


added much to their importance in the 
general scheme of the company’s opera- 
tions. 


Prizes Awarded to Leaders 


Several brief talks from the agents fol- 
| lowed, during which a general discus- 
| sion of problems and new selling points 
Henry Camp Harris 
‘led the discussion. Following the dis- 
| cussion, prizes were awarded the lead- 
|ers in the various groups of the Ameri- 
ican Life Club. Winners are deter- 
mined according to volume, in the $250,- 
000 class, the $200,000 class, the $100,- 
000 class, and less than $100,000. The 
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direct writing department closed 1926 
with $9,000,000 insurance in force. 


Thorp Agency Convention 





The Orville Thorp agency of the Kan- | 


sas City Life at Dallas, Tex., held a con- 
vention of 115 representatives at the an- 
nual agency meeting last week. Agents 
from every part of the territory were 
present. Home office officials 
there and talks were made by J. B. 
Reynolds, president, and J. F. Barr, 
vice-president. Walter Cluff, educa- 
tional director for the company, in- 


structed the agents in its policies and | 
Orville Thorp, as manager | 
of the agency, conducted the meeting. | 
Talks were made by the leading pro- | 


rate books. 


ducers of the agency. A special meet- 
ing was held for the district managers. 


Bills in Virginia Legislature 
A bill has been introduced in the gen- 


eral assembly of Virginia which would 
require a hfe insurance company 





sured by suicide or legal execution that 
the insured contemplated suicide 
commission of a capital offense at the 
time of applying for a policy, although 
provisions of the policy exempted the 
company from liability under those con- 


were | 


to | 
prove in the event of death of the in- | 


or} 
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ditions. The bill would amend the pres- 
ent law which gives companies the right 


| to claim exemption from liability if the | 


{insured commits suicide or is executed 
| for a capital offense within a year from 
| date of issuance of the policy. 

| Another bill has been introduced in 
| the senate amending the present law 
| only as it applies to industrial compa- 
nies. It provides that on policies issued 
by industrial companies without medi- 
cal examination and in amount not ex- 
cecding $3.50 the period within which 
the company may contest the policy 
shall be two years instead of one. 





Doubles Big Group Policy 


Henry J. Powell, general agent of 
|the Equitable of New York in Louis- 
| ville, and Henry A. Smith have just 
completed an additional $5,000,000 group 
|insurance policy on the Standard Oil 
of Kentucky. This doubles the out- 
| standing coverage under the company’s 
|noncontributory group policy. The old 
policy has been in force for a number 
of years on a plan whereby each em- 
ploye who had been with the company 
for one vear had $500 of insurance, in- 
creasing $100 a year until at the end of 
|six years each employe had 
These amounts are now doubled. 








"PACIFIC COAST AND MOUNTAIN FIELD | 














FULL PROGRAM IS ARRANGED 





President Jones of National Association 
of Life Underwriters Faces Busy 
Trip Through California 





A strenuous program has been ar- 
ranged for Frank L. Jones, president of 
the National Association of Life Under- 
writers, upon his forthcoming visit to 
southern California in March. Follow- 
ing his arrival in Los Angeles he will 
be the guest of honor on March 3 at a 
luncheon-meeting to be given at Pasa- 
dena, by the combined memberships of 
the Pasadena Chamber of Commerce, 
the Lions Club and the local life under- 
writers association of that city. On 
March 4 he will be honored at a lunch- 
eon-meeting at the University Club in 
Los Angeles which will be attended by 
officers, members of board of directors 
and leaders in association work in Los 
Angeles,” Santa Ana, Long Beach, 
Pomona and San Pedro. The organiza- 
tion of a number of new associations in 
southern California will be one of the 
principal topics for consideration and 
discussion at this meeting. 

The evening of March 4 the Life 
Underwriters Association of Los An- 


$1,000. | 


| 
| 
| 


| 


| 


city, which will conclude his southern | 


California program. 


Takes Policy ‘for Church 


The recent action of Rev. 
Sacred Heart Catholic church, Boulder, 
Colo., in taking out a $10,000 life policy 
naming his church as beneficiary, under- 
writers say, points a new avenue in that 
state for life policy sales. Father Stritt- 
mater has been in charge of the Boulder 
church for 20 years. The action also 
suggests the possibilities of the life pol- 
icy as a means toward assuring pay- 
ment of an intended endowment of a 
church by a wealthy lay member. 





Denver Company’s Convention 


More than 100 delegates attended the 
annual convention of the American Life 
of Denver held at the home office last 
week. Business sessions were con- 
ducted by Dwight E. Bone, general 
agent for most of Colorado, who also 
presided in the absence of Harry W. 
Wood, superintendent of agents. Dele- 
gates were largely from Colorado and 
Wyoming. Among the speakers were 
Mr. Bone, Robert Brown, general man- 
ager of the company; Dr. F. N. Coch- 





geles will hold its monthly dinner-meet- 
ing, with Mr. Jones as the guest of 
honor and principal speaker. On March 
5 Mr. Jones will address the Rotary 
Club of Los Angeles on the subject, 
“The Value of People.” On March 6 he 
will attend a luncheon-meeting in San 
Diego given by the Life Underwriters 
Association of that city. Mr. Jones will 
remam over Sunday, March 7, in San 
Diego, returning to Los Angeles early 
Monday morning and continuing his trip 
north immediately, arriving in Santa 
Barbara in time to attend a luncheon- 
meeting of the local association in that 


ems, medical director; A. A. Ferguson, 
Loveland; J. R. Forsythe, Longmont; 
Mark Gill, mayor of Fort Morgan. 





Metropolitan Men to Convention 


Headed by A. S. Theberge, Los An- 
geles manager of the Metropolitan Life, 
a delegation composed of 20 members 
of the field organization of the company 
in southern California left Los Angeles 
Jan, 21 in a special Pullman for New 
York to attend the company’s annual 
convention. Following the meeting the 
party expects to leave New York on its 





return trip to California Feb. 1. 











_ IN THE ACCIDENT AND HEALTH FIELD | 


———— 





START WAR ON FAKE CLAIMS 
Maryland Physicians Issuing Bogus 
Certificates May Have Licenses 
Revoked 





BALTIMORE, Jan. 27—A crusade 
against physicians who jssue bogus sick- 
ness certificates was launched at a con- 
ference between Commissioner Benson 











and representatives of 18 companies 
writing industrial health and accident in- 
surance in this state. 

As a result of the parley a committee 
was appointed, with Mr. Benson as 
chairman, to wait upon the Medical & 
Chirurgical Faculty with the request 


that licenses of physicians found guilty 
of issuing fake certificates be revoked. 


Father | 
Agatho Strittmater, O. S. B., priest of | 


ALES RESISTANCE is prac- 

tically eliminated in presenting 
our new Insured Savings Contract 
which matures either for cash or 
a non-taxable 5% income bond, 
cashable on demand at par. 


Our line of modern policies, with 
annual, semi-annual, quarterly or 
monthly deposit of premiums will 
appeal to your clients. 


Good openings for dependable 
fieldmen in California, Oregon, 
Texas, Oklahoma and other 
Western States. 





CALIFORNIA 
STATE LIFE 


J. R. Kruse, President 
SACRAMENTO 








committee are 
Hamilton, 


Other members of the 


Dr. J. H. Iglehart, J. F. 











Premiums once reduced are permanently lower 


War, Flu or other catastrophe can not raise them 
even to their original level as would be the case 
in “participating” insurance if ‘dividends’ were 
decreased or passed. 

Do you know of any non-participating policies 
which provide for sharing in mortality savings and 
excess interest earnings? Premiums have been 
reduced under several forms of policies since 1919 
and this unique feature is now regularly embodied 
in all forms of the low-rate non-participating 
policies issued by the 


FEDERAL UNION LIFE 


Home Office—Cincinnati, Ohio 
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Connecticut General News 
Hartford, Conn. 








Full Protection For You As 
Well As For Your Clients 


When you place a life policy with 
full disability coverage, you protect 
yourself as well as your client. 


Your lapse rate will be low be- 
cause your client will value his pro- 
tection, and your repeat sales high 
because he appreciates the service 
you have rendered him. 


The Connecticut General recom- 
mends full coverage policies. Its 
rates for these are the lowest on the 
market. 


For description and rate folder 
write Connecticut General Life In- 
surance Company, Hartford, Conn. 














The Guardian’s Record 
$66,857,328 


$66,857,328 — a 50% increase—is the new paid-for business of our 
Company in 1925. Compared with the gains of other old and con- 
servative companies, this is far above the average. 
And, “far above the average” best describes the plans and methods 
which have made this success possible. 
Acting on the principle that a company cannot grow until its field- 
men do, this Company is supplying the selling equipment that makes 
There are opportunities here for men of the right calibre. 
field success more certain. 

T. LOUIS HANSEN, Vice-President 


THE GUARDIAN LIFE INSURANCE COMPANY OF AMERICA 
Founded 1860 under the Laws of the State of New York 
% UNION SQUARE, NEW YORK 














Whatever you have to say to Insurance men, you can do it more 
effectively through the advertising columns of The National Underwriter. 
One inch one column Want Ads are $5.00 an insertion. Other rates on 
application. 


National Underwriter, Chicago 











THE NATIONAL UNDERWRITER 


George A. Chase and Dennis Kava- 
naugh. 

Not more than half a dozen physi- 
cians are thought to be issuing the 
— certificates, Commissioner Benson 
said. 

Some months ago a similar meeting 
was held in the office of the commis- 
sioner, when a number of cases of fraud- 
ulent claims were discussed, especially 
relating to misrepresentation by physi- 


cians. After that meeting, Dr. Iglehart’ 


was appointed by the department to fol- 
low up suspicious claims and check up 
on the medical reports. This has already 
brought some excellent results in mak- 
ing physicians more careful in filling 
out reports in regard to claims. The 
department hopes to check such frauds 
when physicians generally realize that 
misrepresentation may lead to action ‘in 
the courts, and also discipline by the 
medical society of the state. 


Bureau to Hold Meeting 


NEW YORK, Jan. 27.—Members of 
the Bureau of Personal Accident & 
Health Underwriters will hold their 
annual meeting at the Hotel Astor here 
on Feb. 4, when officers and governing 
committee members for the new year 
will be elected. John E. Ahern, secre- 
tary of the accident department of the 
Travelers, is now chairman of the 
organization and F. Robertson Jones, its 
secretary-treasurer. The governing 
committee as now constituted is: Con- 
necticut General Life, Maryland Casu- 





| alty, Continental Casualty, Columbiay 
National Life, Aetna Life, Pacific My. 
tual Life, Metropolitan Life and the 
United States Casualty. 





At the annual meeting of stockhola-. 
ers of the Midwest Life of Lincoln jt 
was voted to combine the life and acei- 
dent and health departments for the 
coming year. Ralph E. Weaverling con- 
tinues in charge of the latter work. This 
department reported a 20 percent in- 
crease in premium income, with receipts 
of $160,000 and losses of $88,000. 


| Will Combine Departments 
| 


Will Enter New States 


The Underwriters Mutual of Chicago, 
a company managed by Negroes, had 
about $140,000 in premium income last 
year from weekly payment health and 
accident business. It also operates the 
Underwriters Mutual Life, whose pre- 
miums amounted to $36,000. Both these 
companies work jointly, the agents sell- 
ing weekly premium insurance covering 
sickness, accident and health. It is the 
plan of the management to enter Indiana 
and Ohio this year. The Underwriters 
Mutual put out a newspaper accident 
policy through the “Whip,” a Chicago 
Negro paper. It sells for $2.50. 





Accident Notes 
R, A. Buechele of St. Louis No. 1 dis- 
trict of the National Life & Accident has 
been promoted to superintendent there 
Cc. H. Stillman has joined the Kansas 
City branch office of the Monarch Acci- 
dent as special field representative. Mr. 





Stillman for the past five years has been 
with the Massachusetts Protective. 








[ NEWS ABOUT 


LIFE POLICIES 








Diges 
PRICE, $3.50 and $2.00 respectively. 





New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Policy Literature, Rate Books, etc. Supplementing 
igest” and “‘Little Gem,” Published Annually in May and April respectively. 


the “Unique Manual- 

















ALL ON PARTICIPATING PLAN 
National Guardian Life of Madison 
Takes Action to Include All Its 
Outstanding Policies 





The National Guardian Life of Madi- 
son, Wis., has taken steps to put all of 
its non-participating business on a 
participating basis commencing next 
April 1. 

This action was taken at a recent 
meeting of the board of directors. 

This step is in accord with the regu- 
lar policy of the company of placing the 
interest of the policyholder first—a pol- 
icy which has been demonstrated by the 
return to policyholders of 3 percent 
Wisconsin state tax which was included 
in all premiums on business issued 
prior to 1916 (and which has since been 
dropped by the state) and by the return 
at the end of the war of over 80 percent 
of all extra premiums collected on ac- 
count of war service. 

Non-participating policies issued at 
the younger ages will participate at once 
in the surplus distribution, while policies 
issued at higher ages may require the 
passing of several years before their 
total contributions on the non-par basis 
equal the net contribution which would 


have been made at the same age on the | 


participating basis. 
The resolution as passed affects $8,- 

















George Washington Life Insurance Company 
CHARLESTON, WEST VIRGINIA 
HARRISON B. SMITH, President 
presents opportunity for liberal contracts covering definite territory with 
Home Office registry and with power of appointment of sub-agents. 
The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
Carolina, North Carolina, Georgia, Michigan, Oklahoma and Washington. 


Addrese 
ERNEST C. MILAIR, Vice-President and Secretary 


























500,000 of outstanding business written 
on 5,100 lives between Oct. 15, 1910, and 
March: 31, 1920. The company has is- 
sued nothing but participating since the 
latter date. 


ISSUES SEMI-ENDOWMENT 








Business Men’s Assurance Policy Is 
Low Rate Form Paying One Half 
Face At Age 75 





The Business Men’s Assurance has 
announced a new life policy to be called 
the semi-endowment at age 75 to meet 
the demands for a low rate contract. 
The average rate under this policy will 
be from 10 to 15 percent lower than the 
ordinary life rate, making it the lowest 
cost life policy available. The full face 
of the policy is in effect until the as- 
sured reaches 75, at which time the pol- 
icy matures and a cash payment equal 
to one-half the face of the policy is due 
the assured. 

The company also announces that 
plans have been completed for writing 
salary deduction insurance. Insurance 
under this plan’ may be written without 
medical examination. Both guaranteed 
renewable and accumulative special ac- 
cident and health forms may now be 
written in conjunction with life insur- 
ance under the all-way policy. 


Pilot Life 

The Pilot Life raised the limit on aP- 
plications that may be written on a single 
life to $150,000. Heretofore this limit 
has been $100,000. This maximum 
amount is available for other than term 
and modified premium plan, between 
ages 26 and 54. Below age 26 and above 
54 the maximum is scaled down some- 
what. No change is made in the amount 
of insurance issued on the lives of 
women. 





National Guardian Life 


The National Guardian Life has gotte? 
out an endowment bond. At age 20, for 
instance, the purchaser pays $49.19 cash 
A single premium payment is the only 
one made by the purchaser. The bond 
matures for a guaranteed sum of $100 at 
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The company has also gotten out a 
child’s policy, it being a straight 20-year 


The bond is par- 


the end of 30 years. 
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The National Guardian announces that 


the 1926 dividends will be the 


endowment with graded death benefits to 
paid last year. 


be issued at ages 1 to 10 years. 


If death | minimum age is three weeks. 


is 
Bonds 
is paid. 
chat | 
DIVIDENDS OF EQUITABLE OF IOWA 


No medical examination 


required for face amount of bond pur- 
chased on one life up to $500. 
are issued in units of $100 only. 
occurs the face of the policy 





, 20, 25, 30, 35, 40 year maturity 


15 
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The contract will be issued on the 5, 


ticipating. 
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The new dividends | 


on ordinary life, 20-pay life and 20-year 


endowment policies at all ages for the 
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first 10 dividend years are as follows: 


| 
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ORDINARY LIFE 


dends at the end of every 


the fifth, tenth, etc. 


1, 
4th 


3rd 


March 


2nd 
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ial periods will be abandoned 
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The Equitable Life of Iowa has an- | so that the new scale shows larger divi- 
licies issued after that date, 


nounced a new dividend scale for the 





The plan of paying extra dividends at 
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The Union Central Life Insurance Company 


OHIO 


CINCINNATI, 


ir every 


clock, 


past nine o 


Central Standard Time, to meet 


equests the pleasure of your attention on the a 
Sunday Evening at a quarter 


R 


Mr. Stegmond Culp 


and his twelve-piece orchestra of C 


incinnatt 


Symphony Orchestra Artists 


At a later date there will be more brief health talks by the 
Union Central Medical Director, Dr. William Muhlberg, 


for our mutual welfare, that the mortality rate may be 


lower and dividends higher in 


y and ours. 


pan 


both your com 


Wave Lenctu 325.9 


Station WSAI 
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Ist 2nd 3rd 4th 5th 6th 7th 8th 9th 10th 
6.34 6.70 7.08 7.48 7.89 8.32 8.76 9.22 9.70 10.19 
6.37 6.73 7.12 7.61 7.93 8.35 8.79 9.25 9.73 10.22 
6.43 6.79 7.18 7.57 7.99 8.41 8.85 9.31 9.79 10.28 
6.49 6.85 7.24 7.63 8.05 8.47 8.92 9.38 9.85 10.34 
6.55 6.91 7.30 7.69 8.11 8.53 8.98 9.44 9.91 10.40 
6.62 6.98 7.36 7.76 8.18 8.60 9.05 9.51 9.98 10.47 
6.68 7.05 7.43 7.83 8.25 8.67 9.12 9.58 10.05 10.54 
6.75 7.12 7.61 7.90 8.32 8.75 9.20 9.66 10.13 10.62 
6.83 7.20 7.59 7.98 8.40 8.83 9.28 9.74 10.20 10.68 
6.91 7.28 7.67 8.07 8.49 8.92 9.37 9.83 10.28 10.74 
7.00 7.37 7.76 8.16 8.57 9.00 9.44 9.90 10.35 10.81 
7.09 7.46 7.85 8.25 8.66 9.08 9.51 9.97 10.42 10.88 
7.18 7.55 7.95 8.35 8.75 9.16 9.59 10.04 10.49 10.95° 
7.27 7.65 8.05 8.46 8.84 9.25 9.67 10.12 10.57 11.02 
7.37 7.75 8.14 8.54 8.93 9.33 9.75 10.19 10.64 11.09 
7.47 7.85 8.23 8.63 9.02 9.41 9.83 10.26 10.71 11.16 
7.58 7.95 8.33 8.72 9.11 9.50 9:91 10.33 10.78 11.24 
7.69 8.05 8.43 8.81 9.21 9.59 9.99 10.41 10.85 11.32 
7.79 8.15 8.52 8.89, 9.28 9.67 10.07 10.50 10.95 11.42 
7.89 8.25 8.61 8.98 ° 9.36 9.76 10.16 10.60 11.06 11.53 
8.00 8.35 8.70 9.07 9.45 9.85 10.27 10.71 11.17 11.64 
8.12 8.45 8.79 9.16 9.54 9.95 10.38 10.82 11.29 11.77 
8.21 8.55 8.89 9.26 9.66 10.09 10.53 10.97 11.44 11.92 
8.31 8.66 9.00 9.38 9.79 10.24 10.69 11.13 11.60 12.08 
8.42 8.77 9.13 9.52 9.95 10.39 10.85 11.29 11.75 12.23 
8.53 8.89 9.27 9.67 10.11 10.55 11.02 11.46 11.91 12.39 
8.68 9.06 9.45 9.87 10.31 10.74 11.19 11.64 12.10 12.57 
8.85 9.24 9.64 10.08 10.53 10.95 11.88 11.83 12.30 12.77 
9.03 9.43 9.85 10.28 10.72 11.14 11.58 12.03 12.50 12.97 
9.23 9.64 10.09 10.50 10.92 11.85 11.80 12.25 12.71 13.17 
9.47 9.86 10.30 10.71 11.14 11.58 12.03 12.48 12.93 13.39 
9.72 10.10 10.53 10.94 11.38 11.83 12.28 12.73 13.17 13.62 
9.96 10.36 10.78 11.21 11.65 12.10 12.55 12.99 13.43 13.87 
0.22 10.64 11.06 11.50 11.94 12.38 12.83 13.27 13.71 14.15 
0.51 10.93 11.36 11.80 12.24 12.68 13.13 13.57 14.00 14.42 
0.81 11.24 11.68 12.12 12.56 13.00 13.44 13.88 14.29 14.69 
1.14 11.58 12.02 12.46 12.90 13.33 13.76 14.19 14.58 14.97 
1.50 11.94 12.39 12.82 13.26 13.68 14.09 14.50 14.88 15.25 
1.89 12.33 12.78 13.20 13.64 14.04 14.43 14.83 15.21 15.92 
2.31 12.75 13.19 13.60 14.04 14.41 14.29 15.17 15.91 16.62 
2.76 13.20 13.63 14.03 14.44 14.80 15.17 15.92 16.69 17.41 
3.21 13.65 14.08 14.48 14.86 15.22 15.99 16.72 17.52 18.27 
3.68 14.10 14.52 14.90 15.26 16.06 16.85 17.64 18.41 19.17 
ichigan utual trol is in the hands of a recognized ap- 
M M plicant (usually the father of the child), 
Rates on the special ordinary life | yntil the insured reaches the age of 21, 


policy of the Michigan Mutual of Detroit 
have been revised. The new premiums 
are lower at ages up to 45 and increased 
above that age. Policies may now be 
issued in amounts of $2,500 or more. 
Quarterly premiums will be accepted. 
Women in business may apply for this 
policy. Rates per $5,000 at five years 


ages are: 

Age Prem Age Prem, 
vada aie aie $ 62.15 — EE $143.05 
Des tcantedss 67.40 eee 179.20 
Dis bedneaae 75.50 eer 229.40 
SET 85.95 a 295.70 
etecenieae 99.55 SE ee 402.50 
Be acececcer 111.50 

Columbus Mutual 

The Columbus Mutual Life is issuing 
a new dividend schedule, further reduc- 
ing the net cost. It is also putting out 
a new preferred risk policy for $5,000 or 
more. It is issuing a child's educational 
endowment. 

Rates for $10,000 for five-year periods 
on the preferred risk $5,000 special are 
as follows: 

16 20 25 30 35 
Prem. $133.00 $144.20 $161.60 $183.90 $213.00 
45 50 55 60 


Prem. $251.50 $303.30 $374.40 $472.20 $608.10 


Minnesota Mutual 


The Minnesota Mutual has announced 
that it will issue children’s policies in 
three forms—child’s 20-payment life pol- 
icy, child’s 20-year endowment policy 
and child's endowment at age 18. Those 
issued at ages under 10 provide a greater 
death benefit in event of death prior to 
age 10. So-called “payor insurance” may 
be added. This is a provision for waiver 
of future premiums in event of the death 
or disability before age 60 of the per- 
son paying the premiums. Entire con- 








at which time such control passes to 
the insured. Disability and double in- 
demnity can be added on the life of the 
child after age 10. 





Philadelphia Life 


The Philadelphia Life has announced 
new nonparticipating rates which are 
unusually low, especially at the older 
ages. The annual rates pér $1,000 of in- 
surance on nonparticipating ordinary life 
and 20-pay life policies at all ages from 
16 to 60 are as follows: 


Age Ord. 20-Pay Age Ord, 20-Pa 
16 $13.18 $21.07 39 $24.44 $32.64 
17 13.45 21.38 40 25.33 33.45 
18 13.73 21.71 41 26.27 34.30 
19 14.02 22.05 42 27.28 35.20 
2 14.32 22.41 43 28.35 36.14 
21 14.64 22.77 44 29.48 37.14 
22 14.99 23.15 45 30.69 38.2 
23 15.34 23.56 46 31.98 39.32 
24 15.70 23.97 47 33.35 40.51 
256 16.10 24.40 48 34.82 41.7 
26 16.52 24.84 49 36.39 43.10 
27 16.94 25.31 50 38.05 44.52 
28 17.40 25.78 51 39.86 46.12 
29 17.88 26.29 52 41.79 47.82 
30 18.39 26.80 53 43.87 49.63 
31 18.92 27.35 54 46.07 51.58 
32 19.48 27.91 55 48.43 53.66 
33 20.07 28.50 56 50.95 55.89 
34 20.71 29.12 57 53.64 8.29 
35 21.37 29.76 58 56.53 60.87 
36 22.07 30.43 59 59.61 63.63 
37 22.82 31.14 60 62.92 66.61 
38 23.61 31.87 


American Life Reinsurance 


Announcement is made the Ameri- 
can Life Reinsuranee of *a new child’s 
endowment policy. It is a 20-year en- 
dowment written on the lives of children 
from six months of age up, and carries 
a rider covering the original beneficiary 
to the extent of waiver of premiums in 
the event of his death or total and per- 





manent disability. The principal sum 
payable at the prior death of the as- 
sured is graduated, increasing 10 per- 
cent each year until the face amount is 


reached. All policies written under this 
plan are convertible at age 12 for boys 
and 15 for girls to the regular adult 
endowment plans, at the same premium. 

















WITH INDUSTRIAL MEN 








NEWS OF THE PRUDENTIAL 


Some of the Activities of the Men 
Out on the Busy Firing 
Line 


Three months ago Agent C,. C, Yetter 
of the New Kensington office, Tarentum, 
Pa., district of the Prudential, began the 
task of eliminating the arrears on his 
debit. With each successive account he 
reported a gradual reduction until for 
the last week of the year 1925, there was 
not a policy in arrears. He also in- 
creased the advance payments and at 
the same time was in a position to show 
340 percent in the “advance” column. 


Recent promotions in the Prudential’s 
Division E are as follows: Oil City, 
Frederick A. Hickernell, to assistant sup- 
erintendent; Johnstown, Joseph B. Mur- 
ray, to assistant superintendent; Pitts- 
burgh No. 4, Edward J. Groff, to assist- 
ant superintendent, and Washington, 
James F. Huffman, to assistant superin- 
tendent. 

The new superintendent at Pittsburgh 
No. 2 is John E. Jackson, formerly as- 
sistant superintendent at Olyphant, Pa. 
Mr. Jackson was appointed Jan. 4, 1926, 
and succeeds the late Lewis L. Walthour, 

In the Canadian division, the com- 
plete 1925 industrial results for super- 
intendents show W. Hammond of the 
Toronto No. 4 district, in the lead, with 
S. W. Shepard of Vancouver, and W. J. 
McDonnell of Toronto No. 3, next in 
order. 

J. L. Lonergan of Toronto No, 4 leads 
the assistant superintendents, with H. 
Barker of Windsor, a close second and 
J. W. Reynolds of Toronto No. 3, showed 
the way among the agents, with W. C. 
Oke of Windsor runner up. 

In ordinary production F. H. Bedard 
of Montreal No. 3 was the leader, with 
J. A. Troke of Toronto No. 2 a close 
second and C. J, Metcalfe of Windsor 
holding third position. J. A. Gaudet of 
Montreal No. 3 was credited with the 
largest results of the assistant superin- 
tendents, while D. Zittrer of the same 
district, was the leading agent, with 
J. A. Villeneuve of Montreal No. 1 in 
second place. 

In giving consideration to a candidate 
for the additional assistancy recently 
authorized in Lafayette, Ind., the choice 


fell upon Agent Lawrence D. Kendall, 
who had been operating a debit in 
Logansport, Ind., since March 24, 1924. 


Mr. Kendall assumed his new duties on 
Dec. 28 and plans to remove with his 
family to Lafayette in the near future. 

Edward O'Sullivan, ordinary instructor 
of Division A, and Thomas O’Connor, 
agent in the Troy, N. Y., District, will 
complete 25 years of continuous service 
with the company during January, 1926. 

Alexander Henderson, superintendent 
of the New York 13 District, completed 
30 years of service with the company 
on Jan. 28. 

Michael J. Foley, assistant superin- 
tendent of Cohoes, N, Y., detached office 
from the Troy, N. Y., District, completed 


OVER FOUR HUNDRED MILLION INSURANCE IN FORCE. 


THE WESTERN AND SOUTHERN HAS MORE THAN DOUBLED ITS AMOUNT 
OF INSURANCE IN FORCE DURING THE LAST FIVE YEARS. 


AMBITIOUS, FORWARD LOOKING MEN, WHO ARE CONSIDERING THE LIFE 
INSURANCE PROFESSION AS A CAREER, ARE INVITED TO GET IN TOUCH 
WITH THIS FAST GROWING LIFE INSURANCE GIANT. 


CALL AT OUR NEAREST DISTRICT OFFICE OR WRITE TO 





35 years of continuous service with the 
company on Jan. 5. 





STRIKE AFFECTS BUSINESS 


Ecker Says Enormous Lapse in Anthra- 
cite Regions—Much Saved 
By Rules 





NEW YORK, Jan. 27—Vice-President 
Frederick H. Ecker of the Metropolitan 
Life has made the statement that there 
has been “an enormous loss of insurance 
business” in the anthracite region. This 
condition is brought about by the coa) 
strike. Only a small amount of new 
industrial insurance is being written and 
many policies are being allowed to lapse 

The Prudential confirms Mr. Ecker’s 
statement from its experience, but adds 
that the situation was alleviated by a 
liberal course which the companies are 
pursuing in maintaining the business in 
force. Most of the policies provide for 
an automatic extension of time after pre- 
mium payments cease. As a result many 
of these weekly payment industrial poli- 
cies upon which payments have been 
suspended are still in force. 


Western & Southern News 

The superintendency of the new dis- 
trict opened at Granite City, Ill, by the 
Western & Suthern Life, goes to Edgar 
D. Poole, formerly assistant at Steuben- 
ville. 

Cup winners for 1925 are as follows 

Division A, Detroit Grand River; Divi- 
sion B, Cleveland North; Division C, 
Lancaster; Division D, Indianapolis 
South; Division E, Chicago Ogden Park; 
Division F, Peoria. 

The company’s leaders in joint results 
for 1925 were: Leading superintendent, 
W. D. Davis, Detroit Grand River; lead- 
ing assistancy, J. H. Messbarger, Lancas- 
ter; leading agency, J. A. Vilkisius, 
Ogden Park. Leaders in industrial in- 
crease for 1925 were: Leading superin- 
tendent, W. D. Davis, Detroit-Grand 
River; leading assistancy, R. Harte, Nor- 
wood; leading agency, W. Neal, Cov- 
ington. 


Public Savings Changes 

Recent changes in the field announced 
by the Public Savings are: 

Superintendent G. W. Gonterman is 
transferred from Evansville to Elkhart, 
Ind.; W. S. Dragoo is appointed super- 
intendent at Evansville; Agent T. B 
Jasion, Detroit 3, is promoted to super- 
intendent; Agent C. E. Schroeder, Detroit 
1, promoted to superintendent at Royal 
Oak, Mich. 





Life Notes 


Members of the supervisors department 
at the home office of the Penn Mutual 
Life gave a playlet entitled “The Whole 
Town's Talking,” Jan. 22. The play was 
directed by Andrew Wollersheim. 

J. Dowell, general agent at Hamp- 
ton, Ia., for the Des Moines Life & An- 
nuity, has opened an office to conduct 4 
general insurance agency. 


The Western and Southern Life Insurance Company 


HOME OFFICE: CINCINNATI, OHIO 
W. J. Williams, President 
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NEWS OF LOCAL ASSOCIATIONS 
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SALES CONGRESS IN DALLAS 


Plans Made for Forming Many Local 
Associations at Meeting of North 
Texas Organization 


DALLAS, TEX., Jan. 28.—Probably 





| dent, 
| can 


nected with the department of life in- | 
surance at the University of Pittsburgh | 


and at Carnegie Tech. Russell King 
has for some time been conducting sales 
congresses over the nation. 
the two the salesmen attending the Dal- 
las conference heard some of the sound 


Between | 


expostulation of the theory and practice | 





J. 
Life; secretary, R. A. Trubey, 
Fargo, Guardian Life. Mr. Risk and Mr. 
Trubey were reelected. Mr. Trubey 
presided in the absence of the retiring 
president, T. Lewis, until recently 
North Dakota manager of the Mutual 
Life, who was recently transferred to 
Minneapolis. 

“Life Insurance From the Layman’s 
Standpoint” was presented by H. W. 
Gearey, president of the Merchants’ Na- 
tional Bank of Fargo, who particularly 


A. Risk, Fargo, North Ameri- | 


| munity. 2. 





1. The “selling” of the association to the 
life underwriting fraternity of the com- 
The securing of additional 


| publicity and dissemination of news from 


} and 


through the daily and 
and also through 
3. Education of the 
of life insurance 


the associatien 
trade publications, 
monthly bulletins. 
public to the ideals 
through a speakers’ bureau which will 
serve civic, fraternal, business, religious 
educational organizations. 

Mr. Searle reviewed several of the out- 
standing accomplishments of the Na- 
tional association, including the cam- 
paid which resulted in the government's 
waiving the right to war tax on life in- 











the best result of the annual sales con- | °f Selling life insurance, explanations of | pointed out the real necessity and im- surance premiums 
sress of the North Texas Association the principles underlying the whole portance of securing life insurance early | a. = 
gress s As 
last week is a move for the organization scheme, and some of the high pressure | jn life, as well as saving in order to Mi a 
- f ike 3 - | sales methods of the most successful | create an estate Portland, Ore.—A note of warning 
otf groups oO ue imsurance agents in salesmen of the nation <7 > ; ‘ against the tremendous partial payment 
many of the larger towns of the state | ® > Se oe —e a Prospecting for Agents in Urban | puying of salaried persons was sounded 
jor the purpose of meeting and discuss- H oa pe — will a "vite .'° | Territory” was the topic of Carl Ledger-| py A. L. Mills, president of the First 
ing their works, their plans and their cae aa “4 TI soap Peay a 4 Ay wood, Fargo, state manager New York | National Bank and the Oregon Life in 
troubles and having some well known Surance School, us scnoo!l promises tO | | ife. M. N. Hatcher, Fargo, state man- | 2” address to the Oregon association in 
life insurance salesman address them on | P& 2 Very, successful affair. Already 80 | 0-5 Great West Life, spoke on “Pros- | Portiand. 
; d 3 all a students have enrolled for the course | °°. , ~~? + oT ” “The people of the United States are 
methods occasionally. At the close of | : . E pecting for Agents in Rural Towns.” | mortgaging their salaries far ahead,” he 
¥ , |and Houstonians behind the move be- : . nortgaging their salaries far ahead, 
he conference here it appeared certain | lieve there will be » when classes be Mr. Hatcher gave especial attention to | declared. “In some instances, the entire 
ths 7 t € iif | lieve there will be 100 when classes be- | 8 i'l : ; : sana 
hat organiza ions oO ife insurance ri explaining the district manager plan, | income of families is tied up in meeting 
agents in W ichita Falls, Amarillo, Lub- | -_ . «= which he and his coworkers have found | installment payments, leaving nothing 
yock, Abilene, Paris, Marshall, Beau- so satisfactory. The discussion on these | '° noun aoe ew oy “k 
mont, [yler and some other places HOLD NORTH DAKOTA MEETING topics was led by A. W. Crary Fargo Retailers aré« pay two “yo 
1 2 > ; > “ ’ . . A tte . nr? ’ in one, counting in iis year’s business 
Slee wee nem ¥ at ad i with | - former president of the North Dakota! that which should be credited to next 
1ese Organizations will be aligned wi ’ ' , . , er 0 
the new tate een 1 lv th | Life Underwriters of State in Session | 25s0ciation. year ; 
re new state organization recently per- | Maurice Aved of Fargo led the dis- Mr. Mills analyzed the nation’s assets 
ected at a meeting here. at Fargo Hear Good Addresses— Pn vie wnfhel Sliema ho. tole al and liabilities in commenting on the out- 
Agents from these towns and cities W. W. Fuller Is President > ee a : -- | look for the year 
attended the annual sales congress of | Thomas Fletcher, Fargo, Mutual Life “Business conditions should be good 
the Nortt Te . ees _ Se Whi of New York, on “Securing and Con-/| until July 15, at least,” he declared 
sal ro listened to po hg , — At the annual meeting of the North | serving Business in Cities.” C. H. Simp-| “What they will be after that date, 
ss , } ee ms ; . “ . . 7 2 ” 
Sterling, vice-president of the. ite | Dakota Life Underwriters Association, | son, Fargo, state manager Minnesota | nobody can say 
ociatio d Malve Mark | in Fargo, strong emphasis was put on Mutual, spoke in place of J. M. John- ‘ pe 
wong ation, an alvern Marks, presi- | the importance of careful selection of | son of Wahpeton on “Securing and Terente—The opening meeting of the 
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ing organization activities. These agents | ¢!4 agents; the importance of securing | -onserving Susiness in ural <€rri- | rousing success, 140 being present. The 
then held group meetings and decided full-time instead of part-time agents and | tory. The attendance at the conven-| new president, Norman B, McKibbin, as 
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tended by some 600 agents from all sec- which came to light was that as regards | gent Frank L. Jones of the National as- | general agent for the Connecticut Mutual 
tions of Texas. The agents heard this association at least the most of the | sociation, policies of the Davenport asso- | Life at Rochester, N. Y., took as his sub 
Charles J. Rockwell and Russell S.| mew agents are secured through per-| ciation were outlined for 1926 by the | ject “What Do We Want?” He urged his 
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aff. } dled t Officers ele if he . efforts will be exerted to gain wider | even 30 years; to set the goal and then 
airs as handle by the riggest life in- re ¢ ectec jor : e coming year | recognition of the local association and | want it badly enough to reach forward, 
surance offices of the nation. Dr. Rock- | are: President, W. W. Fuller, Fargo,; the purposes which it professes. This | letting nothing hinder or detract from 
well has for several years been con-/ Northwestern Mutual Life; vice-presi- ' will be done along three major lines: | ultimate success. “If you want it badly 
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W. J. ARNETTE 
V. P. and Manager of Agencies 


Is an embodiment of the glorious past and the brilliant 
future of the land of its birth. Conceived in honor, it 
has grown under able management— wisely c 
tive yet progressive. Low premium rates, Non-Medica 
acceptances, Salary Savings plan and every seal 
| modern attraction in policy provisions make its con- 
| tracts easy to sell. 


A STRONG COMPANY FOR STRONG AGENTS 
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The Peak Load 


To maintain his maximum Peak Load of production, 
and thus derive the utmost income from his work, the 
Fieldman needs every reasonable Home Office aid—quick 
decision on applications, quick issuance of policies, quick 
handling of beneficiary changes, quick making of loans, 
and, above all else, immediate payment of death claims. 
Add to these a comprehensive Sales Help Service, such as 
Home Office publications and literature. 


This Company is unexcelled in these various services. 
And it is constantly making improvements. 


We have places for men and women who are content 
with nothing less than the best in life insurance. 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 


Organized 1847 
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Youngest Legal Reserve 


Company in Wisconsin 


but now 
3rd 


in outstanding insurance. 


As the late Charles W. Post 
might observe: 


“There's a reason”. 
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If If 
Territory does make a difference You are a producer 


If If a 
Close cooperation is necessary You believe in yourself 
If If 
A friendly interest is needed You want a REAL job 


Write or wire 


S. M. CROSS, President 


OLUMBIA LIFE 


INSURANCE COMPANY 
Cincinnati, Ohio 
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LIFE INSURANCE COMPANY OF VIRGINIA 


RICHMOND, VIRGINIA 
Issues the most liberal forms of 0) 
from $1,000.00 to $50,000.00 
with premiums payable annvally, semi-annually or quarterly 


INDUSTRIAL Policies from $12.50 to $1,000.00 
with premiums ble 
CONDITION ON DECEMBER St, 1904 














enough,” said Mr. Colborn, “you will get 
it, but the trouble is so many of us think 
we know what we want, but don't really 
want it bad enough to pay the price to 
get it. 

“The only question is ‘What do we 
want’? Decide this question and then 
what you want bad enough to pay the 
price in hard work, sacrificing anything 
which would deter you from reaching 
your goal. Indulging in self pity won't 
get you anywhere. You get just what 
you deserve. The first requisite for a 
notable success is to get closer to your 
potential capacity. Then with utter de- 
votion to the attainment of your objec- 
tive thrust aside conflicting impulses and 
interests. Of eourse it is absolutely 
necessary to harness up to a definite 
working plan. Adopt a program of ac- 
tion, set a minimum standard of field ac- 
tivity and carry it through to comple- 
tion. That is the acid test.” 

* * * 

Philadelphia.—The Philadelphia asso- 
ciation is planning a “Valentine Dinner” 
for the evening of Feb. 11. The main 
speakers will be James Elton Bragg, 
vice-president of the Manhattan Life, 
and Oliver Thurman, superintendent of 
agencies of the Mutual Benefit Life. 

x *x* * 

Charleston, W. Va.—The directors of 
the Charleston Association asked Allan 
Waters, Jr., of the Union Central Life, 
to represent them at the meeting of the 
executive committee of the National as- 
sociation Feb. 5 in Chicago. 

*x* * * 

Des Moines—Robert P. Withington, 
educational director for the National Life 
of Vermont, will be the speaker before 
the Des Moines association Jan. 30. The 
subject of his address will be “Finishing 
Ingredients.” 

x * * 

Richmond, Wa.—In the absence of 
President Robert B. Augustine, Jesse A. 
Hood, first vice-president, presided at the 
January luncheon-meeting of the Rich- 
mond association. Dr. W. E. Hill, pastor 
of Second Presbyterian Church, Rich- 
mond, expressed himself as being in 
thorough sympathy with the purposes of 
life insurance. Incidentally he stated 
that he himself was in the business of 
insuring lives against eventualities in 
the hereafter. 

. M. Crutchfield, general agent for 
the Equitable of New York, in referring 
to the Griffin M. Lovelace articles on life 
insurance which have been appearing 


—=:!_ 


in a Richmond newspaper under an ar. 
rangement with the Richmond associa. 
tion, said that they were calculated to 
educate the public in the right way as 
to the value of life insurance, and he 
complimented the association for hay. 
ing put the idea over. 

E. B. Meade, district manager for the 
Prudential, outlined the type of service 
which he tries to render to his policy. 
holders. Fourteen new members were 
admitted. 

*x* * * 

Bloomington, Ill.—Twenty-five loca! 
underwriters attended the meeting last 
week at which a permanent organiza- 
tion was formed with Logan B. Perry, 
president; Dana Learned, vice-president: 
A. F. Caldwell, secretary, and C. O. Ham- 
ilton, treasurer. The organization be- 
comes affiliated with the National asso. 
ciation. Chester O. Fischer, Peoria, 
president of the newly launched state 
association, was speaker at the meeting. 

* * * 

New York City—The speakers at the 
February meeting of the New York as- 
sociation will be Hugh D. Hart, genera) 
agent of the Aetna Life in New York 
City, and George H. Harris, supervisor 
of field service for the Sun Life of Can- 
ada. Mr. Hart will speak on “Outside 
Aids to Life Insurance Selling.” Mr. 
Harris will discuss “Life Insurance— 
Sales and Salesmen.” 

*x* * * 

Chicago—Three unusually good speak- 
ers have been secured for the February 
meeting of the Chicago association, which 
will be held at the Hotel Sherman at 
12:15, Feb. 6. Frank L. Jones, president 
of the National association; Franklin W 
Ganse, home office general agent of the 
Columbian National Life, and Edward A 
Woods, general agent of the Equitable 
of New York at Pittsburgh, are on the 
program. Mr. Woods will speak on 
“Helping America to Die at Par” and 
Mr. Ganse will give actual illustrations 
of trust agreements, illustrating Mr. 
Woods’ talk. Mr. Woods will also illus- 
trate his address with  stereopticon 
slides. Trust officers of the various trust 
companies in Chicago have been invited 
to attend the meeting. The date of the 
meeting was set to follow immediately 
the executive committee meeting of the 
National association in order to take ad- 
vantage of the presence of the executive 





committee members to secure the 
speakers. 








ROBERT D. LAY HEADS 
NATIONAL LIFE, U. S. A. 


(CONTINUED FROM PAGE 1) 

tory but never vacillating. He is one of 
the keenest and most practical financiers 
engaged in the life insurance business 
in this country today. His quick and 
sound judgment in financial matters has 
at all times made for the strengthening 
of the company’s position in the life 
insurance fraternity. 

“Mr. Lay has no hobbies—or takes 
no recreation. These he finds in his job. 
Every working moment has been given 
over to the institution which he now 
heads. His record is a clear history 
of conscientious, unselfish toil, the story 
of a man with a big vision, which he has 
striven to realize to the exclusion of 
all other things.” 


Reorganization Was Effective 


Mr. Johnson came into control of the 


National Life, U. S. A., in 1900. He 
had been engaged in another line of 
business, but immediately on taking 


hold of the life company he started a 
reorganization of its financial and inter- 
nal affairs. Mr. Johnson was able in a 
short time to get the company in a 
smoothly running condition. Mr. Lay 
had been brought into the company by 
the Shedd interests, and Mr. Johnson 
at once recognized his superior ability. 
He opened the opportunity for him to 
assume responsibility. The two men 
have worked together in a very admira- 
ble way. Mr. Johnson has the faculty 
of gathering efficient men about him. 
He believes in securing competent lieu- 
tenants. He has given his attention 
largely to the financial end of the com- 
pany while Mr. Lay has devoted his 
attention to the underwriting and pro- 
duction departments. Mr. Johnson 





spends considerable time on his ranch 











in California and during his absence 


Mr. Lay was the executive in charge. 

When Mr. Johnson took hold of the 
National Life, U. S. A., it had $14,000,- 
000 insurance in force. Now it has 
$167,000,000. 


LIFE COMPANIES MAKE 
SPLENDID STATEMENTS 


(CONTINUED FROM PAGE 3) 


the policies which thus matured had been 
in force for an average period of 17.4 
years, while the average age at death 
was 56.5 years. 

The total payments to policyholders 
amounted to $16.874,938, an increase oO! 
$1,364,479. Tne average payment for 
each working day exceeded $56,000. 

The assets are $168,122,494 and the 
surplus, according to the Massachusetts 
standard, $11,094,649. The liabilities i- 
clude special contingency reserves 0! 
$1,500,000 and the apportioned shares of 
surplus payab!e to policyholders in 1926 
amounted to $6,550,000. 

The company iias never transacted so 
large a business, nor has it ever been 
so strong financially. Its progressive ad- 
ministration faces 2 most encouraging 


| outlook for the future. 


Security Mutual, Nebraska 


Reports submitted by President E. 
B. Stephenson at the annual meeting 0! 
the Security Mutual of Nebraska 
showed business in force is now $21,- 
821,000, an increase of 47 percent; bus! 
ness written in 1925, $5,116,000 (not 1n- 
cluding $800,000 reinstatements), an 1- 
crease of 34 percent; assets, $3,116,000, 
an increase of 34 percent; income, $872, 
546, an increase of 53 percent, and dis- 
bursements, $827,988, an increase of 144 
percent. Income increased $66,219 dur- 
ing the year and disbursements, $1°*- 
051. Increase in admitted assets was 
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$40,992 and in unassigned surplus 


$56,075. in 
The company’s substandard writings 
were 5 percent. Terminations were 


$2,244,000, or 53 percent. The number 
of policies written increased by nearly 
500, but the average sized policy de- 
creased, being $1,740 for the year. 


Cedar Rapids Life 


The Cedar Rapids Life expects to 
pass the $20,000,000 mark insurance in 
force this year, At the end of last 
year this figure was $17,599,610. The 
Cedar Rapids Life has had a symmetri- 
cal growth, increasing its insurance in 
force every year by writing a good class 
of business. Another mark that the 
Cedar Rapids Life expects to make this 
year is to cross the $3,000,000 line in 
assets. That item is now $2,618,181. 
Its surplus to policyholders is $250,544. 
This gives it plenty of financial ballast. 
The company is operating in Iowa, Min- 
nesota, South Dakota and Nebraska. 

Indianapolis Life 


The Indianapolis Life found 1925 its 
biggest and best year. Its insurance in 
force is now $55,000,000, a gain of $§,- 
372,000. Its assets are $5,475,000, gain 
$863,000. Its surplus is $340,000. The 
Indianapolis Life is purely a mutual 
company. Its dividends to policyholders 
last year were $194,963, and total paid 
policyholders $494,218. The premium 
income was $1,541,567, gain $210,224. 
The total income was $1,885,319. This 
company has been a model in many re- 
spects for newer companies. It has al- 
ways been ambitious to promote quality 
in its indemnity and service. 


Illinois Life 


The Illinois Life paid for $26,522,765 
of new business in 1925 as compared 
with $24,819,745 in 1924. The insurance 
in force was increased by $9,906,784. 


Ohio State Life 


Insurance in force of $56,147,644 and 
an increase in the insurance written in 
the last two years of $16,355,621 were 
reported by President John M. Sarver 
at the annual meeting of the Ohio State 
Life. Gross assets of the company are 
now $7,218,419. In 1925, premiums col- 
lected increased $191,075; assets gained 
$964,748 and in the increase in the re- 
serve amounted to $932,997. Payments 
to policyholders totaled $428,987 and 
dividends and coupons paid to policy- 
holders amounted to $161,594. 


United States Life 


Henry Moir is slowly pulling the 
United States Life of New York to a 
position where it may be counted upon 
for a steady, substantial growth. This 
old company paid over $500,000 death 
claims last year, thus as Mr. Moir says, 
-Mmeeting the greatest function of a life 
insurance company.” The company paid 
one policy for $5,000 which had been in 
force for 60 years. The new insurance 
was $5,214,000, of which $3,721,000 was 
life and endowment. The increase was 
$1,400,000. This is a very good per- 
centage, considering the large amount of 
old business on the books. The insur- 
ance in force is $29,083,000, of which 
$1,918,000 is participating. The partici- 
pating in force is gradually decreasing. 
The assets stand at $6,484,000 and the 
capital and unassigned funds are $371,- 
000. The capital has been increased 
from $264,000 to $300,000, the additional 
stock of $36,000 having been purchased 
at one and a half, thus contributing $18,- 
000 to surplus. The company is on the 
full level premium reserve basis. Mr. 
Moir’s work is interesting because it 
shows what a good, sound actuary can 
do at the head of a company which had 
been allowed to lose much of its mo- 
mentum. The United States Life was 
slowly going down the hill when Mr. 
Moir took charge of it. It is now on 
the up grade. 


New York Life 


The 1925 results of the New York Life 
are now detailed. Its new business last 
year was $844,801,100, gain $98,149,200; 
insurance in force, $5,219,083,929, gain 
$523,979,734. First year’s premiums, 











$30,713,605, renewal premiums $163,006,- 
741, total income $266,781,460, gain $24,- 
730,100; paid policyholders, $132,872,711. 
Its policy loans last year were $37,877,- 
229. This makes a magnificent showing 
and is in keeping with the progressive 
growth of this great company. 


Business Men’s Assurance 


The Business Men’s Assurance of 
Kansas City enjoyed a very successful 
year in 1925. Its new business was $19,- 
380,249, gain $6,938,411; life*insurance in 
force, $26,120,990, increase $10,308,490; 
accident and health premiums, $3,302,- 
551, increase $210,810; income, $ ,1.9,212, 
increase $597,351; assets, $3,233,262; in- 
crease, $640,845; policyholders surplus, 
$828,553, increase $174,253. W. T. Grant, 
president of this company, is one of the 
well known insurance men of the coun- 
try. 

Berkshire Life 


This is the 75th anniversary year of 
the Berkshire Life and President Fred- 
eric Rhodes and his officials are making 
a special drive for business. The assets 
Dec. 31, were $37,397,153, gain $1,961,- 
255; surplus, $1,861,494 gain $126,992. 
The average yield on investments last 
year was 5.24 percent. The mortgage 
loans made last year yielded 5.97 per- 
cent; railroad bonds, 5.62 percent; public 
service bonds, 5.42 percent. The prin- 
cipal investments last year were made in 
real estate loans. These loans were 
made in a number of progressive cities. 
The policy loans, Dec. 31, amounted to 
$6,012,152. The new paid for business 
last year was $20,985,999 and the insur- 
ance outstanding is $166,463,538. During 
the year the company entered Kentucky 
and Tennessee and established new gen- 
eral agencies at Toledo, Providence, 
Springfield, Mass., Louisville and up- 
town New York City. 


BIG AIM ANNOUNCED 
AT AGENCY SESSION 


(CONTINUED FROM PAGE 8) 
the principal and 6 percent, 7 percent 
or 8 percent interest. 


Explains Group Plan 


Gage Mace, manager of the group in- 
surance department at the home office, 
went over the group proposition for the 
benefit of the general agents. Agency 
Manager O. J. Lacy made the announce- 
ment of the group insurance on the 
members of the Randall Club. Presi- 
dent E. W. Randall opened the session 
with a “Welcome Home” address, to 
which H. L. Muldrow of Oklahoma 
City responded. 


Made Associate Manager 


Announcement was made that Harold 
J. Cummings, who has been assistant 
agency manager, has been made asso- 
ciate agency manager in recognition of 
the fine work he has been doing in 
preparing agency material and helping 
the agents. Mr. Cummings is the author 
of the new sales manual and was an 
instructor in the insurance school held 
in Chicago last summer. 

Vice-President T. A. Phillips opened 
the Tuesday morning session with dis- 
cussion of matters concerning the home 
office. At the concluding session talks 
on the outlook for 1926 were made by 
A. O. Eliason, general agent at Minne- 
apolis; C. H. Lathrop of Billings, Mont.; 
both members of the firm of Huggins 
& Tucker of Topeka; Howard Blanton 
of Columbia, S. C., and James F. Logan, 
who a year ago took the general agency 
at Los Angeles, Cal. Mr. Logan was 
formerly with the John Newton Rus- 
sell agency of the Pacific Mutual Life 
at the home office of that company. 
Other speakers were Edward Lichtig 
of Bay City, Mich., Oscar Cloutier of 
Wichita and Frank Packard of Mitchell, 
S. D. ° 


John Hancock Meeting 


The annual meeting of the general 
agents of the John Hancock Mutual 


Life will be held in Boston Feb. 8-10. 














(HP) The MEDICAL LIFE 


Who considers every living person insurable upon 
some basis has just entered Illinois and South Dakota 
and has some very desirable territory open and is 
offering some very attractive Agency Contracts. 


Address inquiries to: 

F. H. Wight, State Agent, 

417 Citizens National Bank Bldg., 
Decatur, Illinois. 

W. R. Leisure, State Agent, 


P. O. Box, 
Sioux Falls, South Dakota. 


CMEDICAL LIFE 


INSURANCE COMPANY OF AMERICA 
WATERLOO IOWA 


I. G. LONDERGAN 
Vice Pres. & Gen’! Mgr. 


and 


























































MICHIGAN 


We are going into Michigan soon. Will you 
be one of the very fortunate individuals to re- 
ceive an honest-to-goodness General Agency? 







THE TOLEDO TRAVELERS LIFE INSURANCE COMPANY 
TOLEDO, OHIO 







Orson C. Norton, President 


























































We have openings in Ala., Ark., Dela., D. C., Fla., Ga., Ill,, Ia., Kans., Md., Mich, 
"Minn. N. M., N.C., Okla., 3. D., W. Va. and Wyo. 


Our Agents Have 
A Wider Field— 


An Increased Opportunity 


Because we have 
Age Limits from 0 to 60. 
Policies for substantial amounts (up to $5,000) for Children on variety of 
Life and Endowment plans, thus enabling parents to buy all of the Family's 
insurance on the Ordinary, i. e. Annual, Semi-annual or quarterly premium 
plan. 








Participating and Non-Participating Policies. 

Same Rates for Males and Females. 

Double Indemnity and Total and Permanent Disability features for Males 
and Females alike. 

Standard and Substandard Risk Contracts, i. ¢. less work for nothing. 


THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO 


B. R. NUESKE, President 


















































a week is the cost of The 
National Underwriter by 
annual subscription. 
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What Do You Sell? 


UNITED LIFE 


AND ACCIDENT INSURANCE COMPANY 


Concord 


_il 


Service, Company, or Policy 


I 
—which? 


All three are important, of course. But to 
our mind the policy is especially so. If 
you agree that the actual contract itself is 
deserving of careful attention and compari- 
son on the part of the agent, we invite you 
to consider seriously the United Life policy, 
“A Policy You Can Sell.” 


Any natural death......... waaroall $ 5,000 
Any accidental death...... asieean 10,00" 
Certain accidental deaths......... 15,000 


Accident Benefits $50 per WEEK. 
Also Disability Income, Waiver of 
Premiums, etc. 





| ALL IN ONE POLICY 








If there is an opportunity open in your 
town, our Vice-President, Mr. Eugene E. 
Reed, will tell you all about it. Write him 
direct—and directly. 


New Hampshire 


lt 


Inquire! 











Policy 
phrased in 
contain all 


under new 
Salary 





“In great things, steady, consistent growth to meet the needs of the times, never slow, 
never hasty—always forward to accomplishment.” 


The Mutual Life Insurance Company of New York 
America’s Oldest Legal Reserve Life Insurance Company 

The record and progress of The Mutual Life have been distinctive, and the notable 

changes and developments now markin 


creasing demand and a quickening cmoath are evolved from almost a century of experience 
and success, 


and by the knowledge of experience. Improved Disability and Double Indemnity Benefits— 


Children’s Insurance now written on standard forms, ages 10 to 15. 
An increased Dividend scale in 1926—the sixth consecutive increase. 
A majority of policy loans granted locally at Managing Agency Offices. 
he Company writes all standard forms of insurance. Same terms to men and women. 
Age limits, 10 to 70, inclusive. 
Company conservative for entire safety, but forward-looking and forward-moving in 
accord with the new spirit and new demand of the times. 


THE MUTUAL LIFE INSURANCE COMPANY OF NEW YORK 


34 Nassau Street - - 


DISTINCTIVE PROGRESS 


its history in meeting the requirements of in- 


contracts completely revised in 1925. New contracts attractive in appearance, 
every-day language “easy to read,” easy to understand and to construe. They 
the old provisions justified by experience and all the new warranted by science 


provisions. 
Deduction (allotment) Plan of insurance now written by the Company. 


Those who contemplate taking up field work are invited to apply to 


New York City, New York 

















Attractive Agency Openings in Thirty-Five States 





ACACIA MUTUAL LIFE ASSOCIATION 


HOMER BUILDING 


To Agents who are Master Masons we offer: 


Liberal First Year Commissions— 
Continuous Renewals — Real Home . 
Office Cooperation. 


We issue all Standard Forms of Old 
Line Legal Reserve policies to Master 
Masons only—at Net Cost 


Insurance in Force over $190,000,000— 
Assets over $15,000,000. 


WILLIAM MONTGOMERY, President 
WASHINGTON, D.C. 


MAKE TRANSFER SOON 


WILL ARRANGE FOR OFFICE 





American Life Convention Headquar- 
ters at St. Louis Will Be Ready in 
a Few Months’ Time 





The sub-committee of the executive 
committee of the American Life Con- 
vention that was appointed to arrange 
for headquarters for the organization at 
St. Louis expects to have the lease 
signed and the offices in shape by the 
time of the next executive committee 
meeting at Colorado Springs, June 7, 
when the Medical Section will hold its 
annual meeting. Since the executive 
committee met in Chicago, no further 
progress has been made in securing a 
man who will ultimately succeed Secre- 
tary T. W. Blackburn. Mr. Blackburn 
has notified the committee that he will 
remain in office if necessary until after 
the 1927 annual meeting. 


POLITICAL REACTION 
FROM MERGERS SEEN 


(CONTINUED FROM PAGE 18) 
innovation and when this affects rev- 
enues, only those with tremendous gross 
incomes can afford the risk. The small 
company that might follow the lead of 
a big company would find itself in trou- 
ble if the calculations went wrong, 
whereas the big fellow would not mate- 
rially feel its effects. 


Sales Training and Competition 


While there is general agreement that 

success in managing a life company is 
largely a matter of management, as in 
other lines of business, some feel that 
the results of the great sums the larger 
companies are expending in securing 
trained personnel in their sales force is 
certain, in time, to materially lower the 
cost of getting business to them, which, 
when passed on to the buyer of insur- 
ance, will make competition in rates and 
‘dividends difficult for the smaller com- 
panies to meet. ~The _ salesmanship 
schools and the other devices used for 
adding to the selling power of agents 
are factors that are genuinely feared 
by some. 
' There are other executives who take 
the position that either a man can or 
he can not sell insurance, and that 
if it isn’t in him to sell, all the train- 
ing he can get in a school will not add 
enough to his powers to make him a 
menace in a competitive way. 


Small Company Has Closer Touch 


They point out the various motivating 
impulses that attach to life insurance 
salesmanship, and while they do not 
decry such education as will make him 
better acquainted with his work, they 
say that there is a large body of litera- 
ture, largely in the form of insurance 
periodicals that record from time to 
time new methods and new ways, as 
well as new arguments and new leads, 
available to the men who really desire 
to make themselves capable salesmen 
that it constitutes a school in insur- 
ance salesmanship itself. 

Still others venture the opinion that 


—. 


can maintain with its field men when 
the company is small or middling jp 
size matches any advantage that a schoo] 
trained man would have over the men 
trained in other ways. Home office ex. 
ecutives have time, leisure and desire to 
get and keep a personal touch where 
the agency force is not large and the 
field limited that is impossible where a 
company has far flung lines. The per- 
sonal touch is worth a lot of letters and 
circulars. 


But Two Classes for Sale 


Experience has also shown that much 
of what is taught in the big eastern 
schools is worth little to a man plough- 
ing in western insurance selling fields, 
In Nebraska men who sell big lines in 
western Nebraska are duds when they 
get into the eastern part of the state 
and vice versa. The same rule applies 
when city men try to sell the farmers, 
The whole point of this is that produc- 
tion costs will not be reduced for the 
big fellows by the methods jndicated 
to any such extent as will permit a 
liberalization of policies that the smaller 
companies could not meet. 

The belief here is that unless specially 
attractive prices are offered for stock, 
about two classes of companies only can 
be gathered in—where the officers are 
weary of the struggle of building up a 
business and where there is a sharp di- 
vision among managers and owners. 


HOLD FEDERATION MEETING 
(CONTINUED FROM PAGE 10) 


ous one. It is not changed from year 
to year. It has a fixedness and perma- 
nency about it. Others he characterized 
as one time contracts. He said it is the 
part of one business activity to cooper- 
ate with the other. When one line of 
insurance goes to the rescue of another 
all insurance is helped. 

Charles H. Burras, president of the 
Illinois Federation, presided over the 
festivities in his usual masterful way. 
Representing the Insurance Federation 
of America were Mrs. Mary L. Fletcher 
and Harlan Babcock from the general 
office in Detroit. Mr. Burras introduced 
his successor, Louis J. Kempf of Chi- 
cago, manager of the Travelers, whe 
was installed in office. 

Oregon Life Meeting 

The twentieth: annual convention oi 
the Oregon Life will be held in Seattle 
April 12-14. Two hundred persons are 
expected to attend the convention. 

All previous conventions of the Ore- 
gon Life have been held in Portland. 
The company was founded twenty years 
ago. Decision to meet in Seattle was 
made when it was discovered that a gain 
of 50 percent in business had been made 
in Seattle and 30 percent in Washing- 
ton. The company follows a policy ol 
investing premiums in territories in 
which they originate. 


John Hancock Expands 


The John Hancock Mutual Life has 
been licensed in the territory of Hawaii 
and has established a general agency 
at Honolulu with the International 
Trust Company. 

The company has also been licensed 
to do business in Arkansas and has 
appointed John C. Eakin and Robert 
M. Williams general agents under the 
title of Eakin & Williams, with head- 
cuarters in the Boyle building at Little 





the closer touch that the home office 


Rock. 














We have opportunities for Agents in 
Arkansas, Illinois and Iowa 


International Life & Trust Company 
Hone Office: MOLINE, ILLINOIS 
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Planning One’s Work in Selling Insurance, 
Backing Up One’s Efforts Enthusiastically 
And Working Consistently Bring Results 


BY MILTON L. WOODWARD 


FEW days ago a friend in the 

business told me that Mr. Gen- 

eral Agent offered Mr. Special 
Agent, absolutely green to the business, 
$500 per month if he would agree to 
see 10 people each day for one month 
and try to interest each one in life in- 
surance. A contract was made, and at 
the end of 10 days the newcomer into 
life insurance, realizing he was losing 
money, went to his general agent and 
asked him if he would not release him 
from his bargain. The general agent's 
offer is but additional proof that one 
who makes calls will have interviews, 
that interviews means sales and that the 
more interviews you have the more 
money you will make. 


Must See the People 
to Get the Business 


There are countless schemes for mak- 
ing good in the life insurance business, 
but those who are making the grade, 
day in and day out, all agree that you 
must see the people—early, late and 
often. I have a friend, whose tabulated 
experience shows him the value of a 
life insurance salesman’s time better 
than anyone else whom I know. Every 
year for several years he has landed 
with a staggering record. Recently he 
showed me his soliciting experience for 
some eight years back, and even he ad- 
mitted that one-third of his time was 
not given to exposing himself to sales. 
This interesting experience, coming 
from him, who so values the call and 
interview method, easily proves the vast 
amount of time most men in the field 
waste, 

Time, while our choicest asset, is the 
most fleeting. We are given too much 
of it. Rich or poor, each has 24 hours. 
It is up to you as to whether you use 
much or little. I have always said I 
believe the average field man spent no 
more than an hour and a half in the 
feld daily trying to interview people. 
I really believe if we had but one hour 
a day in which to either make good or 
dig our graves that we would spend it 
like we spend our money—for results. 


What It Means to Lose 
Only One Hour a Day 


Recently, while listening to Winslow 
Russell, vice-president of the Phoenix 
Mutual Life, many of us were shocked 
when learning the loss to the life man 
who wasted only one hour a day. He 
said the life insurance salesman whose 
income is $10,000 a year and who wastes 
but one hour a day loses, over a period 
of twenty years, $57,000, if the money. 
val lue of that hour wasted is invested at 
® percent; that the salesman earning 
$6,000 a year would lose $28,500, and 
so on. Remember these are the figures 
on but one hour loss. Multiply these 
by the number of hours you junk and 
you'll see what sitting in your office, 
indifference and idleness cost you. 

When we face these truths, and when 
we realize we are talking protection and 





old age dependence to others, have we 
any right to rob these sums from our 
own families or our own old age? 


Agent Should Have a 
Definite Quota Assigned 


Some time ago I was told what the 
average income was of the doctor, law- 
yer, dentist, preacher, and so on down 
the line. Finally it was said the gro- 
cery clerk was paid, I believe, on the 
average $90 per month for taking in 
over the counter $50 per day average 
sales. The life insurance man who aver- 
ages $50 per day in new premiums 
makes $10,000 per year—first year com- 
missions and renewals. Is this a hard 
task, when setting for yourself a daily 
average? Set for yourself a daily or 
weekly quota. Remain unsatisfied until 
you make it, and you'll find your annual 
volume will just naturally take care of 
itself. 

Most of us give too little to a busi- 





Milton L. Woodward of Detroit, 


thing that I do not know about any of 


Register line.” So 
study your company’s contracts, its 
practices, and the numerous needs for 
your services. Never have the feeling 
you may be stumped. Let’s label this 
first cylinder preparedness. 


Enthusiasm Is Needed 
in Selling Field 


Knowledge of your business alone 
will not get you there. It is quite nat- 
ural if you know your goods that you 
will be wildly excited about them. It is 
not so much what you say, as how you 
say it. Cultivate an earnest, enthusiastic 
frame of mind. Health and regular liv- 
ing will aid you in attaining it. You 
have looked at the billboards and read 
newspaper accounts of a good evening 
at the theatre but not until someone, 
dizzy with enthusiasm after seeing the 
show, told you about it, did you make 
up your mind to go. Picture your reac- 
tion to a child’s recital of a football 
game; an account of a hunting trip by a 
real sportsman and you'll know what 
real enthusiasm is. You must keep this 
ever alive. 

Reading, studying and talks with suc- 
cessful men will help you. The invest- 
ing of but a nominal sum will give you 
all the stimulating literature you need. 


the National Cash 
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general agent of the Northwestern 


| Mutual Life, spoke this week before the Atlanta Life Underwriters As- 
| sociation. He gave the members some practical advice about selling life 


insurance that is the result of his own experience and work. Mr. 
ward is one of the successful general agents who has high life insurance ] 


ideals. 
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ness that offers so much. The $10,000, 
$25,000 and $50,000 men are no longer 
uncommon. Life insurance offers us an 
opportunity to go as far as we like. Are 
we all paying the price? Are we doing 
for life insurance what life insurance 
can do for us? 

The fewer parts of the average auto- 
mobile, the better the car. There’s the 
twelve, eight, six and the four cylinder. 
In the Indianapolis annual 500-mile 
grind the four cylinder is most unver- 
sally used, for it generally “gets there.” 
So I am going to try to picture what I 
think would be an ideal life man if he 
built his life along the standards of the 
four cylinder car—each cylinder stand- 
ing for some essential of success. 


Demands of Today 
Differ From Past Ones 


The demands of today are different 
than the exactions of yesterday. The 
man who knows, and knows that he 
knows, stands out, while the one who 
waivers is lost. Knowing your stuff is 
what keeps one’s interest aglow, so 
tackle the foundation of this wonderful 
business of ours. Study it; learn it; get 
it. When you have that thorough fa- 
miliarity of the goods you are selling, 
calm, poise, self-assurance, and all those 
characteristics that attract, flock to you. 
To illustrate the value of knowing your 
business, let me cite what was told me 
by one of the old guard of the N. C. R. 
salesmen back in 1908. He was an old 
man then, so probably he is gone now. 
His reply to my query as to what he 
attributed his remarkable success to 





was: “Young man, there is not a single 





Wood- 


Don’t ever let®your business seem like 
old stuff to you. It is always new to 
the other fellow. But you must bound 
in with your proposal as though it was 
the greatest thing in the world. I know 
a young man who but seven years ago 
was making over $50,000 a year. No 
one knows what he is making now. 
His success was not due to how much 
he said, but to the “kick” he put back 
of what little he DID say. Each day 
he had little new to offer, but he was 
aglow with that earnestness and enthus- 
iasm that made his proposition seem 
real and genuine to everyone he saw. 
The man who can cultivate this qualifi- 
cation—and knowing your business will 
do it—is a real salesman. So let's call 
the second cylinder enthusiasm. 


Life Insurance Men 
Should Have a Plan 


More salesmen fail because 
having a definite plan—not Knowing 
what they are going to do. How can 
you expect to arrive if you do not know 
where you are trying to go? Planning 
your work and working your plan is, 
to my mind, the greatest asset a man 
can have. The lack of it, eventually, 
turns many a good salesman away from 
a field he might make a tremendous suc- 
cess in. Planning Tuesday night on 
what you are to do next day will make 
you “ever ready” on Wednesday. 
Knowing why you are going to see Mr. 
Smith and about what you are going to 
say to him, will bring you the confi- 
dence to go and see him. I might, in 
an indifferent way, drop in and say, “I 
am Mr. Woodward, representing the 


of not 








I'll Pay You Life Insurance Company,” 
or, “I would like a few moments of your 
time, if you are not too busy,” or “I am 
in the life insurance business and I 
would like to present a proposition.” 

I wouldn’t get to first base unless Mr. 
Smith was in the market and waiting 
for the first man to come along. Re- 
member, when you see a man you have 
his entire attention for a few seconds, 
and it is what you say, and how you 
look to him that will determine how 
long you will stay with him. Suppose 
I knew last night that I was going to 
see Mr. Doe today, and I went to his 
office and said this: “My name is Wood- 
ward and Mr. Powell, our mutual friend, 
wanted me to explain a college financing 
plan I have for your son, Bobbie. Mr. 
Powell has just adopted it.” Or, sup- 
pose I said, “Walter Powell wanted me 
to tell you about our plan of financing 
your boy through school.” 

Or imagine me saying, “Mr. Powell, 
our mutual friend, was just saying some 
mighty fine things about you.” Can't 
you see that these latter approaches 
would tend to break the ice, let me stay 
longer, and either make a sale or a 
probable client? It’s because one does 
not know where he is going, nor what 
he is going to say when he gets there, 
that lands him nowhere and makes him 
unfit for his work. 


Definite Schedule Is 
Always Followed 


I know a young man who knows 
where he is going every day. He is 
conspicuous because of his absence from 
the office. His is an eight-hour day. 
His office work and programing are 
attended to early in the morning or at 
night. He has a great vision of the 
business and knows the value .of time. 
He is like a train. He pulls out about 
the same time, makes certain stops close 
together and arrives as nearly on sched- 
ule time as possible. He can see where 
he is going because he knows how he 
is going. 

A friend of mine solicits farmers, 
almost entirely. He drives a Ford and 
has a chauffeur. I said, “Why the 
chauffeur?” and he told me he did not 
want to be thinking about the road 
when leaving one farmer and on his 
way to see the next. That's planning. 
If you know where you are going, and 
how you are going to try to get there, 
you are pretty certain to arrive. There 
is nothing that will toss away from a 
life insurance man more valuable hours 
—money—than his lack of the proper 
valuation of planning his work and 
working his plan. So we will call this 
third cylinder planning. 


Work Is Great Recipe 
for Splendid Results 


No matter how well you know your 
business, nor how earnest you are 
about it, or how well you plan to pre- 
sent it—all will count for nothing if you 
do not get out and see the people. “In- 
dustry,” “Making Calls Is Making 
Money,” “Wearing Out Shoe Leather,” 
“Expose Yourself to Applications,” and 
numerous other slogans have been worn 
threadbare from repetition, but those of 
us who have been through the mill all 
agree that work is one recipe for suc- 
cess in life insurance that always works 
and that the day has not yet arrived 
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ACTUARIES 


ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 








160 N. La Salle St. 
Telephone State 729 


CHICAGO, ILL. 








A. GLOVER & CO. 


* Consulting Actuaries 
Life Insurance Accountants 
Statisticians 


29 South La Salle Street, Chicago 








H. NITCHIE 
° ACTUARY 


1523 Assn. Bldg. 19 S. La Salle St. 
Telephone State 4992 CHICAGO 








ARRY C. MARVIN 
CONSULTING ACTUARY 
2105 North Meridian St. 
INDIANAPOLIS, INDIANA 








AIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Denver, Des Moines 
Pi J. McCOMB 
e COUNSELOR AT LAW 
CONSULTING ACTUARY 
Premiums, Reserves, Surrender Val- 
ues, etc., Calculated. Valuations 


and Examinations Made. Policies 
and all Life Insurance Forms Pre- 








red. w of Insurance a 
Ehecialty. 
Colcord Bldg. OKLAHOMA CITY 








Actuarial Service Insurance 
Publicity 


ARRETT N. COATES 
CONSULTING 
ACTUARY 


54 Pine Street - - San Francisco 








E L. MARSHALL 
e 


CONSULTING ACTUARY 
Hubbell Building 


DES MOINES, IOWA 








ED D. STRUDELL 
CONSULTING ACTUARY 
722 Chestnut St. 


St. Louis 




















PROFITABLE PARTNERSHIP 


exists between this Company and its agents. 
The Head Office furnishes a lead service 
which permits agents to interview prospects 
known to be interested. A steady, healthy 
growth in the Company’s business is reflected 
in the increased earnings of its agents. 
Fidelity is a low net-cost company operat- 
ing in forty states. Full level net premium 
reserve gasis. Over Three Hundred 1 Million 
insurance in force—and growing rapidly. 
few agency openings for the right men. 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 
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when we are going to be chased by the 
man who wants to buy. Evidence is 
found everywhere that shows that the 
man who keeps plugging is making 
money; that those who see people—lots 
of them—know there is a definite cash 
value for everyone seen. There are 
many brilliant stars who keep buoyed 
up by the knowledge they have that 
each call—if enough are made—has a 
constant cash value. So let’s call the 
fourth and most important cylinder in- 
dustry. 

Is there anyone who would doubt the 
power of the man who knows his goods, 
is enthusiastic about them, plans his 
work and then gets out and hustles? 
He can negotiate any problem and is a 
real get there four-cylinder life insur- 
ance man. 


Keener Men Are Getting 
Into Life Insurance 


Life insurance selling today is differ- 
ent than it was five or ten years ago. 
Keener men are coming into it. The 
public has a higher appreciation of it. 
People are not just buying it because 
they know it’s a good thing—they are 
demanding to know what the particular 
policy is for. Just why should a man 
buy $5,000 to round his line up to $25,- 
000? Tell me why a sale should be 
made by the exploitation of some rather 
unimportant contract provision, when 
nothing is mentioned about the income 
privileges. Why not talk on what life 
insurance really is and will do, and 
that the contract is sure to “come 
clean” for the man’s family, or the man 
himself. Today the public is accepting 
the goods of the man who knows. The 
fellow who simply drops around every 
so often is doomed to soon be “out of 
luck.” “Estate distribution,” “educa- 
tion,” “life incomes,” and “what we can 
do for you and yours,” are the things 
to talk about. Personally, I have never 
ceased talking income _ insurance, 
whether the sale was made on that 
point, or whether I got my client to 
adopt a distribution plan after the sale 
was made. 


Can Keep Building 
On the First Policy 


A man may think $10,000 a lot. He 
will brag about it. But he would think 
$50 per month too little. Just the other 
day a client, whom I had written many 
times, came in to see me. He wanted 
another $5,000. This brought him up to 
$25,000. I placed the financial service 
of my company before him and the first 
thing he said was, “What I need is 
more life insurance. I can only stand 
$15,000 now, but I’ll build it up as fast 
as possible.” 

Several years ago I wrote a young 
man for, I think, $1,000. On no less 
than 20 occasions I built his line up to 
$100,000. He had a wife and _ son. 
Every time I saw him I talked income 
—interest to wife, and different sums at 
various ages to son after wife’s death. I 
was persistent. He knew my interest 
was unselfish, He was hard pressed. 
It seemed every five minutes there was 
a premium coming due. He was the 
last person in the world I ever would 
have approached for more insurance. 
One day, when bringing up the options 
again, he said “$388 a month is not 
enough. What will $50,000 more cost?” 
The point I want to make is this: No 
one here can instantly tell the difference 
between $150,000 and $100,000 when 
viewing these sums as capital, but the 
difference between $388 per month and 
$583 per month is quickly grasped by 
the family who expects, depends on and 
needs a certain income and who lives on 
that scale. 


Life Insurance Means 
Replacement of Values 


Life insurance is nothing but a re- 
placement value and the same reason 
that prompts a man to insure his auto, 
home or factory for its full value should 
prompt him to insure his life value for 





its actual worth. Go sled-length for 
your clients. “Just another policy,” and 
one designed to cover some especial 
need can be compared to two Ford cars, 
one having a flaw in it. One may get 
there—the other will. 

To insure a growing clientele that will 
stay with you, you must, at every turn 
of the road, stay with them. Take care 
of your clients and they will take care 
of you. A week ago there was a case 
in competition; $40,000 was involved. 
Friendship played an important part. 
Each agent presented his wares. One 
got $10,000, the other $45,000, then 
$20,000, then $50,000, and, finally, $40,- 
000 for consideration—all because he 
pictured several new needs at the psy- 
chological time when they were thinking 
about insurance. 


Insurance Results Are 
Best Advertisement 


We can spend our money for news- 
paper space, agencies can flaunt their 
opportunities before the people, and 
companies can puzzle the public with a 
new financial statement, but nothing— 
absolutely nothing—will ever advertise 
what life insurance is and does, like the 
functioning of contracts that were prop- 
erly written in the first place. When a 
life insurance policy becomes a claim 
and starts in its work up to a generation 
unborn, there is no power of publicity 
that so forcibly will tell the world that 
we are occupying a real place in this 
world. 


Agents Should Keep at 
Their Task Always 


In conclusion, let me warn you never 
to give up. Keep on keeping on. The 
man who stays through goes through. 
I cannot help thinking of my last fall 
partridge shooting jaunt. I had been 
looking forward to the work all year. 
I have one of your southern dogs. My 
friend and I were in the north on the 
opening day. I did not realize I was 
tired until I took to the field. At the 
end of the third day I was ready to 
quit, although he wanted to stick it out. 
We struck back toward Detroit, getting 
out occasionally to try our luck. Finally, 
the last try was about an hour and a 
half before dark. We jumped a pheas- 
ant, and, shooting in unison, down he 
came. This gave my friend new life. 
He just HAD to have another partridge. 
I couldn’t see it. I was tired, worn out, 
apparently not interested in the sport I 
love best. He went on. I hung back, 
my pointer at my side, he never going 
anywhere unless I do. Finally, in about 
an hour, I heard a shot, and soon a 
smiling face appeared with the bird he 
was bound to get. He had flushed two 
in a clearing and I wasn’t there and he 
was, simply because he was a worker 
after birds, as he is with the rate book. 


Do Something Constructive 
Every Day in the Week 


So plan for success. 
for it. Do something constructive every 
day. Remember what one of the boys 
back in Detroit always says—that when 
he puts in a day without any apparent 
results, he knows he is sowing the seed 
or plowing the field and that harvest 
time may be tomorrow. 

Are you doing for life insurance what 
life insurance will do for you? 


Pay the price 








i 
Personal— 


Do you know the details—the 
facts—about your financial 
affairs—the serial number, divi- 
dend date and history of your 
stock? of your bonds? When 
are notes due? When are pre- 
miums due and how much? 
Have you difficulty in making 
out income tax reports? These 
and a hundred more important 
questions are answered daily if 
you keep account of your affairs 
in 


MI-REFERENCE 


Knowledge of b ping is 

sary to handle these twelve simple and 
practical records. form is self 
explanatory and provides space for 
complete information on every trans- 
os being quickly and easily 
made. 


Life Insurance Form 


shows all necessary facts about policies; 
name of the company, _— number, 
plan, amount, amount of premium and 
dividends. dates due, cash value, name 
of beneficiary, etc. 


Companies and Executives will find no 
gift to equal MI-REFERENCE as a 
token of good will for Conventions and 
Agency use. It is now used by insur- 
ance salesmen to hold old and win new 
policyholders. MI-REFERENCE ties 
up with the Life Insurance business. 


MI-REFERENCE is a handsome, handy, 
loose leaf, 3 ring book. Bound in leath- 
erette with index and 100 sheets, $5.00. 
Bound in beautiful genuine leather, with 
index and 200 sheets, $10.00. A liberal 
discount on quantities. Order one today 
for examination—you will never regret 
it—money refunded if not satisfactory. 





Pfening & Snyder, Inc. 
Dept. 31 Columbus, Ohio 














FOR LIFE 
with 
THE PHILADELPHIA LIFE 


As we approach our 
20th Anniversary, it 
is interesting to note 
that Agency Contracts 
made in the early days 
of the Company are 
still in force and the 
agents holding them 
still producing a 
steady valume of 
business. 


If you are seeking a 
connection FOR LIFE 
where associations are 
happy. 


LET US KNOW 


AGENCY DEPARTMENT 
PHILADELPHIA LIFE INS. CO. 
111N. Broad St. Phila., Pa. 











Life Conservation Manager 


Wanted: Manager Conserva- 
tion Department fast growing 
large southern company oper- 
ating coast to coast. Good op- 
portunity for young man with 
experience. 
Address Q-84 

Care The National Underwriter 
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AGENTS 


who can SELL 
as well as WRITE 


Can always be given an interesting 
proposition, much territory still 
awaiting capable _ representatives. 
Your inquiries will have considera- 
tion. 


UNION MUTUAL LIFE 


Portland, Maine 





INSURANCE ager 


























